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From Chicopee... FIRST COMPLETE 
SCREEN DEPARTMENT RACK 


Holds More...Shows More... Sells More! 


SCREEN DEPARTMENT 


CHICOPEE FIBERGLAS SCREENING 


EASY SALES 


New moveable cutting shelf with 
measuring tape means you can dispense 
screening right from roll... 
no need to lift or handle. 


IMPULSE SALES 


Handsome and compact (2’ x 3’). 
Stores and displays 16 rolls of screening. 
Displays—sells related items 
(tools, fasteners, etc.) for extra sales. 
A complete screen department! 


YEAR-ROUND SALES 


Sell Chicopee Fiberglas Screening 
in summer, other products in winter. 
This rugged rack works all year round. 
You'll make it a permanent part 
of your store. 


SPECIAL Display rack plus five 50’ rolls (1 each 26”, 28’’, 30”, 32” and 36”). 


INTRODUCTORY OFFER Introductory Offer also available with 100’ rolls. 


TM.0.C.F. CORP 


COLORS AVAILABLE 
GRAY, AQUAMARINE, ANTIQUE BRONZE, OR GREEN CHICOPEE 
CHICOPEE FIBERGLAS . ena e-eoenins 
The best screening for your “Do-it-yourself” cus- FIBERGLAS 
tomers because it is the easiest to work with, the 

SCREENING 


strongest screening made, will not rust or corrode. 
Order Your Screen Department Rack from your wholesaler 


today or, for further details, write: 
Sore i sr ra FIBERGLAS SCREENING 
47 Worth Street, New York 13, N. Y., Dept. 57 








Great News for Outdoor Chets 
these brand new, grand new 


RBECUE TOOLS 


N ET 





BARBECUE FORK and TURNER 


Worthy companions. . . sturdy, 3-prong carving fork with a raised 
center prong for a firm ‘3-point” hold on roast, fowl or steak .. . and 
a man-sized turner, ruggedly built for the “‘master’”’ chef, with a large, 
heavy-duty blade approx. 5” x 5”, that lifts meat, turns pancakes or 
scrapes the grill. 

Both of polished Stainless Steel with handsome handles branded in 
the exciting, exclusive new Navajo “Deer and Cloud” design .. . 
leather thong for hanging. Overall—22”. 
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Maintain Your Leadership in Barbecue Tools 


Feature the complete line in ‘59! 


made by THE WASHBURN COMPANY «+ Worcester, Mass. « Rockford, III. 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT e MARCH 12, 1959 


The warranty that warrants affection 


Affection may seem like a strong word here. 
Why should anybody get dewy-eyed over a 
One-Year Warranty? Actually, it’s simple. We 
all love profits, don’t we? Well sir, I’m telling 
you... that LAWN-BOY factory warranty can 
turn you some profits that will fill your heart 
with unashamed sentiment! 

Of course I’ve known warranties that 
wouldn’t lift your pulse out of second. But 
that’s exactly my point. The LAWN-BOY war- 
ranty isn’t like any other. That’s why you 
can use it so neatly and so often, to clinch a 
quick sale. 


Here’s all you have to do: 
Just use that Factory Warranty as the 
powerful sales tool it actually is! 
.. . Use it in every Sales Pitch you make! 


... Use it by stressing the Points of Dif- 
ference that make it unique! 


What are the “points of difference’ in the 
LAWN-BOY factory warranty that nobody else 
in the field can offer? There are three of them: 


First, there’s the Warranty itself. It cov- 
ers all the parts of every 1959 LAWN-BOY 
model (excepting the Electrie’s Packard 





LAWN-BOY 





motor and our reel unit), for a full year of free 
replacement. It’s an ironclad insurance against 
manufacturing defects of any kind. 


Second, there’s the service that only LAWN- 
BOY can offer, with 3500 authorized Service 
Stations to carry out the exact terms of the 
Warranty. 

Third, and most important, there’s the 
Company behind the Warranty. Nobody but 
LAWN-BOY can lay claim to the heritage of 
respect wrapped up in the names Johnson and 
Evinrude and Outboard Marine. Those names 
te!! your prospects, ““A warranty on one of 
our products means more, because we not 
only make our own motors, but we’re known 
the world over for the quality and depend- 
ability of our motors and of the products 
they power !”’ 


So there you are. The LAWN-BOY factory 
warranty is a simple thing. But how often it 
can be just the nudge that’s needed to push 
over a sale! 

Try using it, will you? Give it an honest 
trial for a week. See how it can build bigger 
profits for you, day after day. I bet you'll 
begin to feel a downright warm affection for 
that LAWN-BOY warranty, just like I said! 


Bx 
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Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dohasen and Evinrede Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 

Want more facts? Circle 101, p. 153 
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Here is the 1959 line of B.F.Goodrich garden 
hose. Use this guide to order from your 
B.F.Goodrich distributor now. All prices 
shown are for 50-foot lengths. 
B.F.Goodrich garden hose will be fea- 
tured in the NRHA’s big Hardware Week 
promotion this spring, and there are plenty 





Dealer's Guide to B.F.Goodrich 
garden hose for 1959 


of local sales helps for you. Among these are 
the B.F.Goodrich lawn-care merchandising 
rack. The National Retail Hardware Assn. has 
approved and helped design this rack. Made 
of tubular steel, holds up to 200 Ibs. Holds 
hose and other items, too. Light, weighs only 
22 lbs. Low price! 





PROFESSIONAL 


GARDENER'S $4 195 


Consumer price 





KING SIZE ¢ 


= 





59’ green opaque hts =. +795 a 4799 


Consumer price Consumer price 


*PLSP 1875 CMO 349G eeEMEm sags 


Consumer price Consumer price 








comet 2 $095 


4" green opaque 
Consumer price 


Consumer price 





MAXECON 


AEEON $9750 MAXECOW $9995 © StenAt $7995 our counst 54.995 
Consumer price Consumer price Consumer price Consumer price 





B.E. Goodrich garden hose 


Want more facts? Circle 102, p. 153 
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ACCO 


for Better 
Values 






You make?" 92Q4E profit 
on this *9535 chain assortment 


Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman’”’ 
that does most of the work for you! 






a Put new life into chain sales and profits with the CHAIN SO OR RE IR RS RRR RN at 
SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal—per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient—handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you . .. first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

® Garage doors 

¢ Pipe hanging 

* Porch swings 

* Playground equipment 

¢ Lawn borders 


erat ND OR IK KK RR RK RR RD 
acon . ceceneee ae 
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SACK Chane 


Gymnasium equipment 
Furnace regulating 
Ornamental uses 
Furniture braces 
Fire escapes 


SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins ... they’re all good profit makers that go 
with chain sales. 


CO American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *Y ork and *Braddock, Pa. 









Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, % 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco ppssstesenecomnmnanen: eggnenanananencnconsnananenn 


Want more facts? Circle 103, p. 153 
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Editorial 


by W. A. Phair 


Size isn’t everything 


If you’re a basketball fan, you have probably noticed an interesting 
development this year. The top scorers and top rated players this 
year include a surprising number of “short’”? men—men under 6 ft. 


It appeared in recent years that you had to be at least 6 ft. 5 in. 
tall before a coach would even issue you a uniform. But, now coaches 
seem to have come to the conclusion that speed, agility and ball han- 
dling skill are more important than mere height in winning games. 
What short players lack in reach, they make up in other skills. 


I think this same sort of situation exists in retail merchandising. 
The big chains certainly have a number of very real advantages, but 
they also have their weaknesses. Their size doesn’t solve all their 
problems. 


Sears is usually looked upon as a big ogre that is always swallow- 
ing up small] retailers. This image has grown out of all proportion 
to Sears’ real influence. 


Now, I’m not under estimating the power that Sears (and the other 
chains) exercises in the hardware market. What I am suggesting is 
that Sears has some weaknesses, too. A local merchant can use these 
weaknesses to improve his own ability to compete with Sears. 


You’ll agree, I’m sure, that you can’t successfully meet a competitor 
unless you know what makes him tick. This is true of competition 
like Sears and the other chains. So, when is the last time you shopped 
a Sears store? How many such stores have you visited? Did you 
check their bins to see how many were empty? Did you check their 
prices on better and best grades? 


Did you especially note the behavior of their salespeople? Did you 
compare Sears’ salespeople with your own? 


Here, in my opinion, is one place where Sears . . . and most other 
chains . .. fall down—in the quality of their salespeople. Here, I 
feel, is a weakness that can be exploited in action by smaller mer- 
chants. 


Recently I visited several Sears’ branch stores and I was shocked 
at the poor salesmanship I ran into. Many clerks seemed to be 
deliberately ignoring customers. They were gathered in little groups, 
talking and joking. Customers in several departments had to go up 
to clerks and ask for attention. It was very noticeable. 


While some Sears’ people are pretty good on product knowledge, 
the general average is pretty low. You may not believe it, but this 


actually happened to me: I asked a Sears clerk the difference in two 
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Editorial 


continued 


items he was showing me. His answer was, “This one sells for $15.95, 
this other one is $12.95.” 


Now, I know it’s dangerous to take a few experiences and draw general 
conclusions from them. But these experiences serve only to confirm what 


has always been a big problem of the chains . . . salesmanship at the store 
level. 


Customers are sensitive to this sort of thing, in fact much more sensi- 
tive than we give them credit for. So here is an angle that a local merchant 
can use to his advantage. Here is an angle that should be exploited 
to the hilt by local retailers. 


An independent, local dealer, working with an alert, helpful wholesaler, 
has the added advantage of greater speed and agility in making and execut- 
ing decisions and promotions. If this is combined with a friendly, well- 
trained sales force, you can give Sears (or any one else) a good run for 
their money. 


But you can’t get these advantages just by talking about them. You’ve 
got to work on them. You have to have a plan and a goal. Do you? 


No, the tall guys don’t have all the advantages. The shorter men can play 
pretty well, too, if they exploit the advantage of their own skills and don’t 
try to imitate the big fellows. 


That extra step... 


Each year, in the course of my travels, I meet and live with many sales- 
men—salesmen in retail stores, wholesalers’ salesmen, manufacturers’ sales- 
men. When I look back on all these salespeople [T have met, I am always 
startled by the number of these men who are content with being mediocre, 
when, with such a little extra effort, they could be top notch salesmen. 


What does it take to inspire a man to take that little extra step that 
makes such a difference? Money isn’t the only answer; this has been demon- 
strated many times. Financial incentives encourage some men to a little 
more effort, but I think it takes something more to get a person out of 
the rut of mediocrity. 


When you examine a good salesman to learn what makes him tick, you 
quickly discover one characteristic that is common to all good salesmen 
a thorough knowledge of the product he is selling. 


Now, here is a key to good salesmanship that is easy to develop. Every 
one reading these lines has a wonderful source of product information right 
in his hands . .. the pages of this issue. But, nobody can make you use 
this information. That’s up to you. 


We do know that a great many dealers and wholesalers are using these 
pages for learning about the products they sell, or could be selling. We 
wouldn’t be in business if this wasn’t true. 


But what about you? Are you using this simple, but very effective way 
to become a better salesman? Are you doing it on a regular, planned basis? 
Here is a chance for you to take that little extra step that will make a big 
difference in your selling abilities. Are you going to take it? 
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SNAP-CUT Shears will please all your customers. Home 
owners will like their smooth, powerful cutting action and 
many gardeners will actually be asking for SNAP-CUT 
Tools by name. Be sure you have these money-making tools 
in stock. 


Ask your jobber about this fast selling line...GRASS 
SHEARS, PRUNING SHEARS, HEDGE SHEARS, LOP- 
PING SHEARS, PRUNING SAWS, TREE TRIMMERS. 
And, ask your jobber about the SNAP-CUT local newspaper 
promotion program. 


© SEYMOUR SMITH & SON, INC., Oakville, Conn., U.S.A. 


Quality Tools Sales Representatives 

Tf alet-mE-1-18) JOHN H. GRAHAM & CO. INC. 
105 Duane St., New York 8, N. Y. 
Want more facts? Circle 104, p. 153 
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WASHINGTON 


NEWS 


BY WASHINGTON 





BUREAU OF HARDWARE 


Congress may get you bigger 
co-op advertising allowance 


A move is developing in Congress to over- 
ride a tax ruling which has caused cutbacks 
in many co-op advertising programs 

As yet, the move is still in the talking 
stage. But tax attorneys expect legislation 
to be introduced soon. 

The ruling, by the Internal Revenue Ser- 
vice, held that ad allowances paid merchants 
by manufacturers or wholesalers are subject 
in most cases to the excise tax. When 
achieved by rebates to the purchaser, they 
are part of the taxable cost of the item, 
IRS says. 

This is a reversal of previous rulings 
which held these payments to be “price ad- 
justments” and tax exempt. 

Treasury officials have refused to budge 
in the ruling. The only hope for relief is for 
Congress to pass legislation. 


P outlook 


If your co-op advertising allowances have 
fallen off, this is probably why. A flood of 
mail from dealers would speed action in 
Congress. Write, and encourage your sup- 
pliers to seek legislation if you want these 
programs restored. 


Federal Fair Trade bill up 
for first hearing next week 


Congressional interest in a new Fed- 
eral Fair Trade law is warming up. 

A proposal to replace state Fair Trade 
laws with a federal law will get its first 
test at public hearings before a House 
Commerce subcommittee March 16 to 20. 

Leading sponsor of the measure is Rep. 
Harris (D., Ark.), chairman of the par- 
ent Commerce Committee. His bill, H.R. 
1253, would permit a manufacturer, by 
notice to one distributor in a state, to en- 
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force minimum resale prices throughout a 
state. Sen. Hubert Humphrey (D., Minn.) 
has introduced a similar bill. 

Meanwhile, the U. S. Supreme Court has 
agreed to review a lower court decision 
which would permit a firm to refuse to sell 
goods to cut-price merchants in a non Fair 
Trade area. 


P outlook 

Rep. Harris’ Fair Trade proposal faces 
an uphill battle. It is opposed by the Jus- 
tice Department, Federal Trade Commis- 
sion, unions, farm groups. If you favor 
or oppose it, write to Rep. Harris now. 
Ask that your letter be included in the 
record, 


If you sell over state lines 
look out for bigger tax bill 


Higher tax bills are in store for many 
firms who sell in more than one state, in- 
cluding manufacturers, wholesalers and 
dealers. 

A recent U. S. Supreme Court decision 
upheld the right of states to tax income 
of out-of-state firms from sales made 
within their boundaries. Some 35 states 
have income tax laws, but not all have at- 
tempted to collect taxes from firms based 
in other states. 

Now, however, they have what amounts 
to an invitation from the high court to ex- 
pand their tax bases. 


P outlook 

This is definite: More states are expected 
to wmpose taxes on income of out-of-state 
firms. Because methods of determining 
what income is taxable vary widely among 
the states, many firms will find some of 
their wcome taxed more than once. 


AGE 





Outstanding Value : 








PIN-TUMBLER SECURITY 
... finest known 
to lockmaking 


Phosphor bronze springs, nickel- 
silver pin tumblers assure long, 
trouble-free service. 
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Padlocks 


Finest low-cost protection in the world! 
Contains exclusive protection features 
found only in higher priced Master 
Padlocks: brass cylinder pin-tumbler 
security, brass locking lever, coined brass 
keys, steel pilfering protector. Cadmium 
rustproofed throughout. Available keyed 
alike, or Master-keyed. Only Master 
know-how makes this outstanding pad- 
lock value possible. 
Order from your wholesaler. 


Jertised ii i ite. LOOK Saturd sy 4 : 
Veek, Time, Argosy, American Weel 
Outdoor Lif sports Afield, Popular Mechar ' 


Farm Journal, Boys Life. An 


Master Jock Company, Milwaukee 45, Wis. ¢ Wolds Largest Padlock Mosupaciinenrs 


Want more facts? Circle 105, p. 153 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


‘59 booms 
along +. 1959 is off to a flying start, at the retail level. . . . Department 
store sales were up about 9 percent in the first two months, the 
Federal Reserve Board reports. More important, all Federal Re- 
serve districts showed gains, despite tough weather in some areas. 
An early Easter lured consumers into stores, put them in a buying 
mood. Early lawn and garden merchandise promotions should 
have paid off in hardware stores. . . . Personal income was at 
a yearly rate of $362.3 billion in January, the Commerce Dept. 
reported, against $348.8 billion in January 1958. More money 
went into pay envelopes, also into pockets of business and profes- 
sional men and farmers. ... Building activity was up in January, 
Depts. of Commerce and Labor reported. That means bigger mar- 
ket now for builders’ hardware, and for housewares and mainte- 
nance lines later on. In January, against January a year ago, pri- 
vate construction was up 8 percent, public construction up 15 
percent, total new construction up 10 percent. 


second quarter 


looks good ae Here’s a look on what’s ahead. Second quarter prospects are bright, 
for more sales, more profits, stable prices. That’s what 1542 re- 
tailers, wholesalers, manufacturers told Dun’s Review & Modern 
Industry. Here is the overall forecast for the second quarter, 
against the same 1958 period. Profits: 58 percent expect a gain, 38 
percent hope to stay even. Sales: 77 percent expect a gain, 20 
percent foresee no change, 3 percent expect a drop. Prices: 70 
percent think there will be no change, 27 percent think prices will 
rise. Retailers follow the general pattern about the second quarter. 
Wholesalers were a bit more optimistic about a sales gain, not 
quite so optimistic on profits than retailers. 


new index on 


industrial sales - « « Men who sell industrial hardware have a new way to gauge prog- 


ress. A monthly composite report on sales, accounts receivable, in- 
ventory has been started by the National Industrial Distributors’ 
Assn. First report, for January, shows overall picture of sales 
up 4.2 percent over January 1958; accounts receivable up 6.8 per- 
cent over Dec. 31; inventory down 2.8 percent over Dec. 31. 


... turn to p. 230 for more news of How’s the Hardware Business 
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Famous 


Quality and Performance for 1959 


® New Complete Line 
| ROTARY | reamed 
= ® New Features 


® New Low Prices 


619-8-TR* 3 HP 
619-8 3 HP PINCOR Die-Cast Aluminum 
619-BS-TR* HP B 


619-BS 22 HP B Aluminum 


622-8 3 HP 
622-BS-TR* HP B 


Aluminum 


Aluminum 


921-8-TR* as 
921-8 21” 3 HP Steel 


SP-921-8TR® | 2!” Self-Prop. 3 HP PINCOR Stamped Steel 


SP-921-8 21” Self-Prop. 3 HP PINCOR Stamped Steel 


$P-925-9TR* | 27> Self-Prop. 3% HP PINCOR | Stamped Stee! 


SP-925-9 25" Self-Prop. 3% HP PINCOR | Stamped Stee! 


P-925-9TR* 25” HP 
P 


! 
817-E 17” Elec. Rotary 1% HP, 8 AMP Die-Cast Aluminum 


5518-BR 18” Reel 2HPB&S Steel 
5521-BR 21” Reel 2HPB&S Steel 


All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 


*TR—Designates ‘Touch and Go'', one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 

newest improvements for 1959. They offer you the lowest 

prices and highest profits ever: New powerful Pincor engines 

with increased Horsepower: New cutting height adjustment is 

revolutionary; the new touch and go, 1 knob handle control is 

so easy for everyone to operate. Look for Pincor for 1959— 
| | Get the facts—write, wire or phone for full information. 


Sige Ahead |, (2ETITA 
—_ in 3959 


‘eat Cel moh sm od LO], | -3 3. Bed a, Fe) fee ge]. mete] i fe]. 7- Bale). 
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Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines + Electric Generating Plants 
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MERCHANDISING 


newsletier 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Boom in outboard motors gaining strength. Outboard experts say 
dollar sales rose 24 percent last year. Continued rise seen for 1959, 
15 percent or more. Favorable production increases allowing some manu- 
facturers to drop ‘59 retail prices. Should add sales incentive. Trade- 
ins a big factor. Up to half of all new sales this year will include 
trades. Life of outboards ranges up to 10 years, making repairs, resale 
of used motors a stable and profitable business. With a $95 to $1000 
retail price selection covering every market demand growing, and 
profitable trading possible, dealers would be wise to investigate local 
potential. Check wholesalers. Find out how other dealers have fared. 
Don't miss your share of this skyrocketing market. 






































Want a Shopping center location? There'll be 900 of them built this 
year. That's what Redbook magazine reports, with 600 more constructed 
last year, bringing total to 2800. 














Phony pricing is still a hot subject with consumers and retailers. Lots of 
work has gone into cleaning up pricing practices. But there still is lots of 
phony pricing going on. Look out for bait advertising to flourish this spring. 
New York City Better Business Bureau last year had a 10 percent jump in com- 
plaints on pricing. One out of three complaints issued by Federal Trade Commis- 
Sion last year had something to do with fictitious pricing. There is a bright 
Side, however. In one major city advertising on power mowers by department 
stores has been cleaned up. Price comparisons have been dropped; mowers now 
carry a straight price tag. New York City BBB reports "most stores make a con- 
scientious effort to adhere to the spirit as well as the letter of the Stand- 
ards" set up by the BBB Jan. 1 and unanimously approved by 41 of the biggest 
retailers. Consumers now are getting some blame for phony pricing practices, by 
being eager-beaver bargain conscious and believing phony comparative prices. 
Blame also is centering on newspapers, radio and television stations for accept- 
ing phony price comparisons in ads and commercials. If there are phony pricing 


practices in your area go after the newspapers and television stations. (See 
HA, Jan. 29 issue, p. 33.) 
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all 


the eye-opening styles in Wallace Stainless 


Even a fast look at any line-up of Wallace Stainless more in stainless? Certainly, not customers! They've 


patterns shows you they're the newest, most exciting 
patterns in the business! By a “‘line-up,’’ we don't 
mean a mere handful, either. Wallace Stainless comes 
in 31 different patterns in 6 different price lines... 
every one a shining example of fine design, superb 
craftsmanship and great durability. Who could ask for 


been buying Wallace Stainless, and will keep on buying 
it at the same record-breaking clip because they see 
the difference, too. It’s the finest stainless made. 

For further information, see your local Wallace dis- 
tributor, or write to Dept. WH, Wallace Silversmiths, 
Wallingford, Connecticut. 





WALLACE! |STAINLESS 











The greatest name in American tableware 


Se 


FALLING LEAVES tsp 


ih eee 
» .29 


en 


Snr ee een 


LANCER tsp. .12 


WALLACE STAINLESS —A DIVISION OF -WALLACE SILVERSMITHS. AT WALLINGFORD, ‘CONNECTICUT . . . SINCE 1835. 


Want more facts? Circle 107, p. 153 
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OLYMP! 


Announcing 
The All-New F’ump...by Myers 


Designed for YOU, the Pump Dealer 
Leadership Performance 
Advanced Engineering 


Full Value Pricing 
Tailored Selection - R E = 
Complete, 


HCM MEDALIST 
Convertible two-stage, Y2 to 1% H.P. 
HC CHALLENGER 
Convertible single-stage, Ys to 1 H.P. 
aaesaiaaiaaial Sales Program 
Shallow or Deep Well Ys and 2 H.P. 
PUMP-TANK UNITS For More 


Shallow and Deep Well, Epoxy Pressure Tanks z 
Profit 


Practical Packaged 


Want more facts? Circle 108, p. 153 
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Here’s the most practical and complete business building plan in the 

pump industry. Made for you, the pump dealer. Over 20 FREE profit 

makers—cut-away pump poster, floor and counter display with every 

pump, full color mailers, truck and window decals, metal sign, news- 

paper mats and many others. PLUS Free Product Training for you and 
your personnel. On completion of training, you will re- 
ceive an attractive “Authorized Myers Dealer Plaque” 
personalized with your firm’s name. 


The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


Want more facts? Circle 108, p. 153 
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Concerning the “cost plus deals” 
so much in trade news these days 


One in a series 


JOE LASKY, widely known as an authority on the distribution 
of home furnishings, has agreed to permit Revere to present 
a series of his observations of today’s housewares distribution 
picture. No armchair theoretician, Joe's files bulge with some 
6,000 idea cards built up through many years of ‘shoe leather”’ 
surveying of distributors and retailers during his career with 
Fairchild Publications. 


We know you will appreciate them, and invite your request 
for reprints. 


What’s wrong with a 
Wholesaler making a profit? 


- don’t his many services 
rate it? 


* don’t you expect to make a healthy 
profit on items he supplies? 


I, happened in the buying office of a big, multiple-store 


operation, visited during one of my regular ‘shoe leather 
merchandising fact-finding explorations.’ 


Seems that this merchant was switching from direct 
buying to wholesalers for the following good reasons: 
e « « Savings On inventory warehousing 


e « « Savings on non-selling warehouse 
personnel 


savings On insurance and trucking 


savings in reduction of item pilferage 
from warehouses 


PLUS these benefits .. . 


more items for his expanding housewares 
section 

keeping more capital fluid, instead of 

in inventories 


e e e increased turnover frequency 


All this sounded like mighty healthy reasoning and 
good merchandising. 


- don’t profits help build 


lasting resource relationships? 


* can any deal be good, when only 
ONE party benefits? 


BUT . . . this same buyer was also putting the pressure 
on wholesalers for ruinous ‘‘cost plus’ deals, which 
didn’t even begin to pay all wholesaling expenses. 
Certainly there wasn’t a ghost of a profit in it; except 
for the retailer! 


It looks like this gent and others (mostly in a few big 
cities) are building trouble for themselves. In many ways, 
some of which may show up sooner than they expect! 


To date, these tactics have put a few wholesalers on 
the rocks. How long will it be before other good whole- 
salers simply refuse to do business this way? When this 


happens most top suppliers will cheer and back up the 
wholesalers, of course. 


WHAT’S WRONG WITH GIVING A FAIR 
PROFIT TO THE WHOLESALER WHO HELPS 
YOU BUILD A PROFITABLE BUSINESS? 


There's no such thing as a ‘‘good deal’ when only one 


party benefits. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York e Clinton, Illinois e¢ Riverside, Calif. 


Want more facts? Circle 109, p. 153 A 
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PYREX WARE 
SS MATAR 


FOR MAY-JUNE 1959 





New Spring 
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Vake MORE MONEY On 
promote nationally 


HERE 

ARE YOUR 
PYREX 
SPRING GIFTS 


A. 


New Cinderella Divided Casserole 
Retail Price $5.95 


New Party-Time Deluxe Carafe 
Retail Price $9.95 


Cc. 


Cinderella New Buffet Twins 
Retail Price $6.95 


New Cinderella Twin Server Set 
Retail Price $4.95 


New Cinderella Snack 'n’ Dip Set 
Retail Price $3.95 


Over 15 million of your customers will see these PYREX Spring Gifts in May BETTER HOMES & 
GARDENS, June GOOD HOUSEKEEPING, June LADIES’ HOME JOURNAL. FULL PAGE — FULL 
COLOR. To meet the demand for these new PYREX gifts, keep stocks full. 


PYREX WYZA IR? [= “Today's look for today’s cook’... and for profitable tomorrows 





Brides’ and Mother's Day gifts! 


advertised PYREX WARE 


HERE’S YOUR FREE DISPLAY KIT 





Use PYREX Ware’s free salesmaking display kit to keynote your Housewares window this Spring. 
Kit consists of colorful product toppers (packed one with every item), decorative 96” x 26” party foil, 
and bright, eye-capturing 22” x 34” banner. Use shimmering foil to reflect light; display banner 
prominently to make vour store a PYREX Gift Center for June Brides. 


- ¥ A an v4 
ae ‘ + 
a Se 


5 = 
——— Fa ps ae 


a a y 


How to get your PYREX 
Display Kit...FREE 


Order the following assortment from your PYREX Distributor 





Item No. Description 
P Per Case Each | Case 
mi 








59-M | _ PYREX Cinderella Snack and Dip Set | $3.95 $15.80 
472-M PYREX Cinderella Twin Server Set 4.95 9.90 
963-CW PYREX Cinderella Divided Casserole | 5.95 11.90 
473-M PYREX Cinderella New Buffet Twins _| 6.95 
5802 PYREX Honeymoon Server—2 Cup 1.19 
5804 PYREX Honeymoon Server—4 Cup 2 1.49 
| CD-59 SPRING GIFT DISPLAY KIT 


















































TOTAL RETAIL VALUE 





PYREX WARE 
FOOTS HALF THE BILL 


ON FIXTURES THAT SELL 


Hit a new high in PYREX Ware 
sales all year ‘round — other 
stores have! These fixtures have 
been successfully pre-tested in 
stores just like yours. And 
PYREX Ware splits the cost with 
you... 50-50! 


FLUORESCENT 
LIGHTED 
POWERHOUSE 

.» + for the full-line store. Exciting, 
colorful way to create impulse sales. 
5’ x 10°. $500 valve, yours for just 


$250 with 75-case purchase. Order 
No. PH-400. 


Sales Builder Fluorescent Lighted Profit Buiider 


. « « for smaller stores. Profitable .». sells from all four sides. increases take- 
little giant just 48" high, 32” wide, 23° withs, upgrades your store. 54” high x 90" long. Lights 
deep. Worth $30, dealer cost only are behind plastic panels. $250 valve, just $125 
$15, with 10-case order. Order No. with 50-case order. Order No. PB-300. 

$B8- 100. 


See your PYREX Ware distributor 
for the right fixture for your store ...or write to: 


Want more facts? Circle 110, p. 153 
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Senior Sales Buiider 


. +. for medium-sized stores. W alk- 
around display takes little space. 48” 
high x 46” wide x 48” deep. $60 
value, yours for $30 with 25-case 
purchase. Order No. SSB-200. 


Cc. J. EYGABROAT 
Consumer Products Division 
Corning Glass Works 
Corning, New York 














“a 


HARDWARE WEEK 


APRIL 23 THRU MAY @2 y 


WALL MOUNTS ATTACHES TO 
SEPARATELY, CAN OPENER 
OR WALL BRACKET 








cn by ™ 
ee 


FREE COUNTER DISPLAY 
FREE WINDOW BANNER —- 
FREE AD MATS ” top 


Order the No. 66 Deal now. Includes 6 No. 307WM, white enamel 
Magnetic Can Openers, and 6 No. 107 Magnetic Bottle Openers 
Total retail value $17.88, less regular discounts. 


site pi a 
a FIRST IN SALES SwinG:A-WaAY FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO. « 4100 BECK AVE. « ST. LOUIS 16, MO 
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New! FOUL WEATHER 
PROFIT MAKERS 


New Dial Thermometer 


Assortment makes Good Profit 


rom small display space 
f P J p THERMOMETERS 
A big hit at the Housewares Show ... me \ , NEW IDEA IN THERMOMETER 


window models .. . indoor wall 
models ...all in modern design and 
popular colors, 4° x 4” with big, 
easy-to-read figures... all fine Taylor 
quality at popular prices. They’re 
blister-packed, on self-selling dis- 





play cards... “naturals” for impulse 
sales. Order #5159 Dial ““THERMO- 
PAK” Assortment from your whole- 
saler. Taylor Instrument Companies, 


Rochester, N. Y., or Toronto, Ont. e 


Window Thermometers 
Deluxe model in striking 
red and black weather- 
proof Plexiglas case; 
decorative, simulated 
wrought iron bracket. 
Range minus 60° to 
120°F. * 5345, $2.88. 
With adjustable, rust- 
proof aluminum bracket; 
in black and white, Self-serve display measures just 18" x 8'' x 21'\"' high, stands or hangs. 
* 5343; in two-tone 
green, * 5344, each 


$1.98 list. No. 5159 DIAL “THERMO-PAK” ASSORTMENT 


2 No. 5133 Wall Thermometers $1.98 each 
indoor 2 No. 5134 Wall Thermometers -++ 1.98 each 
Wall Thermometers 5 No. 5343 Window Thermometers «+. 1.98 each 
Keyhole hanger plate. 5 No. 5344 Window Thermometers sovccoecoess 2SOB CR 
Range 20° to 120°F. 3 No. 5345 Deluxe Window Thermometers............. 2.88 each 


Light gray and yellow uae : 
. “Sa One Wire R -S > 
#5133. Soft beige and ce Rack Self-Serve Display 


brown, * 5134. Each RETAIL VALUE $36.36 
$1.98 list. 
DEALER COST _21.80 


Each packed 6 per carton. FULL 40% PROFIT $14.56 


aylor [nslruments MEAN ACCURACY FIRST 


Want more facts? Circle 112, p. 153 
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Worthington 
€ = 











“datings”?(C 
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The Worthington dating plan enables you to stock numerous items 
of seasonable merchandise on extended payment terms. 














Consequently, it permits you to carry larger inventories with smaller 
capital investment. 


Datings speed your turnover . . . add to your operating profits. 


If you are a Worthington customer and are not taking full advantage 
of our dating plan, ask your Worthington salesman about it right away. Or, 
if you are not presently dealing with Worthington, we will be happy to out- 
line how “‘datings’”’ will help you sell more merchandise at greater profit. 


Mr. Pekoe, general credit man- 
ager, is a 40-year Worthington 
veteran, having joined the company 
in 1919 after World War I service. 
Prior to appointment to his present 
position in 1947, he was successively 
supervisor of accounts receivable, 
Northern Ohio division credit man- 
ager and industrial credit manager. 


Frank J. Pekoe 








THE GEO. WORTHINGTON CO. 


CLEVELAND 1, OHLO 


Want more facts? Circle 113, p. 153 A 
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(You get what you pay 


The most profitable 
cotton cord you can sell. 


LONGEST WEARING SASH CORD MADE ‘MR © Be cawyra, 
| a + Guaranteed by % 
Good Housekeeping 


” / ‘ . 
| a i . 
BAGGED and TAGGED | PSemene 


POLYETHYLENE bag keeps cord clean, 
makes attractive counter display. 


| 1AG tells how to replace sash cord. 


. EXCELLENT FOR 


Clothes line 


Household cord 





Many uses 


indoors and out. 





ALWAYS SPECIFY Samoon BRANDS 


















for and more 


® 


all-purpose 


SASH CORD | 
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Guaranteed ey. 
BALANCED CONSTRUCTION... RAY EXC) 


| Good Housekeeping 

#0r 45 anyeansen WES 
(each strand has the same number 

of threads, same quality, same size 


as every other strand)for... 


@ CUSTOMER SATISFACTION 


@ GREATER DURABILITY 


Only from 
SAMSON do you get all this 


a 
: SAMSON = 
-@ Modern Packaging . 


CORDAGE WORKS 4 
@ Most durable cords BOSTON 10, MASS. 
@ Colorful consumer advertising — a 
@ Guaranteed Balanced Construction 


a @ 
Sa &. 
= 9d j 
be io ieee . Z ” 
i hae ° : 
Bes Cy , 
i ee OF. - 


@ Point of Purchase displays and tags 

















MARK II 
the CANARAMIC 


Automatic Can Opener 


Crisp, modern styling! Sparkling, kitchen 
fashioned yellow, pink, red, white or tur- 
quoise with chrome or copper trim or all 
chrome! One look at this Dazey beauty 
tells you it’s a seller. And one turn of the 






- o 
—> | it’s a 
« 7s | a _ 


handle confirms it. Automatic, single- 
action operation opens any shape can 
with ease. With magnetic lid lifter and 
grease-sealed cutting wheel that never 
leaves a ragged edge. From $6.95 retail. 


Be sure 





All Dazey products are guaranteed in writing, free of defects in workmanship and material. | MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
Want more facts? Circle 115, p. 153 
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SELLING-—and FAST! 


cr 
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* Guaranteed by 
Good Housekeeping 
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Now, TWO Bidfid Ku Koom ironing 
tables in ONE...(1) tapered table for 
ironing clothes, and (2) “‘squared-off”’ 
table for ironing flatwork! 


It happened when Rid-Jid first introduced an adjustable 
height table. It happened when Rid-Jid introduced 
Knee Room design. And now it’s happening again with 
Rid-Jid’s newest exclusive—the SpredWing design: 


Women are recognizing this feature as a 
most welcome problem-solver...and they’re 
taking Rid-Jid SpredWing ironing tables 
off sales floors at a record pace! 


Cash in now with fast sales of this most wanted ironing 
table in your store ...it’s value-priced for your cus- 
tomers, yet you get your regular profit margin. 


Now only $1 625 


(higher in Canada) 


Pad & Cover set, regularly $4.98, now only $3.00 when 
purchased with SpredWing table. (Packed with table for 
your convenience.) 


Ridfid SprevWine 


ae =~ 





Cash in now on new Ridiid ‘SPREDWING 










——— a ee ee — 
. 
‘ 


Just turn handle... 
... table “spreads wings” for 
ideal flatwork ironing surface! 


Patents 
applied for 


SpreDWins 








Just Introduced 
SpREDWING Adjustable Table 


@ Sturdy chrome legs 

@ 12 height adjustments 
® Non-slip rubber feet 

@ Finger-tip control 

@ Open mesh top 


only $4 395 


Model No. 2 






Pad and cover only $3.00 
when purchased with table. 









THE J. R. CLARK COMPANY 
Spring Park, Minn. * Reading, Pa. 


For over 80 years creators of convenience in quality household products 


Want more facts? Circle 116, p. 153 
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ANCHORGLASS MILK-WHITE 
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. 
wW500/54 
2 pc. Bowl and Plate Set. One 
13” cake plate and one 912” 
bowl, packed in a gift carton. 
6 sets to a shipping carton. 
Wt. 29 Ibs. Set retails for 
about $1.50. 


7 Ke , 
ee 


wW500/55 
7 pc. Water Set. One 72-0z. pitcher and 
six 9 oz. tumblers, packed in a gift carton. 
6 sets to a shipping carton. Wt. 43 Ibs. Set 
retails for about $2.20. 


> 
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SEIS IN GIFT CARTONS | 


Order these 
(vo. @ gag =best-sellers now 
ee for Mother’s Day 


Pe. | 


SN 


These fast-moving sets are just what you 
need to put a plus in your profits this 
W500/56 spring. Their attractive appearance and 
8 pc. Dessert Set. Four 814" salad attractive gift cartons make them a 
plates and four 5'4 oz. sherbets, , , : : ; 
packed in a gift carton. 6 sets to high-impulse item, especially for Mother’s 
te a sony pa gaia a : <a Day — the second biggest gift occasion 


in the year. 


To help you sell these handsome, low- 
cost Milk-White sets, illustrated catalog 
sheets, point-of-sale banners, newspaper 
mats and glossy photos are available 
— free of charge. Show this ad to your 
wholesale distributor; have him place 
his order now for Mother’s Day selling. 


W500/57 


9 pe. Party Set. One 13” cake 
plate and eight 8%” salad 





plates, packed in a gift carton. ea Anchorglass Milk-White sets are also AP, 


4 sets to a shipping carton. Wt. W500/58 
49 Ibs. Set retails for about $3.20. 


16 pe. Dessert Set. Eight 8'4" salad plates and 
eight 5'4 oz. sherbets, packed in a gift carton. 
6 sets to a shipping carton. Wt. 53 Ibs. Set 
retails for about $4.40. 

W500/59 
7 pe. Water Set. One 72 oz. pitcher and six 
12 oz. footed goblets, packed in a gift carton. 
6 sets to a shipping carton. Wt. 47 Ibs. Set 
retails for about $3.00. 

W500/60 
9 pc. Dessert Set. One 912" bowl and eight 
5'4 oz. sherbets, packed in a gift carton. 4 sets 
to a shipping carton. Wt. 27 Ibs. Set retails 
for about $3.00. 


All Milk-White items in this ad also 


available in open stock = 


Now...more than ever... 


ANCHORGLASS 


makes you money... makes you friends 











ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 


Want more facts? Circle 117, p. 153 
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(¥ Here's why you should carry 


Stainless Steel ,, 


Fused Forever 
if 
Aluminum! 


“Easy-lron"’ 
Steam & Dry Iron 
Gives homemakers features re- 
quested in consumer survey. Two 
irons in one. Switch from steam 
to dry. Extra-large reservoir. 
Model 482, $17.95*. 


“Easy-Cleaning’’ Iimmersible Automatic 
Stainless Steel Automatic Fry Pan Aluminum Fry Pans 
Stainless steel fused forever to aluminum! Built-in precision temperature con- 
Completely immersible. “52-X" element. trol. Cooking guide. Immersible to Featherweight" 
* rT) . ” ; ; ‘ . s Nn Automatic Iron 
Model 8C1, $21.95*. In “Permanent-Mold insignia. Two sizes: 11” Model 8A1, 


Only 2 Ibs. 1 oz.—yet it does fam- 
* ” 
aluminum Model 8D1, $14.95*. Removabie $19.95*, 12” Model 8B1, $24.95* y-size ironing easier, taster. Per- 


Heat Control, $7.50*. Cover, $4.00* Covers, $3.50* and $4.50*. fect balance. Model 4A4, $11.95*. 


*K ALL THESE TOP SELLING 
FEATURES ARE ON EVERY 
TOASTMASTER TOASTER! 











Compact Automatic 2-Slice Toaster 


Full-size performance in 40% /ess space! 
Gleaming chrome. Cool brown Bakelite 
handies. Model 1821, $17.95*. 


“Golden-Slice” Automatic 2-Slice Toaster — NOW-—-AS ALWAYS-—-AMERICA'S 
Most popular toaster in the country! Fully automatic FAVORITE TOASTERS! 


—just drop bread in and press handle down. Toast is 
perfect every time! Smart styling. Rich black and Unequalled performance—unmatched acceptance 


gold trim. Model 1B24, $19.95*. — wider selection 


& 
fn 
MR 
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the TOASTMASTER line in 1959! 


* PRODUCTS... Toastmaster Homewares give you a full 
line of small electric appliances under one name—each item 
loaded with sales-clinching “‘exclusives’’! We call them Home- 
wares because they were created for today’s homemaker to 
give her more leisure time at home! So sell Toastmaster 
Homewares! 


QUALITY . .. A Toastmaster tradition for over 30 years. 

“Star-Mix" 2-Speed Blender Toastmaster Homewares are made better... they’re worth 
with self-selling feature story. Star- “Cup-A-Minute" Coffee Maker , ‘ ! 
shaped for faster, smoother blending. Perking starts in 20 seconds. Delivers more... you can sell them for more! And they slay sold: 


2 speeds to do every blending job. 3 to 10 cups at a cup a minute! You cut complaints and profit-robbing repairs when you sell 
Model 10A1, $34.95*. Model 501, $29.95*. % 1 
Toastmaster Homewares! 


*k CONSUMER ACCEPTANCE... Nationally-advertised 

Toastmaster Homewares will be pre-sold again in ’59 in the 

leading consumer magazines, as they have been for over 30 

| years. This advertising, plus millions of satisfied users, creates 

: : the tremendous consumer acceptance that makes it easier to 


er cag sell Toastmaster Homewares! 
De Luxe Home Hair Cutting Set “Double-Duty" Grill & Waffle Baker 
12-piece set—everything to sell “a perfect 4 plate-size waffles at once. Doubles as 


job.” Model 13A1-12S, $17.95*. a grill. Model 2D3, $34.95*. 
Other sets from $10.95*. Waffle Baker, Model 2D2, $21.95*. * LOCAL CO-OP ADVERTISING book controlled plan 
to help you bring pre-sold Toastmaster customers to your 
store. See your Toastmaster distributor for details. 





* PROMOTIONS... There’s a Toastmaster promotion 


designed to help you build your sales during every major 
selling season! As an active dealer you qualify for free mer- 


Exclusive Superflex Timer, Exclusive Toast Control Dial Push-button crumb tray at chandising kits, tie-in ads, displays. 
for perfect toast—toasts fast for exact shade you prefer— bottom is hinged for easy- 


when cold, faster when hot! light. dark or in between! cleaning convenience! 




















Send for Your FREE 
“VALUE DAYS PROMOTIONAL KIT"! 





Here’s a promotion you can 
put to work Right Away! The 
‘‘Value Days Store Promo- 
tional Kit” has everything 
you need to stage a traffic and 
volume-building “VALUE- 
DAYS” event—big, colorful 
; ; —. banners for windows, walls, 
“Selden-Gice" Powermatic “Golden-Slice Triplette” ~ wires and counters; VALUE 
2-Slice Toaster Powermatic Toaster . 3 DAYS price cards for point- 
The exciting way to make toast! The Family toaster—toasts 3 slices 1 
Lowers the bread, toasts it fast, at once! Famous Toastmaster of-purchase display. 
aaa 8 eenane. oe It's yours FRE E for the asking. Contact your distributor, or tear 
? out this part of the ad and mail to: Advertising Department, 
TOASTMASTER DIVISION, MeGraw-Edison Co., Elgin, Il. 











HA-39 


i: -—TOASTMASTER’ 


Automatic Toaster rs ‘ ¢ yj ; 
Toasts 1, 2 or 3 slices at one time! St f bal 2 WUWUS 
All the features of the automatic UU ; MN o ‘ UC Ls 

f 








toaster line. 
Model 1C5, $29.95*. 


TOASTMASTER' is a registered trademark o 


McGraw-Edison Company, Elgin, I!.. and Oakville, Ont. @ 





* Guaranteed by ” TOASTMASTER DIVISION 
Good Housekeeping McGRAW-EDISON COMPANY 


45 aoveatisto 





* Prices shown are suggested retail prices. 
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| n AC KIT 
lets customers re-web chairs 
without waste 





a 1 kit repairs a chair 
2 kits re-web an entire chair 
aa a 4 kits re-web an entire chaise 


Customers mix or match colors without buying un- parent bags with display cards attached. Bags con- 
necessary vardage. And you sell ‘em right out of tain 1S metal screws and washers as well as how-to- 
this eye-catching carton with no time lost in measur- do-it instructions. 30 rolls to the carton. Standard 
ing, trimming or wrapping. assortment: green, yellow, red, white. Pastel pack: 
6 yds. rolls of AiR-LITE Saran Webbing woven ot pink, turquoise, black, white. 2'4” wide herringbone 
Firestone Velon are individually packed in trans- weave. Write for details. 


ONE SOURCE PROVIDES ALL THESE SALES LEADERS 


AIR-LITE a 


Screening Outdoor Furniture 
. Cloth woven of 


Sell the nation’s most i a ~ > » 
wanted Screening off a | ee Firestone econ) 
this space-saving rack. Peepers ». ee 

Only $11.95 with 6 k Gia . This sale-making Dis- 
roll purchase. : aiid rn play Rack Free with 3 
$/6 BONUS: You get | roll order. 
a SO ft. roll of ArtrR- : “ | 

Lire Fiberglas Free 
with order. Retails 
for almost $16. 








44> 


ier j . ; i a we ; ont lt 

OLD CHAIRS . me AN ern 1°) | ~6AIR-LITE 
— —) Saran AIR-LITE ‘i ja ' é ea “neni 
ro A\it DwWohhi a aaa -_ it~ |: es, , Furniture 
PAIRED Webbing, Chair Webbing _——n | | ‘ ss 
oe 7 | — F : Cloth Kits 


in 


woven of ba 
Firestone )cZx)" i | Each kit re-covers 
one deck or beach 
chair. Display 
stand holds 24 
kits. Free 
with order. 


Display rack stores. 
sells, dispenses. Free 
with 4 roll order. 





Plastic Woven Products Ine. 


prominently. It's the line 51 Camden Street, Paterson, N. J. 
*tm OCF Corp of least sales-resistance. Weavers of AIR-LITE Products 


Feature AtR-LITE products 


@ Firestone See your wholesaler or 


Section Co. salle dae Sales representatives: John H. Graham Co., Inc 
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PRICED FORVOLU ME! 


Here are the brushes, the displays and the 
special prices you need to move more 
brushes across your counters...for more 
profitable volume. 











CAR< HOME * 


GS we 
gO 2 





No. 5712 SPINNING-SUDSING CAR & HOME WASHER 
In colorful display box! The brush of a dozen uses, 
already set-up to sell in its eye-catching display. With 
spinning head, sudser and handy shut-off valve. Packed 
half dozen to display shipper; handles included. Ship- 


ping weight: 18 Ibs. per dozen. $6.95 weer 498 





Special for Hardware Week 


No. 5637 SPINNING CAR & HOME WASHER Spinning 

head; handy shut-off valve. Comes in display shipper. 

OT TT Regular $4.49 retail. Special for Hardware Week $2.98. 
Good Nececkeering “STANDARD” CAR & HOME WASHER Handy shut-oft 
Ras sorans9 7 valve. Comes in display shipper. Regular $2.39 retail. 
Special for Hardware Week $1.98. 


NO. 5657 Pe - NO. 5664S 
ALL-PLASTIC ae - VEGETABLE & 
SCRUB BRUSH Bk : - HAND BRUSH 
All plastic—lasts longer, eit _ TWO-FOR-ONE SALE! 
sells faster. White bris- rks -. Double value, double 
tles, polystyrene block. at j S - volume, double profits. 
Packed 1 dozen in dis- ae ’ 5 Lightweight, al! poly- 


play shipper, equally as- “ = | . ethylene vegetable and 
sorted red, turquoise, . nt \\ie Ga Ff _ hand brushes. Packed 


yellow. Shipping weight: eM : ra mE dozen. sets of 2 brushes 
3% Ibs. per dozen. ie A oe Shs, By sobanded together. Ship- 
Regular retail $1.00. Fes \\\\' 9" oiee , egg HSCé ing weight: 4% Ibs. per 


Special for 
Hardware ¢ 
Week 
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America’s Most Complete Line of Beautiful 
Meat Grinders and Food Choppers 


& ® 
rindg-U-Mat 
MEAT GRINDER and FOOD CHOPPER 


Out of the “cast-iron” past and into the prettiest of 

modern kitchens go these smartly styled, smoothly 
efficient Grind-O-Mats. 

Pictured from top to bottom: (A) Budget-priced 

Model 351-S. (B) New Model 354 with patented 

Magaloy hopper that keeps its brand-new lustre. 

(C) Deluxe Model 355, with extra large hopper 

and “finger lift’ hopper release. In gleaming 

white, choice of colors, all chrome or all copper. 


They’re the world’s easiest-to-use and easiest- 
to-sell meat grinders. Nationally advertised 
to send you ready-to-buy customers. 


FAST SELLING FEATURES 
Sa, 
Ong e 


New ring collar 
— positive seal 


( ' 


Suction feet 
") no clamps 


EXCLUSIVE! 


Finger - Lift 3 Ya = “Finger-Lift’’ 
— releases... 


.. hopper for 
€asy washing D 


j 
‘ 


Release 


ts * FUND oO, 
=” Guaranteed by 
_ Housekeeping 
~ 


or as AbvtaTistd ite 





NEW Grind-0-Matic. 


Portable ELECTRIC Grinder-Chopper ge 


Compact. “Automated” with heavy-duty power unit that IY» 


i> 
does all the work! Cat. No. 772 RSS 
Get in touch with your distributor or write... \ 


RIVAL MANUFACTURING CO., Kansas City 29, Mo. 
RIVAL MFG. CO. of Canada, Ltd., Montreal 
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In new 
LENGTHS 


and 
WIDTHS 


for 
greater sales 
than ever! 


NEW! 
JUNIOR 





48 rolls—4 patterns—3 colors 
Prepacked in colorful self-selling 
display carton plus back-up stock 
Also available in combination with 
wide 142° x 6’ rolls 


Available in these 4 popular embossed 









* 








MARGLO, inc. 


OFFICES: at WILLIAM ST. » ENGLEWOOD, N.J. 
FACTORY: NEW BRITAIN, CONN. 


| Self-Sticking Metalized “MYLAR” 
10) 1OLO) .9-V BON lems U-@ 22D 


SE ET 


SIZE oe Ea = 


a al 








3" «10'|- | 
79¢ AL, Aa 


36 rolls 4 

patterns -3 colors 

in the rack plus 

back-up stock 
prepacked in self-selling 
FREE metal display rack 








Glamorizes 
everything 
it touches 
in and out 
of the home! 








4 rolls 


4 patterns 3 colors 
prepacked in a colorful self-sel 
ing display carton for counter or: 
peg board. Also available in com ng display carton 























\ 
repacked in a { jlorful. self-sell 





bination with 24° x6 junior roll , boar 


Shelf Edging 
Kitchen Cabinets 
Refrigerators 
Door Kick Plates 
Mirrors 

Hampers 
Appliances 
Furniture 
Bicycles 
Lampshades 
Carriages 


patterns in metalized gold, chrome. and copper. 


Screens 
TV Sets 
Flower Boxes 
Radios 
Telephones 
Boats & 
Car interiors 
Mouldings 

.. and 
countless 
other items! 


MARGLO, INC. 
265 William St., Englewood, N. J. 


Please send free Trimbrite 
samples and price list. 


Write for 


FREE 
Samples and Name 
Illustrated a 


EE 


Price List City 





REPEAT OF 
LOO NULONAN 205d Otte 
PROVEN 
“FACTORY RUN” 
PROMOTION! 







Killarney 


= ‘ ae =< 
“es 


ae 


Westfield 


ehialaicis 
Solid Color 


Boontonware’s “Factory Run” promotions were 
sell-outs in ’57 and ’58! Now 3 ways bigger for 
’59, with the sensational new Patterns intro- 
duced in the fall, the elite of Boontonware’s Solid 
Colors, and the most-wanted Service Pieces! Sell 
dinnerware according to your customers’ pref- 
erences — either single 4-pe. place settings or 
16-pe. sets. The more they buy, the more they 
save, and the more you profit! And you make 
even more! It’s a proven fact that service piece 
sales go with place setting sales. Each such sale 
gives you 40% plus an extra bonus profit! A 
tried-and-proven promotion! 


BIGGER! 
SETTER! 


With Savings Up To 52% 


Pineland \ 8 


‘ 


slots seme lelile 
Q.95 
Reg. $20.80 
16-Pc. Patterns 
12.95 


Reg. $25.00 


Boonton Patrician Solid Color 


Single 4-pc. place setting .............. 2.79 
Four place SettingS ........ccccccccecseeeeeeceeeeeeceeenes 9.95 
Reg. $20.80 
Boontonware Patterns 
Single 4-pc. place setting .............. 3.79 
FOur place SettingS .........ccccccseceseceeeeeeeeneeeeeees 12.95 
Reg. $25.00 


Boontonware Service Pieces — A big traffic 

builder, giving you the regular 40% plus an extra bonus profit! 

A proven promotion backed by a complete merchana sing program! 
GUARANTEED AGAINST BREAKAGE 


Sent ware’ 


finest of all melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. 
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NEW—- FROM GENERAL ELECTRIC 


DECORATOR WALL PLATES 


that match your customer's color scheme 


Designed, priced, packaged 


d displayed t t 72 
and denayea co cesteo” GENERAL (7M ELECTRIC 


build big volume for you! 





NEW GENERAL ELECTRIC DECORATOR 


M-\ic-aeela-ei mi: <i-lilis MALU ab A) ee 





Your customer can make up different color combinations from the selection of attractive 
kit materials . . . including the popular clear-plastic wall plate that lets wallpaper or 


paint “show through” 


Customers choose either ivory or brown frames. Pack- 
aged with each frame are a clear plastic insert and a 
reversible metal insert that’s colored gold on one side, 


Under the clear plastic insert one can place a small 
piece of wallpaper, fabric or other material to match 
walls or drapes. OR: One can use the solid metal insert, 


silver on the other (two sets of inserts with double 


with either its gold or silver side showing. 
switch plates). 





Easy to install in minutes . . . complete instructions are illustrated on package. No wiring 
to do (unless switches and outlets are replaced). 











Bam 


| — 
|: | : 1: : 

J+ mie | + 
(os } ¥ bon 
jal EN 














OR | +R +) + Ca 


Plastic frame 






























































Screws Metal insert (used with Plastic frame Screws Clear plastic 
gold or silver side out, or insert 


painted to match walls) 


Swatch of 
wallpaper, fabric or 
other material 


Metal insert 
used as 
stiffener 


Install with just a screwdriver... Simply take old wall plates off .. . screw Decorator Wall Plates on. 





Popular-priced for big volume sales . . . only 49¢ (suggested retail) for single switch or 
outlet plate. Customers will want to install them all through the house. 





Attractive new G-E switches and outlets are included in the Decorator Series for profitable 


related sales. Sr 
OB oe © 
— NEW G-E 4-PLUG z 
PT) s OUTLET CONNECTS 
UP TO 4 LAMPS OR 
APPLIANCES IN 
ONE RECEPTACLE > 


» « » NEATLY! 


NEW G-E LIGHTED 
PUSHBUTTON A.C. 
SWITCH WORKS WITH 
THE LIGHT TOUCH OF . 
A FINGER, HAND OR 
ELBOW . . . BUILT-IN 
NEON LOCATOR LIGHT 
SHINES IN THE DARK! 





$1. (suggested retail) 39¢ (suggested retail) 








626 








WALL PLATES 


beautify wall switches and outlets... 





TO HELP YOU PROFIT MOST with volume sales of these high-potential new products... 


a 
i ‘ 
A,/ Dor OT = lor WA | | P] TE C 
- PLA an 


Here is the GE1010-0 
DECORATOR DISPLAY 
ASSORTMENT 


GE1010-0 Merchandise Assortment 


CGlor Scheme 








eer fAsSy P 
Outlet wall plate -— 5 brown — 15 ivory 'O INSTALL OVER Present Swittnas ae 
Single switch plate —- 10 brown — 20 ivory D OuTiErs 
Double switch plate — 5 brown — 5 ivory 


Lighted push- 
button switch 
4-plug outlet 


~10 single pole — 5 3-way 
— 10 brown -— 10 ivory 
Metal merchandiser comes to you with this 
assortment — at no extra cosf. 


SUGGESTED RETAIL VALUE $59.62 
OF THE MERCHANDISE — 





This convenient, sales-loaded 
package brings you a balanced 
assortment of the new G-E Dec- 
orator Wall Plates and two other 
Decorator Series items—the G-E 





Lighted Push-Button Switch and 
the G-E 4-Plug Outlet. The Mer- 
chandising fixture, included at no 
extra cost to you, presents the new 
items to best advantage, sparks 
related sales, and does an effec- 


tive, profitable selling job for you. 

The display is 30” wide (to fit 
standard counter shelving), 17” 
high, and 7” deep. It is highly 
versatile and can be used any- 
where in your store. Removable 
feet support it for free-standing 


display on shelf or counter. Small 
hooks fit standard slotted up- 
rights so that it may be integrated 
into your counter shelving. Also, 
the frame is designed so that it 
may be hung from regular peg- 
board hooks. 





Coordinated advertising and 
promotional materials increase 
your sales... 


Colorful consumer advertising, feature sheets, 
mats, envelope stuffers, and a strong publicity 
program, will bring new customers to your 
electrical counter — help you increase sales in 
the entire department. 








2. 
a z 
t —_ 
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Everything designed to create profitable new business for you! 


Through fresh new styling and “decorative flexibility”, 
General Electric Decorator Wall Plates arouse real 
interest. Their low cost and ease of installation encour- 
age your customers to do something about unattractive 
switches and outlets in their homes. 


Take advantage of these new widely-promoted products 
and this fresh new merchandising approach to stimulate 
sales in your entire electrical department. Order this 
GE1010-0 assortment today. General Electric Company, 
Wiring Device Department, Providence 7, R. I. 


Progress /s Our Most /mportant Product 


GENERAL &Q) ELECTRIC 














Sales and profits are zooming up... 
up...up with Ames Maid metal fur- 
niture. Quality and price combine to 
give Ames Maid that sky high sales 








curve. So for profits that pay, sales 
that sing — stock Ames Maid, talk 
Ames Maid and you'll be on the line 
that points only one way. Up! 


Ames also manufactures the famous line 
‘PARKERSBURG 


of Ames Aire casual furniture and Ames 


WEST VIRGINIA garden tools and shovels 





Permanent Showrooms 





Chicago 14-104 
Los Angeles 470 
Dallas 1420 
























How to sell more screening now! 


Use these merchandising aids to: 


— boost your sales of Cyclone Fiberglas Screening 


MVABERGLAS' 


es eee een a 
i ee el once ee 
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—alert your customers to the need for screening now | Ss= <== 


CYCLONE PRE-CUT FIBERGLAS SCREENING AND COLORFUL DISPLAYER 


This smart, eye-catching floor merchandiser makes more screening sales 
for you. It keeps Cyclone Fiberglas Screening out where your customers 
can see it; reminds them to buy screening now before the Spring rush. 
It saves you time, money, effort and space; makes your screen handling 
costs lower; increases your profits. The pre-cut packages are ready to hand 
your customers without any measuring, cutting or wrapping. The dis- 
player is available from your jobber, complete with 5 rolls each of 5 
screening widths — 26”, 28”, 30”, 32”, 36”; 2 rolls of each width in 78” 
length; 3 rolls of each width in 66” length. Refills are also readily available. 


USS and Cyclone are registered trademarks 








CYCLONE FIBERGLAS 
WALL DISPLAYER 


Hung in a prominent place in your 
store, this attractive wall banner takes 
up no selling area; calls your cus- 
tomers’ attention to the insect screen- 
ing; reminds them to replace, repair 
or build new screen now before they 
are needed for the first spring flies. 


Cyclone Fence Dept. 
American Steel & Wire 
Division of 


how to wa e 
meter ta new 
with 
CYCLONE 
FIBERGLAS 


CYCLONE FIBERGLAS 
MAILER AND GIVE-AWAY 


This informative little folder can be 
included in your monthly mailings. . . 
can be wrapped in packages .. . can 
be handed out in the store. It tells 
your customers why Cyclone Fiber- 
glas Screening is the best screening to 
use to repair old screens and gives 
complete information on installing 
Fiberglas Screening. 


United States Steel 
















Cyclone Fence Dept. 
American Steel & Wire 

Dept. EE-39, Rockefeller Bidg. 
Cleveland 13, Ohio 


Please send additional information on Cyclone 


eer ee ke Sr ene nen 
Address 


City Zone... State 


- 
| 

| 

| 

| 

| 

| 

| pre-cut Fibergias screening. 
| 

| 

| 

| 

| 

| 

i 


| 

| 

| 

| 

| 

| 

Company. _ 7 
| 

vail 


USS CYCLONE ‘RED TAG’’ HARDWARE PRODUCTS include: Bronze, Galvanized Steel and Aluminum Screening 


Lawn Fence and Flower Bed Border « Door Mats « Aluminum Rose Trellis « Hardware Cloth + Catch-All Baskets 
Want more facts? Circle 126, p. 153 A 
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There’s more than brass and steel in a hose 
coupling — the name “Sherman” adds assurance 

of dependable performance, unimpeachable 
quality, increased turnover, satisfied 


customers, and an honest profit. 


What better proof than fact: Sherman Hose 
Goods and Accessories outsell all others — 


that’s what's in the Sherman name! 


VU e PAC e RAC 
MERCHANDISER 


A complete hose goods 
department on one rack 


STOPS e SELLS e 
SATISFIES! 


Youll do better with [$ H[E RIM AN -OS years beat | 


write for 1959 catalog HS9 
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a 
.5 H. B. SHERMAN MANUFACTURING COMPANY 


, Battle Creek, Michigan 
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“The new Sabre-Jet line of Deluxe Convertible Jet Water Systems 
gives your customers plenty of water (to 2700 GPH), plenty of 
pressure (to 70 p.s.i.), positive self-priming at all depths (to 180 
feet). And all these sales packed features: Six models, smart tri-color 
styling, completely packaged units. All this, and more, at a price lower 
than you and your customers would expect. Write me, Fred Hout, 
at Barnes and I'll send you a free Sabre-Jet Merchandising Kit.” 


FRED B. HOUT 
President 
Barnes Manufacturing Co. 


BARNES 


BARNES MANUFACTURING CO. 
vaio MANSFIELD, OHIO 
Dept. E-39 











PUMPS*WATER SYSTEMS*SINGLE-CONTROL FAUCETS 














I. QUICK-LOK TILLER CLUTCH 4. HANDLE CONTROLS. Spring 
Lightly pres ti ingenious 2. DELUXKE RIDER BLADI LUTCH 4. QUICK-CHANGE HEIGHT AD- field was one of the first to ol 
nandie lever to engage separate safety clutch permits JUSTMENT. All four wheels on fer E-Z reach controls on 

ress again t release. No unit to be driven without Springfield walking mowers walking mowers. A widely 
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a Springfield have this simple positive ad 


justment 


blade rotating copied safety feature 


PTUTTTITITIT Te 





IGHT ADJUST FULL GEAR TRANSMISSION 8. DEPTH BAR. Here is the 
ech, flip your 5. EA TINE YI igfield Automotive type—3 speeds plest of all tilling depth cor 
9-A. No need vas first with ind lua re forward, one reverse on ride! trols. Easily adjusted 
or get olf movable t t ff or on model 359-A,. Iransmission, hinged to fold torward when 
in second wrencl differential, and reduction backing up 
gears all run in ou 


PPreeeseeeeeeeeeeeeeeeseeeeeeeeeeees 


eeeeeaeeoeoeoaeooeseeeeeeoee eee eeeeeeeeeeeeeeeoeoeoeeeeeeeee8 





D CLUTC! \ 10 JUSTABLE TRANSPORT ll. DRUM TYPE BRAWKE. Model 12. STAGGERI a 
] ! WHEELS. ( rre pre ure r S9-A rider ha tomotive eid W K I 
‘ [ { Dtained h ad t\ « Irum brake it’ e Ca t ed ' 
] ng Ww semb!] for ton fast stop efficienc NJ 
Ward or t kv 


Seeeeeeeeeseseeeeeseseeseeseeeeeeeeeese 
SOHHSSLESSSSSSSSSSSHESSEAEHSESESEOSES 
SCHOLES SEES EEEESEEEEEEEEEEE 
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16. SAFETY LO¢ 
CATCH. Floating 
bars of walkers 
(yuard to prevent 


15. ALL GEAR TRANSMISSION 
Compact geared transmission 
of rider model EC-59 gives 
you one forward speed, one 
reverse 


KNEE-ACTION SUSPENSION. 

luxe Rider front wheels are 
ndependently suspended like 
a car to reduce shock, smooth 
out Dumps 


14. ADJUSTABLE HANDLEBARS. 
Tiller handles move up or 
down to lessen operation fa- 


tigue. 2 positions. over’’ on slope 


| 
| 


NUS HORSEPOWER EN- 

All Springfield model $ 
have bonus power for nor 
operations. Check Shoetiiee: 
tions and compare. 


20. 4 WHEEL STABILITY. Wid 
wheels, low center of gravit 
for tip resistance On slopes 1s 
a Springheld rider charactet 


ISTIC 


18. WORM AND WORM WHEEL 
DRIVE. Tiller transmission runs 
in oil, handles heavy loads 
without heating. 


19. FLOATING HANDLES. Spring- 
field's econ omy rider has 
knuckle-guard handles adjust- 
able to any position 


eeeeeeeeeeeoeeoeeeeeeeeeeeeeeo 


21. COMBINATION BRAKE- 
CLUTCH PEDAL. Engage this in- 
genious Deluxe Rider featur 
half way for clutch actior 
all the way for brake actior 


oe 
ot 
|| | POW 
seeaden 


BARDEN ERUHME NIT 
asauue 
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Order direct from The Wood Shovel & Tool Co. 


wore?" Drop shipped, freight paid 
WBP 15 GARDEN .. . Billed through your mele hardware wholesaler. 
BARROW 
PROMOTION 


wooD 


WBP 15 PROMOTION GROUP: 


12 310RSP garden barrows. 20 ga., rolled 
edge, round nose tray, 10x 1.75 rubber 
tire wheel. 


SEMI-SET-UP 
PACKING 


PLUS (at N /C) 


3 deluxe wheels: Ball brg. 10 x 2.75 semi-pneumatic. 


Just mount tray and leg : ' 
brace to complete assembly. Replacement ... fit most all garden barrows. 





Cost, laid in (zone 1) 
(Zone 2— El Paso and 11 Western States: $89.57 del.) 


, 12 barrows with 10x 1.75 wheel @ $10.94. Total: 
... make over 41% on SELL $131.28; PLUS 3 deluxe replacement wheels @ $145.98 


Selling Price $4.90. Total: $14.70 








OR 9 barrows with 10x 1.75 wheel @ $10.94. Total: 
$98.46; 3 deluxe barrows with 10x 2.75 wheel @ $146 58 
SELL $13.60. Total: $40.80. PLUS 3 replacement 10x . 
1.75 wheels @ $2.44. Total: $7.32 








More selection, with less inventory... units, or 9 promotional and 3 deluxe 
and at more profit! That’s what every barrows... plus 3 replacement wheels 
merchandising-minded retailer looks _ to fit most any garden barrow. In one 
for! That’s what you get in Wood’s _ stock you have two price ranges, just 
WBP 15 Garden Barrow Group. Inone by switching wheels. And you clear 


stock you have either 12 promotional 41% ons.p. Obviously a good idea!* 
“Note: Tell us your jobber when you order direct. He handles billing. 
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GUARANTEED to stop 
your pump-pipe problems 


il See ie -g A ~~ i — i a a 








(salldlem |let. 


WARRANTY 


Jet is designed specifically for use as drop pipe with jet pur 
pipe in accordance with recommendations shown on th 

y, the Yardley Plastics Company will, if its “Golden J, 

rom date of installation, supply the following to thy 


A quantity of new Golden Jef equal to tha’ 
free of charge and freight prepaid. 


Payment for all direct labor charges incur 
and replacing with new Golden Jet, plus $’ 
to cover operation of equipment to and 


iration of the five year labor warranty, or if G 
pe for jet pumps, the standard Yardley warrant 


Golden Jet is guaranteed against rot, rust, ar 
fects in material and workmanship. Note: The m 
dard guarantee is limited to the furnishing of 
ce materials acknowledged to be defective. 


YARDLEY PLASTICS CO., 142 Parsons A\ 











Op THE FINEST FLEXIBLE PLASTIC PIPE 


Golden Jet, engineered specifically for 
use as drop pipe with single and multiple 
stage jet pumps, is backed by a written 
warranty designed to protect your profits. 





Start now ... use Golden Jet protection. It’s 
available from your jobber. 





YARDLEY PLASTICS CO., COLUMBUS 15, OHIO 


Want more facts? Circle 131, p. 153 
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only 


tells the 
story so often 


Your customers know more about Customers Know the Big Difference 
Keyline Poultry Netting than any 


: he Stretch Test Gives Them Proof 
other brand made. Their friends and La 


neighbors talk about this fence that Your customers know it’s the extra straight-line wire that makes 


i It tting. 
stands straight and tight. And they the cemesenee eetwoon mayen and eceuaary poultry netting 
This horizontal wire woven into the fabric prevents gaps or 





read about it in their favorite farm 
publications—ten different magazines. 

No wonder Keyline is so easy to sell. 
Keyline advertising and satisfied users 
do the pre-selling. Customers know 
the facts about this fence with the ex- 
tra straight-line wire. As a result, you 
get faster turnover. 

Keyline roll sign, ad mats and en- 
velope stuffers help you, too. Get ready 
now to increase profits by stocking up 


holes by adding support where it’s needed. Keyline hugs the 
ground... stands smooth and tight! The stretch test gives you 


and your customers proof. 





Ordinary Poultry Netting Keyline Poultry Netting 
, , " Stretch a sample of ordinary hexagon Stretch a sample of Keyline. See how 
” Keyline Poultry Netting. Send In mesh poultry netting. See how it loses it holds its shape. See how it Stays flat 
your order today. shape. See it bag, sag and bulge. and smooth. Goes up good and tight! 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 


makers of 


Red Brand® Fence + Red Brand Barbed Wire + Red Top® Steel 
Posts + Gates + Non-Climbable Fence + Ornamental Fence 
e Baler Wire + Nails + Keycorner + Keywall »« Keymesh® 


Want more facts? Circle 132, p. 153 
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Even the chickens 
can tell the difference 


Want more facts? Circle 132, p. 153 
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OILERS and CANS 
) THE COMPLETE LINE 4 


Eagle high-quality oilers and cans 


are made in all styles and sizes, for 


every purpose. Efficient design and 
sturdy construction assure econom- 


ical, lasting service. 


Hydraulic Pump Oilers 
keep moving parts of tractors and other 
large equipment running smoothly ... 
flexible, straight or angle spouts. 


Steel Bench Oilers 


for the mechanic, engineer, 


plumber, machinist, car owner, 
. . . flexible, straight or angle 


spouts. 


Midget 
Household Oilers 


for home or office use in oiling 
sewing machines, fans, hinges, 
washing machines, typewriters, etc. 





Harvester Oilers 


fit holders on practically all farm ma- 
chines . . 


. dependable, inexpensive. 


pees 


!l-Purpose 
Pump Oilers 


for home workshops, 
farms, setvice stations, 
factories, hobbyists, etc. 
. . . dependable, reason- 
ably-priced. 








All-Purpose 
Pistol Grip 
Oilers 


modern-design oil- 
ers of many uses... 
one drop or a full 
stream of oil. 


\\ Welded Stee! 
| Bench Oilers 


for heavy factory use 
... flexible, straight or 


angle spouts ... 
tional seal tip prevents 


| leaking. 


op- 


#58 EAGLET 
_ Pump Oilers 


Guaranteed 
5 years... 
inexpen- 
sive... 
versatile 
a 
sturdy con- 
struction, 


#99 
Seal-Tip 
Tool Kit Oilers 


handy for all tool kits 
... for oiling meters, 
gauges, and many 
other factory uses. 





Welded Steel 
Supply Cans 


storage and filling cans 
for railroads, mills, fac- 
tories, mines, foundries. 
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Safety Cans 


approved by Under- 
writers Laboratories 
and Factory Mutual 
. safe for handling 
all flammable liquids 
. trigger or free- 
swing handle types. 


Galvanized Oil 
& Gasoline Cans 


one piece seamless 
drawn dome shaped 
---no top seam... 
no side seam... 
made from 26 gauge 
galvanized steel 
sheets. 


Galvanized Fillers 


dependable, practical, reason- 
ably priced... meets all filler 
requirements for power-driv- 
en garden and farm imple- 
ments. 


ORDER FROM YOUR SUPPLIER 
Write for free catalog showing 
the Complete Eagle Line 











MANUFACTURING COMPANY, Wellsburg, W. Va. 
Serving the Trade Since 1894 
“All Eagle Pump Oilers Guaranteed Five Years.” 
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SIX PACK SELS-OW SIGHT 


Let me show 


you the sensational 
ALLENCO 


oscillating sprinkler 
six-pack 


GENE SARAZEN 


World-famous 
golf pro is 
This self-selling display is yours free, | = pitching Allenco 


together with Allenco’s fabulous FREE GOODS Jack 

Pot. What’s more, the strikingly new design of 

the six oscillating sprinklers, plus their in- 

formative, customer-catching packaging, 

will make them your fastest sellers. Or- 

der now and cash in on the FREE aia fl “pcan se 
GOODS Jack Pot... $6.00 worth of kh \ ALLEN . 
Allenco accessories that earn extra , f | GREEN KEEPER 
profit and customer good will. | ” 


For a GOLF GREEN LAWN 


GOODS 
JACK POT 


1073 Sotune ©sciliator 


lawn ee 1074 > pee Sscillator 


~ Siitctalteeniiesshin'S. ewn Sprinkier 
MFG. co. wo im 


w.@. 4ttaw 
ec eee - "Shem ere «~ 


Atlan wx - ae 
*.* ra. co. 


“\'' ore * == ow Yous 


“aw voun ~~ 


~ ~~. ww, 


A 

" == 
70 deluxe o : 

Ssciliat 
lawn —> 
ata ay a SPrinkier 1074 cease ©S8cillator 
W-@.acoen ne a w" SPrinkier 
Ome see Ch. theses Fra. co. w 2 a re - = 
“Ow vena », - ° . Loew Ra Ri re. 
ra. 

ere « ~ co. 


*ehom 


S=caca e 


sn Yeee ~~ wv 





Parade Magazine 

Saturday Evening Post 

Better Homes & Gardens 

will be telling 53,000,000 

readers that your store ts 
headquarters for Allenco sprinklers. 


W. D. ALLEN Manufacturing Co. 
650 South 25th Avenue «+ Beliwood, iilinois 
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GET READY TO 


WIN! WIN! WIN! 


DU powr wen f 


HUNDREDS OF VALUABLE PRIZES 


FIRST PRIZE 


(or a comparably priced U. S.-made car of your choice) 
The stunning LeSabre 4-door is the most popu- 
lar Buick. Equipped with heater and defroster, 
radio, white sidewall tires. Ultra-power Wildcat 
engine. T'win-Turbine automatic transmission. 
Delivered ready to drive. 

















7 SECOND PRIZES OF AN 


RCA’s sleek new Southbridge lowboy brings the ultimate in ‘‘Natural 


Living Color.”’ Color-Quick tuning, all controls lighted. Three-speaker 
Panoramic FM Sound setup doubles as a stereo speaker unit. 


77 THIRD PRIZES OF A 


2727 FOURTH PRIZES OFA 


PHILCO PORTABLE TV SPORTJACKET 


The new 17-inch-screen 
Philco New- Matic New featherweight, 


Slender Seventeener is 
as light and trim as a 
brief case. New-Matic 
Remote Control changes 
channels with only a 
squeeze. A rotating 39- 
inch antenna telescopes 
out of handle. 


weatherproof nylon jack- 
et is ideal for all sports. 
Bright new colors and 
smart cut make it the 
most versatile jacket 
you ve ever owned. Zip- 
per front. Elastic back. 
Fully washable. 


Want more facts? Circle 135, p. 153 
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piMlER SMEEPOINKES 


YOU WIN WHEN YOUR CUSTOMERS WIN IN THE 
DU PONT $100,000 “LUCKY 7° CONSUMER CONTEST 





Here’s all you do: 


1. Ask your wholesaler salesman to order 
your Contest Promotion Kit, including 
Official Entry Blanks and complete con- 
test details. 


2. When you receive your kit, be sure to 
put your name, firm name and address 
in the coupon portion of the Official En- 
try Blank. This identifies you with your 
winning customers so you can win, too. 


3. Hand out Official Entry Blanks to all 
your customers. The more you hand out, 


ov PONT “OC.000 
LwcKy “7” CONTEST 


ERE'S ALL YOU GO FO @vTERI 
“=. = SF edie aie 
— 7 ‘ ~ . i ™ , 
Ee os Se ee 7 he » 31 | 
rans W i FAs aply 
. = “ te ee “Ft 
— ar As, 
Fae ars e5 FOR 
+ Gt ne 


oe ee ee ee | 


the greater your chances of winning. 


You profit from extra sales, too! 


Winning customers also receive big bo- 
nus prizes when they have purchased a 
Du Pont No. ‘7’? Product. This means 
demand will be at an all-time high. Make 
sure you have a full supply of all No. ‘*7”’ 


products ready. Order from your whole- 
saler salesman today. 


The Du Pont “Lucky 7°’ Dealer Sweep- 
stakes is subject to federal, state and 
local regulations. Dealer Sweepstakes 
closes midnight, August 15, 1959. 


4 national magazines, 433 newspapers are directing 
55,000,000 motorists to all stores carrying auto- 
motive products. Advertising starts May 15, 1959. 


- 
QU PONT 
wibae 


POLISH 


AND CLEANER 





REG. U. 5. PaT. OFF 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 
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Here's the best PEPPER UA of hose profits 


rere ee none ern enee-> 


LIGHT, DURABLE TRIPLE TUBE SPRINKLER 
NON-REINFORCED HOSE 


Supplex looks like the quality it is! That’s the way — 

. . . ~ ¥ ‘ yy 
we make it. And that’s the way you sell it—for | AS Asie 
>. i" s . . ate : 
longer profits and greater customer satisfaction. Lt 


ry AN . R 
Peet al "tn tie - ’ 

= ee Aa 
' : {itt SPRINKLER 
Supplex pioneered tire-cord reinforcement... oy ptt 
makes hose that sells easily, stays sold. Ask your : 
jobber about the new Supplex “Silent Salesman” 
portable display rack. Buy Supplex and sell quality. 








y RETAIL $3.98 and up—Superior, 
RETAIL $2.24 and up——Leacders in NYLON TIRE-CORD REINFORCED HOSE triple tube construction. Outsells 


moderate-priced field, alsc give all other sprinklers. Packed on 
you generous profit margins. > amazing new reel... makes all 
Fully guaranteed. ' .o4% > other flexibie sprinklers obsolete! 


| 


SUPPLEX COMPANY 
Garwood, N. J. 


Division of Amerace Corp. 


arba BL 
Note tough, knitted ply of > Hardware Retailing 
nylon tire cord embedded in 
RETAIL $3.98 and up — Won’t burst even this all-vinyl hose. An out- 
if left for days in hot sun under full water standing sales feature your 
pressure. Guarasiteed 10 years. customers can see. 


ein nection <> dhNateatans 
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Goulds Fig. 3880 submersi- 
ble drainette with built-in 
switch and attached 3-prong 
grounding plug. All ratings 
within working limits of 
“£. ret ' motor. Capacity to 2400 
Goulds Fig. 3165 ver- 7 x . ae . GPH, heads to 22 feet. 
tical drainette with : ' j | 

top-side suction to 

end impeller clogging 

plus special corro- 

sion-resistant con- 

struction. Capacity to 

2400 GPH, heads to 

22 feet. 














CELLAR DRAINERS! 


A vertical and a sub drainette add depth to Goulds sump pump line. 
GOULDS PUMPS. 


Depth of line helps you fit the right pump to your customer’s sump! 

coe Ca gab Now you can choose from three Goulds drainettes to answer your 

: Deanerig ———_AINETT eae" ! customer’s needs. Two are new— Goulds Fig. 3165 vertical drainette 
and Goulds Fig. 3880 submersible drainette. 

Goulds Fig. 3641 horizontal drainette plus Goulds Fig. 3672 


utility pump complete the line—and give you the pump you need to 
answer your customer’s needs. 





Look for a new Goulds display at your Goulds distributor’s to get a 
look at all four pumps. You can also get more information on each 
See them on display eels it 
at your distributor’s! from your Goulds distributor—or by writing to Goulds Pumps, 
Look for this displa : 
of Goulds ht Inc., Dept. HA-39, Seneca Falls, New York. 
line of cellar drainers 
— vertical, submersi- 
ble and horizontal pumps, 
plus Goulds Utility Pump 
for all-around use in indus- 
trial, agricultural and con- 


struction fields. G  @) U a rT) S Gp ied U ivi > *S 





High strength at low cost! 





New @ss) American 


A REAL BUY. New USS American Scout Barbed Wire 
will serve well and it will serve long. It is made of special 
high-strength steel that is designed to adequately con- 
tain and protect livestock. Heavy galvanizing on new 
American Scout Barbed Wire gives long service. In fact, 
it has nearly twice as much protective zinc coating per 
square foot of surface as ordinary galvanized barbed 
wire. Yet, this new, durable, 4-point barb costs less than 
12'% gauge. It is a fencing material you will want to 
recommend to your customers—not just for its low cost, 
but for its durability as well. 

American Scout is easy to handle, too. Both of the 
extra-strong strands are twisted around one another in 
the same direction. They don’t unravel when stretched 

.. and the barbs stay evenly spaced. 

Get complete information about this new product of 

American Steel & Wire. Farmers will be reading about 


American Steel & Wire 
Division of 





Scout Barbed Wire 


its advantages in farm magazine advertising. Write to- 
day for complete information . . . or get in touch with 
your American Distributor. Write American Steel & 
Wire Division, 614 Superior Ave., N.W., Cleveland 13, O. 


a a 


American Scout 4-Point (80- or 160-rod spools) 


Barbs are spaced on 5” centers . . . are made of high-strength, 
round wire, wrapped around both wires, interlocked, with 
one -barb projecting through strand. Approximate weight 
per 80-rod spool is 41 lbs. . . . per 160-rod spool, 81 Ibs. 


Remember, American Steel & Wire manufactures a complete 
line of farm fence products—quality products that minimize 
long-term fencing costs. USS and American are registered trademarks 


United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors « Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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Insecticide merchandising kit 
helps you sell your customers... 


an idea 


... The ease of preventing bug 
damage. Display shows com- 
mon bug damage, identifies 
insects that cause it. Hands 
out free leaflets. 


equipment 


..uS¢ this pocket to tie hose 
Sprayer or squeeze bottle in- 
to the sale. 


chemicals 


... use this pocket to display 
the brand of malathion you sell. 


Bug 


problems Full color display comes ready to set up. 
? 


Only 20” wide; punched for wall display. 


DOOR POSTER 


WINDOW-STICKER ~ @aee a” 
HANGER ot 


Holds 6-8 bottles of malathion — 
Alerts 'em on the way in; , Bi Ge your brands. Gets those “impulse sales” 
ties in with other displays. eet | before they get out of the store. 


| FREE Send this coupon today for your 
| insecticide merchandising kit. You'll get 
full color counter display; hanger; 
| 





check-out display plus full color malathion ADDRESS 
leaflets. American Cyanamid Company, 
Agricultural Division, Dept. HA-1, New York 
20, New York 





MALATHION 


INSECTICIDES 


| 
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MARLEX’ 


linear polyethylene 
makes housewares news! 


MARLEX is a rigid, durable premium-quality material used for 
hundreds of heavy-duty industrial and commercial applications, as 
well as for attractive home products. 


VIRTUALLY INDESTRUCTIBLE . . . Housewares made of MARLEX 
plastic are tough and strong! Bend ‘em, boil ‘em, bounce ’em.. . 
MARLEX can take it. 


EXCELLENT RIGIDITY... If you have been buying housewares made of 
soft conventional polyethylene or rubber compounds, you'll be agree- 
ably surprised by the sturdy structural rigidity of MARLEX articles. 


BETTER TEMPERATURE RESISTANCE... You can freeze MARLEX 
housewares at temperatures as low as 180° below zero without damaging 
them... and heat them up to as high as 250°F! You can boil or steam- 
sterilize MARLEX housewares... wash them in automatic dishwashers. 


“DIAMOND GLOSS” FINISH... Housewares made of MARLEX can 
be designed in any color desired. The hard, glossy surface of this new 
material has superior abrasion resistance and is very easy to clean and 
maintain .. . won't chip, rust, dent or discolor! 


GREATER CHEMICAL RESISTANCE... MARLEX is unaffected by most 
acids, alkalies, detergents, greases or oils. It has very low permeability 
to most liquids and gases. And it is nonabsorbent and waterproof. 


NONALLERGENIC . . . MARLEX is compatible with all body tissues. 
It is even used for surgical sutures, tubes and prosthesis materials. It is 
odorless, tasteless and nonirritating . . . excellent for kitchenware and 
food containers! 


CORROSION-PROOF, ROT-PROOF, BACTERIA RESISTANT... No 
matter how long you subject MARLEX to hot, humid tropical condi- 
tions it never rots, rusts, discolors or mildews. Bacteria cannot attack it. 
Perfect for the Southern and export markets. 


LIGHTWEIGHT—FLOATS ON WATER!... Even though MARLEX 
polyethylene products are exceptionally tough and rugged, they are very 
light in weight. For example, items made for use aboard boats will 
actually float if accidentally dropped overboard! 


MORE VERSATILE, ECONOMICAL... MARLEX can be molded into 
attractive, colorful kitchenwares or heavy-duty radiation shielding for 
atomic energy reactors. It can be extruded into filaments for making 
cloth, rope, shoe uppers or industrial filters. It can be extruded into 
sparkling clear transparent packaging film that can be boiled and heat- 
sealed. And it can be heat-formed into a wide variety of articles such as 
frozen food containers, luggage and TV cabinets. In most cases it is the 
least expensive material available that can meet required specifications. 
In fact, no other type of material can serve so well and so economi- 


cally in so many different applications ! 


*MARLE® is a trademark for Phillips family of olefin polymers. 


MARLEX 


PLASTICS SALES DIVISION, 
PHILLIPS CHEMICAL COMPANY 


A subsidiary of Phillips Petroleum Company, 
Bartlesville, Okiahoma 


Look for the MARLEX 
label — your assurance 
of quality and durability 





NEW PRODUCTS 





New Easy-To-Clean 


Waste Baskets With 
High-Gloss Finish 


Housewives, hotels, restaurants and in- 
stitutions will find these new MARLEX 
linear polyethylene waste baskets far 
superior to traditional types, according 
to the manufacturer. 


MARLEX plastic waste baskets, made 
by the Plas-Tex Corporation, are ultra- 
light and virtually unbreakable 
won't rust, chip or dent. MARLEX also 
offers outstanding resistance to heat, 
cold, chemicals, corrosion and abrasion. 

Plas-Tex baskets are perfect for use 
in bathroom and kitchens, nurseries 
and rumpus rooms, in gardens and on 
board boats. There is a style and color 
for every room. Tight-fitting, odor- 
sealing lids are optional. 

These new waste baskets nest and 
stack compactly. Being seamless with 
rounded corners, they are easy to clean 
and maintain, and more sanitary. They 
can be readily washed with detergents, 
and even with boiling water! 


Having excellent resistance to heat and 
cold, this new waste basket is good for all 
types of applications in homes, offices 
and factories. Hospitals will welcome 
waste baskets and containers made of 
MARLEX because they can be sterilized 
to hospital standards...and they are quiet! 


Plas-Tex’s new waste baskets should 
retain their original attractive appear- 
ance indefinitely. Their surface resists 
stains and abrasions. And most impor- 
tant of all—waste baskets made of 
MARLEX are strong and tough. They 
don’t crack, bend, splinter, chip or break 

. even when dropped on the floor! 
Futher information can be obtained 
from The Plas-Tex Corporation, 2525 
Military Avenue, Los Angeles 64, Calif. 





achandising MAGi0/ | 


Two 
Brand New Colors! 


Copper Tan... Silver Grey 
New Material! 


MARLEX* Linear 
Polyethylene 


PLAS-TEX 
Exclusive! 

“Diamond Gloss”’ Finish 
(a whisk and it’s clean) 


te th 

ay EX 
a os fe elie 3 
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wastebaske 


MARLEX 


66 
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Here’s the Deal Buy 15...Get 18! 


RETAIL PRICE TOTAL 
QUANTITY PT NO. ITEM EA RETAIL 
6 ea. PT-602 Medium Wastebasket (15 at.) 1.98 11.88 
6 ea. PT-603 Large Wastebasket (22 qt.) 2.98 17.88 
aa 
| 


| ea 6 ea. PT-607 _Kitchen Wastebasket (35 qt.) 3.98 23.88 
it) PT-106 BONUS PACK RETAIL VALUE 53.64 
| —~—i- | | Asst. Colors: Red, Yellow, Pink, Regular Dealer Cost 32.40 
L | [wasreeasxers] | | Turquoise, Silver Grey, Copper Tan. “6 for 5" Dealer Cost 27.00 

Made of New Linear Pc ee l Carton-Display Shipper : 


[= “. Shipping Weight 35 Ibs. DEALER PROFIT 26.64 


inccensmanamamaemeeaes Almost 073 
pin 


ORDER NOW! For nearest jobber, contact PLAS-TEX Representative 





























William Lansburg Fred Edelston Co. W. K. “Bill” Simpson Robert S. Corrigan Co. Clark Housewares Sales Co. 
2525 Military Avenue 14119 Merchandise Mart 4939 Shady Grove Road 765 Lancaster Pike 3747 Paxton Ave. 

Los Angeles 64, Calif. Chicago 54, Ill. Memphis 17, Tenn. Bryn Mawr, Pa. Cincinnati 9, Ohio 

James G. Sigman Torgan and Goodfriend George McDuffie Co. Ericksen & Gruber Co. 
1355 Market Street 40 East 40th Street 92-14th St. N. E. Bidg. 1633 N. W. 21st Ave. 
San Francisco 3, Calif. New York 16, N.Y. Atlanta 5, Ga. Portiand 9, Oregon Denver, Colorado 


Bert J. Clark Co. Norb Unger & Associates Inc. Norman J. Fuchs Don Rose Associates Claude F. Fulton 


2205 Grand Avenue 385 Concord Ave. 2207 W. Catalina Drive 8837 Puritan Ave. 316 Merchandise Mart 
Kansas City 8, Mo. Belmont 78, Mass. Phoenix, Arizona Detroit 38, Michigan Dallas 1, Texas 


Allen B. Carpenter 
1314 Wazee Street 


THE PLAS-TEX CORPORATION - 2525 Military Avenue - Los Angeles 64, California 








® 
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-« : EYE CATCHING, COMPACT 
bias . Per COUNTER MERCHANDISER 
Thiaa@ = HANDY ry TURNS BIG PROFIT — IN 

MINIMUM SPACE. Discover the 
selling difference that imagin- 
ative merchandising makes! 
With BULL DOG, you get extra 
sales . . . Impulse sales that 
speed turnover and build profit. 


BULL DOG is the name your 
customers know ... the quality 
tape that sticks tight, stays tight! 


“HUNDREDS oF WAYS © 










MAKE BULL vog 0S Sell the best. Sell BULL DOG! 


YOUR PET TAPE... 


Sold only 
for every purpose 


through verified 


© FRICTION wholesalers 

e RUBBER BOSTON WOVEN HOSE & RUBBER COMPANY 
i=~{eh-pee), Div. OF AMERICAN BILTRITE RUBBER CO., INC. 

e PLASTIC BOSTON 3, MASS. 


Also manufacturers of Garden Hose - Matting - Stair Treads - Automotive Hose 
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Products 














Opens at the touch of a button 
. . « folds in seconds for carrying 


symphony in steel! 


BEAUTY-FOLD STEEL TABLE 


WITH TUSCANY MARBLE FINISH TOP 


Useful sturdiness with a “living room look” at an economy price! 
Exquisite Tuscany Marble Perma-Clad finish top . . . striking goldtone 
accents . . . modern Satin-Black legs . . . handsomely fashioned in 
lightweight rust-resistant steel. A great folding table value! 


HOSTESS MODEL M-60 27” x 60” BANQUET MODEL M-72 30” x 72” 
top, 30” high. Seats 8 persons. top, 30” high. Seats 10 persons. 
23 Ibs. 35 Ibs. 


ALL-LUMINUM PRODUCTS _ 36th & Reed Sts. © Phila. 46, Pa. 


world’s largest manufacturer of folding tables and outdoor furniture 











artistry in aluminum! ... the new 


BEAUTY-FOLD ALUMINUM TABLE 
WITH COPPERTONE DECOR-LITE STYLING 


The new look in folding tables—a sleek, smart look in luxurious 
aluminum, to combine the latest in beauty with the greatest 
convenience and portability. Brilliant new styling—in the new 
Decor-Lite hairpin-styled legs—in the exciting new coppertone trim 
on legs, hinges and comfort-grip handle! Ounce for ounce the 
sturdiest table of them all . . . and the most useful, too, indoors 
or out—all year through. Every home needs a Beauty-Fold Table. 
HOSTESS MODEL E 27” x 60” BANQUET MODEL F 30” x 72” 


top, 30” high. Seats 8 persons. top, 30” high. Seats 10 persons. 
21 Ibs. 25 Ibs. 





THE GOLDEN TOUCH OF BEAUTY in ALCOA aluminum 
chairs that fold in a flash! Smart 214%” wide Saran web 
bing with non-tarnishing Mylar threads-of-gold 
all the way through . color-matched viny!-bonded-on- 
aluminum arms. Coral/White, Green/White, Charcoal / 
White with Color-Matched Arms. 


running 


UPHOLSTERED LUXURY in spark- 
ling ALCOA aluminum chairs with 
weather-proof heavy-gauge vinyl 
cushions firmly filled with springy 
rubberized hair. Vinyl-bonded-on- 
aluminum arms ... spacious... 
flash-folding! Coral or Green Print 
with Color-Matched Arms. 


MODEL 255— UPHOLSTERED LAWN- 
KING—Opens to spacious 31” high, 
261.” wide, 19” deep. Folds in flash 
to 25” x 26” x 514”. Wt. onlv 8 Ibs. 


MODEL 458 — 4-POSITION UPHOL- 
STERED CHAISE—Use with cushion or 
remove snap-on cushion and have a 
beautiful thread-of-gold Saran web 
chaise plus comfortable beach pad 
as in sketch. Finger-tip adjustment to 
any of 4 positions. Gleaming one-inch 
aluminum frame. 73%” long and 
281.” wide. Folds in one motion to 
35” x 2814” x 714”. Only 164% Ibs. 


MODEL 250—LAWN-KING — America’s favorite folding 
chair! Open, a spacious 31” x 2614”; 18” seat. Flash- 
folds to 4” x 25” x 26”. Only 6% Ibs. 

MODEL 452—4-POSITION CHAISE-KING—adjusts for your 
comfort with a touch of the fingers. Open, 731” long 
and 281,” wide. Flash-folds in one easy motion to only 
3514” x 28” x 714”. Only 1234 Ibs. 


NEW! LUXURY-TOUCH 
VINYL-ON-ALUMINUM ARMS 


Arms on ALL chairs are rich, tex- 
tured vinyl, permanently bonded to 
aluminum for the soft, warm touch 
of fabric. Can't rust or scratch. 


Chaise 























DOUBLE 
USEFULNESS 








Removable cushion also serves as beach pad. We 
may be used with or without cushior 











There’s a Puritan cord for every purpose! 


Quality cords to meet stiff price competition? Puritan makes them! 
Puritan manufactures the largest variety of cords of any manufacturer 
in the world. With Puritan as your one economical source of supply 
for every type of cord you save on freight ... on handling ...on space 
and time. Fewer orders, larger tonnage and more variety mean 


greater profits for you. 


Pp 
i PURITAN CORDAGE MILLS, INC.* 1205 E. WASHINGTON ST. +> LOUISVILLE, KY. 
rr 


SHIPPING POINTS: LOUISVILLE, KY. © ATHENS, GA, © HENDERSONVILLE, N.C, © JEFFERSONTOWN, KY. 
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ADVERTISED IN 
THE THE SAT. EVE. POST 
ROUTER | . POPULAR SCIENCE 

POPULAR MECHANICS 
WITH PRACTICAL BUILDER 
THE 





| 


STORE DISPLAY 


A real stopper for your window or coun- 
ter. Sets off tool, plays up features. 


uss *G DQ” 


(1% HP—H267—$82.50) 


Priced ...powered...and promoted 
to make your selling job easier! 


Stanley’s H264 heavy-duty % HP router. Comfortable 3-position handles for max- 
For the price, nothing in its class can imum balance and control. 

match it. For advanced features, nothing One lever releases or clamps motor in 
will match it for years to come. base with a flip of the finger. 

Safety switch locks shaft automatically. Enough to sell itself! Yet backed by the 
Change bits with one wrench. impact of Stanley’s national advertising. 
Unique depth gage will set bits for cuts Write for details of the H264 and all 
to .004 inches — in seconds! Stanley Electric Tools today! Stanley Elec- H295 ROUTER KIT — $83.50 


Spotlight and open base give perfect vis- tric Tools, Div. of The Stanley Works, Includes H264 router, guide, bit, 


ibility on all cuts. 383 Myrtle St., New Britain, Conn. templet, etc., in sturdy metal case. 


SELL STANLEY ELECTRIC TOOLS — dhe commpleie line with new design 























Stanley's H15 % hp router. H297 builders kit with 7% hp H45 2 hp router. Another in Stanley offers the most com- 
Perfect tool for light, deli- router, plane attachment, tem- Stanley's complete line. Pow- plete line of router bits and 
cate work. List: only $42.00 plets, etc., in case—$166.50 erful, rugged. Only $49.50 accessories in the trade. 


AMERICA BUILDS BETTER AND Lives BETTER WITH STANLEY 
This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn. — hand tools « electric 
tools « builders hardware « industrial hardware « drapery hardware ¢ automatic door controls « aluminum windows « stampings 
* springs © coatings « strip steel © steel strapping — mode in 24 plants in the United States, Canada, England and Germany. 
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*Skin-Packed Items. All others in durable, attrac- 
tive self-selling printed plastic pouches. 


OPEN STOCK KEYS 
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Dimensions Socket Set Socket Head Pressure Quantity Approx. wf. Price 

Across Flats Screws Cap Screws Plugs Per Box per box in Ibs. per 100 
035 #1, 2 [___100 r $ 1.80 
050 #3, 4 $0, 1 100 2 1.80 
“Ae 45,6 42 100 2 2.00 
eg #8 #3, 4 r 100 A 2.64 
Vo #10 o * Sa sere 100 é 3.16 
“s Ya ~ $8 en a 1.2 3.30 
So Ne — Rk As 100 2.1 4.22 
wm | — . a es 100 3.3 4.40 
ky va a? | ~ 50 5.0 5.40 
er? “Vy Ve 50 6.9 6.40 
Ke % Ye, he Y% 25 12.5 10.80 
¥ -_ % “Vy —_— eo ae 10.2 15.20 
Oe Gases eek A Wie Adee ted 12 33.00 
% 1,1% ae hae == 16 44.00 
— 1%, 1% Sid plan a ae 24 64.00 
% . —_— .. nt 10 12 96.00 

wee Ite “1%t% | |, — ee a 
1 1%, 2 1%, 1% 2 10 25 296.00 
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ne BE SURE TO STOCK THESE 
SPRING SALES LEADERS! 


PLATED HEX KEY SETS 











PLATED OPEN END WRENCH SETS 
"Sere: « 6s 6 te eee 
*4SP51634,5 pc... .. . $1.35 
#4B, 4 pc. clip set, black . 95c 
#51634P clip set, plated . $1.35 
#51634RP, 5 pc. pouch . . $1.49 


PACKAGED PRICE PER HUNDRED 


Terms: 2% 10 days, net 30, F.O.B. factory. 
Full freight allowance on 100 Ibs. on Hex 
Keys. All other wrenches 150 Ibs. or more. 


For full-line catalog and name 
of nearest jobber, write: 


UPLAND 


INDUSTRIES, INC. 


Upland 7, Penna. 
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Best money-makers in hammers 
(Are you getting your share?) 


These are the hammers that lead in top- tools. Fill in now from your True Temper whole- 
grade hammer sales—they’re the hammers that saler. Choice of weights, patterns. True Temper, 
have lifted dealer profits to new highs. 1623 Euclid Avenue, Cleveland 15, Ohio. 

The Rocket and Jet RocKET are the most 
imitated hammers made. But True Temper’s pat- 
ented construction, special steels and superb 
workmanship are far ahead of the field. 

Super-strong, tubular-steel handle is locked for- 
ever to head. Shock-absorbing grip won’t slip, 
even when wet. Balance and “‘feel’’ are just right. 
And handsome finish and shape spell buy-appeal. 

The Rocket is “‘necessary equipment”? among 
carpenters . . . workmen prefer its full-polished 
octagon-pattern head, and oil-resistant neoprene 
grip. JET ROCKET is the popular favorite . . . it 
offers Rocket strength and safety at a lower price. 

Check your stock of Rocket and JET ROCKET 


Nationally Advertised —‘These hammers appear regu- 
larly in Life, Saturday Evening Post, Popular Mechan- 
ics, Popular Science, and other great magazines. 


IRUE TEM DE i your basic —, otis tien 
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MEASURING ‘TOOLS 
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"My turnover more than doubled...” 


says Al Veverka, Parma, Ohio 





“Your idea of concentrating ou the basic stock is inventory into a 24” sales target customers can’t 

paying off for me. miss. It can up sales for you as it did for Mr. 
“TI used to have 40 different models of tapes and Veverka. It lets you check inventory in seconds. 

rules in my store. Now, with only 29, we’re selling Cuts inventory way down, too. 

more than ever. Find out now from your supplier how GD 
“It’s the wall display that does the trick. My to get this money-making display and 

turnover has more than doubled. The display looks basic inventory. tc th 


PROGRAM 


good and people notice it . . . buy right off the wall. 





You couldn’t have done anything better to help » 
my profits.” t 
a 


OM a ee ee 


He JU ICI wire company 


TAPES + MULES + PRECHIGION TOOLS 










This did it—This is Lufkin’s TURNOVER TARGET 
. . . the wall display that packs a complete basic 





4 Eg ee 
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M-62T Merchandiser pone! and complete diepioy stock of 13 Irwin 62T hand brace bits. 
One each of sizes 4, 3%, %, Xe, “2, He. %, Me. %, "Me %, Hg and 1”. Pay only $10.37 for 
display stock of 13 bits and free panel. Retail value of display stock is $15.56. 


Free Irwin Merchandisers 


fit small space, step-up self-serve sales, build bigger volume 


— iy 
Here is a timely offer that brings you the industry’s first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 
dress-up jacket costs nothing extra. 





Mount either panel with display stock in only 1434” of space 
—on wall, door, peg board, end of island table. And depend 
that the sturdy all-metal display panels with their handsome 
3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 





“@ M-88 Merchandiser panel and complete stock of 20 Speedbor 88" 
electric drill bits. Two each of sizes 4, %, 4%, %, %, % and 1”. One 
each of sizes ¥%, %, %, Ys, Mg and 6”. Pay only $10.00 for display 
stock of 20 bits and free panel. Retail value of display stock is $15.00. 


i Hy ee ce ae e Order from your Irwin wholesaler today 
it ree ao ; . The Irwin Auger Bit Company 
.|— Che ‘ | _ at Wilmington, Ohio, USA, since 1885 
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YOU’LL SELL MORE TOOLS WITH 


CRESCENT DISPLAYS 

















; 2 CRESCENT TOOLS — nt 
(Se Toots = SPSCERT Toets < : y CRESCENT 1001S - 


TENITE HAN tts 


OF IMPROVED DESIGN 
BLADES HARDENED FULL LENGTH 






































/ GIVES PIRM Rik 
WILL NOT HURT HAND), 


The four displays illustrated above are typical 
of the 23 standard boards available at no cost 
to Crescent dealers. Each board is 12” x 24”, 
silk screened in bright yellow and maroon. 


A space is provided for retail pricing below 
the tool number. 


All tool assortments are logically grouped 

MOUNTING coats : 
onentenaalinan and only fast selling items in popular sizes 
Sen catine auntie are included. Make your selection from the 


f indow, : 

pee enh ton Crescent Catalog and order from your jobber. 
cemcan! 

Fag et saggy You pay for the tools only—no charge for 
turn on ball bearings. . 

No. FS4, illustrated, the display panels, 

mounts sixteen panels, 

any two of which may 

be hinged to provide 

access to space inside. 


ee 
CRESCENT TOOLS a 











Sign of lhe CfHlisan 
Syl of ¢ Siecllence 


Y} 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 150, p. 153 
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SPRINGTIME SPECIAL 


extra sales...profitable sales! 


14% off regular 
dealer price during 
March and April only 


DEALER 


regular price 
"Sad? 


le $e=797 
price 21 





eeeeeveseeeeee se em! 


LIST 
regular price 


— 
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Modei 66 
62" circular saw 


Make this nationally advertised Remington 
Model 66 saw your spring home workshop 


e special. At its regular price this saw is hard to 
tT 1 beat for value. Now you can offer its 7-amp. 
cutting power and advanced design at spring- 

A SET OE BEL EOE 


time bargain prices. Call your wholesaler now 
Remington Arms Company, Inc. 


Bridgeport 2, Connecticut for details. 
1N CANADA: Remington Arms of Canada, Limited : , : . : : , 
36 Queen Elizabeth Bivd., Toronto, Ontario Prices subject to change without notice. Prices slightly higher west of the 


Rockies and in Canada. 


Special price during March and April only. Call your wholesaler now for details! 
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There is 
nothing finer 
thana... 


i. 








The DIAMOND and DIAMALLOY 
trade-marks assure the user 
lifetime service satisfaction 

in wrenches, pliers and snips. 
The finest tools have 


these trade-marks... 


DIAMOND camaro 


DIAMOND TOOL 7d //0/'SCSh06 (, 


a ~ 
af . DULUTH, MINNESOTA e TORONTO, ONTARIO 


la ~_ 
' q 
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NEW! RUGGED! . ft. rule only van : 





Stanley presents the “BIG 6” 
The BIG rule with the BIG sticks 


Stanley “BIG 6” has big sticks...30% thicker for ex- STANLEY ‘‘BIG 6’’ ON COUNTER, 


tra strength, longer rule life. IN BIN, OR ON WALL 
Stanley “BIG 6” has big, king-sized joints, perma- SELLS BIG! 
nently lubricated ...a longer lasting, more rugged rule. 


Stanley “BIG 6” has big black numbers and sharp 
black graduations embedded in white enamelled sticks 
protected by a tough, clear vinyl coating. 


“BIG 6” and “BIG 6F”, the companion inside read- 
ing rule, have been asked for by carpenters, plumbers, 
and other mechanics. They are built to outlast and out- 
perform rules with standard size sticks. The handy, 
hang-up sleeve lets you show the rule to best advantage. 
The price is right. Compare Stanley “BIG 6” for value 
with any folding rule available... you'll agree that 
“BIG 6” is a big value, a big buy loaded with big sell. 


Your wholesaler has Stanley “BIG 6” and “BIG 6F.” 
Stock up now for big sales. 





Stanley Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS SETTER AND Lives BETTER WiTH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
S TA N & 'S Y » builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings + springs 


+ coatings - strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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\ Designed for safety... 
Forged to last... 


The head... best high carbon 
steel, craft forged and heat 
treated... The handle... highest 


felgelel-M allel <o) afm oleh i-] mrelehZ-lamelate 





naerelallat= Wn i-xe (e(-xe Mole )it] oy] a1-t) 


to make the finest sledge 





roWieli tel e)(-weoeme MAA’ Lol ac- lala K-i-von 




















The Warren-Teed “Flat-Pak” Five makes warehousing 70 eight-pound sledges can be stacked in the Only 45 sledges in this area. 
and inventorying a cinch... lies flat—stacks 25 high in same floor space previously required to stock 45 Inventory is difficult, handles 
perfect safety. sledges. All inventory information is out front, are unprotected — with defi- 
easy to see. Handles are fully protected. Car- nite height limitations. 
tons can be stacked 25 high in perfect safety. 





WARREN TOOL CORPORATION - WARREN, OHIO 


world’s most complete line! 


for the customer you have to satisfy 


Stock Utica for your best customer. The man who knows tools and 
hardware. He’s the mechanic, the craftsman and the expert ‘‘do-it- 
yourselfer.’’ He wants a tool that has been drop-forged for full strength! 
Electronically induction hardened for greater durability! A finely 
balanced tool that feels right in the hand. He wants Utica. Don’t offer 
him less. All tools backed by famous full guarantee. There’s profit in 
quality. Talk to your distributor and stock Utica! 

Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N. Y. 


SELL OT A CA vee Zhe Todls the experts Use / 


, ® 
Hallmark of Quality since 1895 <i ><TV>X<EA> UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 


Want more facts? Circle 156, p. 153 
76 © HARDWARE AGE, March 12, 1959 





Patterned after Millers Falls famous “888” 
Power Unit, this versatile new 14” electric 
drill direct-drives a wide line of rugged, 
quick-change attachments — many of them 
the same as are used with the “888. It’s truly 
a mighty mite with full 2.7 amp. motor and 
2250 RPM gearing for high torque. It’s the 
dollar-saving way to start a 14-tool power 
workshop and offers tremendous profit pos- 
sibilities in initial avd repeat sales. 


SS Se 7 
spel e) e— 


Portable Saw 
Attachment $13.50 


Orbital Sander 
Attachment $15.50 


Portable Jig Saw 
Attachment $12.50 





° 7-to-1 Speed 
Bench Sander 
Attachment $9.95 Reducer $13.50 


No. 1114 
Drill Press p ° 
Stand $15.95 - ower Drill 


mas CS jE | $2295 


Floor Polisher 
Attachment $29.95 


Bench Grinder 
Attachment $7.95 


ATTRACTIVELY edge Trimmer 
Attachment $12.95 
DISPLAY 


PACKAGED 


aad 


~ 


Compact, colorful and 


easy to set up — the Write for free literature 
1114's modern package 


has what it takes to MILLERS FALLS COMPANY 


saaalaaiaeaaes Dept. HA-37, Greenfield, Mass. 
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oo PETS : 
No. 460-227 pes. 
PROFIT MASTER 


BASIC ASSORTMENT OF . Y thallanaas = 
AMERICA’S TOP VOLUME PRODUCERS cc eceeeeneem 





PROFITS ...SAVE SPACE... AND REDUCE 
DOLLAR REVESTORENT TO ABSOLUTE MINIMUM... 





No. 470-285 pcs. 


| VOLUME MASTER 
Fs COMPLETE TOOL DEPT. 


No. 450-102 pcs. 


You get sales action like never before... because these New Stream- 
lined Assortments are composed entirely of Sales-proved ‘‘Wall-ettes’’ 
that are producing top volume in thousands of stores today. 











Moreover . . . only tools in heaviest daily demand are featured .. . 
Fine Quality, Nationally Advertised Challenger Tools at low popular 
prices that make dollars turn F-A-S-T. 


Also note these Extra Dealer Advantages . . . 1) 100% SELF-SERVICE 
PERMANENT METAL DISPLAYS (with slide-in price markers) 
cut sales costs to rock bottom... 2) DISPLAYS ARE FURNISHED 
FREE with Assortments . . . 3) PROMPT REFILLS FROM SUB- 
STANTIAL JOBBER STOCK means less investment in ‘‘back-up”’ 
inventory ...4) EXTREME COMPACTNESS OF “WALL-ETTES” 


SOCKET MASTER saves space, permits endless group arrangements ... 5) EVERY TOOL IS 


Material. 


SET ASST. FACTORY GUARANTEED for Precision Manufacture, Fine Finish, Quality 


ASK FOR DETAILS TODAY on these New Low-Cost, Volume Turnover, 
Ultra Streamlined Challenger ‘‘Wall-ette’’ Assortments (Or select your own 
Assortments from 42 Individual Units). CONTACT YOUR JOBBER or write 
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Now/ a Woop BORING DRILL SET 
with Sell built right i in. 


Den neler aune "4 > se 
i ai ker “HE No.0 Cel in the only set 


WOOD BORING DRILL SET that goes from 4° to 13" 


Drill sizes: %", %", 4", 58”, % 
EXTRA WIDE RANGE yy,” TO 14%” Ye" VW" WM" 


Cell in the low, low retail 


price — 


$2.75 


Cell in the clearview 


V4" POWER plastic case. The 
colorful package serves as a 
DRILL moisture-resistant toolbox. Dis- 

(or drill press) courages pilferage. 


Cell in the hang up, 


stand up, tell-all dis- 
play card perfectly suited to 
selfservice. 


Cell in the faster, cleaner, 


truer boring of 
10 piece se? in- wood, plastics, panelboard, plas- 
ter and compositions. 


Cell in the guarantee of 


hardened tool steel. 
Takes and holds a keen edge. 


Cell in every one of the 


set's 10 ruggedly 
constructed pieces. Set includes 
universal shank and wrench. 








’ 


Fits all 4°’ electric drills 
or drill presses 
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Perfect for 
boring over- 
head 
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At an angle 
. and into 
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Mortising 


MANA Fact TURING Ic 
ER 


WORCEST 
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There’s Moore (Garry, that is)...and More 


for 59! 


More sales-getting promotions ...more 
aggressive advertising, including 
nighttime network TV!...more effective 
decorating helps—featuring a great 

new MAESTRO® COLOR PLANNER—will 
bring more customers into 

Pittsburgh Paint dealers’ stores. 


ggressive and timely promotions of high-quality 
products—backed by hard-hitting advertising 

in Magazines, newspapers and on ‘T'V and radio— 
brought the greatest number of customers into 
dealers’ stores last year in Pittsburgh Paint history. 


@ And this year should be even bigger! There’ll be 
more promotions. More powerful advertising in 
magazines, on radio and in newspapers, with dealers’ 
names listed at no charge. 


e@ And for the first time, there’s network nighttime 
TV—the new GARRY MOORE show—with this great 
star’s convincing salesmanship reaching households 
in every dealer’s community. 


®@ Besides, Pittsburgh Paint dealers now have avail- 
able for their customers the most complete color 
service in the industry. A new MAESTRO COLOR 
PLANNER, with thousands of color harmonies to 
choose from, has been added to the MAESTRO COLOR 
SELECTOR and the popular book, “‘Modern: Deco- 
rating Ideas.’’ Supplementing these is a complete 
line of color cards with large-size chips and helpful 
painting suggestions. 


@ Store identification signs, eye-compelling window 
displays, colorful streamers, banners and pen- 
nants identify dealers’ stores as Pittsburgh Paint 
headquarters. And a completely revised edition 
of the helpful Maintenance & Buying Guide 


a. 
The 
Garry oOore 
SHOW 





aids dealers to service customers more efficiently. 


@ This complete sales promotion and advertising 
program has been carefully planned to help Pitts- 
burgh Paint dealers get a bigger share of the 1959 
market. Now is the time to get on the bandwagon 
and cut yourself a bigger slice of the paint business 
in your community. 


— PITTSBURGH PAINTS 


r PAINTS « GLASS ~»* 


ee — Fo 2) ee 


CHEMICALS - 


BRUSHES «+ PLASTICS 





Poe +8 


GS t A be 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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READy TO 
USE. 
NO Mixing 
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These high quality, popular priced, compounds 
have earned a “preferred” rating with your. 
customers, resulting in repeating sales, due 
to their dependable performance. 


PLASTI-GLAZE BRILLIANT WHITE— 
for general use. Easy to handle. Sets tough 
and elastic. Stays “‘live’”’ for years. Packaged 
24, 1 Ib. cans per carton. 


NEW PLASTI-GLAZE ALUMINUM GRAY— 
a specially formulated and colored compound 
for use on aluminum sash. Ready for use, in 
double-tight cans. 


STAZON CAULKING COMPOUND— 
use inside or outside. White or gray—no price 
penalty. Easy to use. Packaged ten 1/10 gal. 
foil-seal cartridges with dripless plunger, in 
display carton. 







PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6475 Georgia Ave. + Detroit 11, Mich. 





Factories: Detroit « Chicago « Jersey City ¢ Richmond, Va. 
Subsidiaries: Oakland « New Orleans « Kansas City « Tampa ¢ Toronto 
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WOOSTER does more to help 
you Sell more of everything you sell! 
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You'll build traffic...increase brush 
sales...sell more paint with 





The World’s MOST COPIED BRUSH! 











Picks up more paint...releases it more evenly ...spreads it Less chance for oF 

more smoothly. The one brush you can recommend for 100% brush marks because | 
satisfactory results with all types of paint and varnish. Exploded- EVERY TIP a 

Tip brushes continue to paint long after ordinary brushes are ary 

worn out. They bring customers back . . . help you sell more paint iS A BRUSH! A> 
and sundries. 4 LOK 
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NEW JET FRAME 














FITS ALL SIZE 
CONVENTIONAL 


COVERS! 


EXTENSION HANDLE 
FEATURE REALLY SELLS! 
Standard mop handle threads 
are up in the handle for added 
strength .. . not in the butt end 
where strain occurs and thread- 
ed joint tends to break or loosen. 


Ylittst tlt 


thhiitbhttttir 






Yj 


\\\\\ 





e 
Reg / 





« 


Covers slide on and off easily, yet fit snugly. Two-point 
suspension keeps cover from freezing on frame. Hi-style 
plastic handle is grooved for better grip. Lightweight, 
well-balanced, less tiring. Easiest frame to clean. New 
universal size “J ET”’ means less inventory... more sales. 


Vddddddddddddd 


THE WoosTER BRUSH COMPANY - WOOSTER, OHIO 
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~...reduce inventory! 


iJ£I-DRI 


(Made with CCR-37) 


the sensational new enamel that 


dries in 5 minutes! 


Wherever dealers featured and demonstrated JET-DRI 
they created store traffic beyond their wildest dreams. 
And not only did they do a bang-up JET-DRI business, 
but in addition enjoyed sales for many other products as 
well. So exciting is this new non-toxic paint development 
that every user becomes an enthusiastic salesman for you. 







paint toys paint equipment 
with J/ET-OR/ with JET-DRI wih JET-DOR/ 


JET-DRI covers concrete, metal, wood or plaster (indoors 
or outdoors) with no effort, leaves no brush marks...and 
dries to a porcelain-like finish in 15 minutes. 


MINIMUM INVENTORY —JET-DRI does the job of 
dozens of special finishes. There is no longer any need 


to tie up a small fortune in specialized enamels, varnishes 
and lacquers. 





r “7 

} JET-DRI DIVISION HA-3 | 

} Consolidated Chemical & Paint Mfg. Co., Inc. | 

with JET-DR/ j 456 Driggs Ave., Brooklyn 11, N. Y. i 
| Please send sales promotion plan, color cards and price list. 

: [] Have sales representative call on me, 7 

| Name ; | 

Address___ = ss ws | 

gg = nam Zone — 

1 Stote__ initials — — 

ADVERTISED IN Mn a a 7 


JET-DRI Distribution Points: New York City; Chicago; Miami; San Antonio, 
Fort Worth, Houston, Tex.; Green Bay, Wis.; Wichita, Dodge City, Salina, 
Kan.; Los Angeles, San Mateo, Cal.; Cincinnati; Detroit, Lansing, Mich.; 
Boston; Washington, D.C.; Rock Hill, S$. C.; Atlanta, Ga.; St. Louis, Kanses 
City, Mo.; Tulsa, Okla.; Richmond, Va.; Mobile, Ala.; Callaway, Neb.; Salem, 


Ore. 
Soles Offices in all principal cities. 
Want more facts? Circle 163, p. 153 


...and: other great national 
magazines reaching over 60 
million prospects! 
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SELL MORE 


+ =f Speedy Sprayer 
| NANG e/ow price! 
© high sprofit! 
¢ fop quality! 
° nationally 
advertised! 


ADVERTISED 


Post 


New 1/4 H.P. at Popular Price! 
Ideal outfit for the do-it-yourself and 


shop mechanic! All-purpose, profes- ONLY 
sional outfit, with No. 112 quart size 00 
Spray Gun. Develops 25 lbs. pressure $32 
with any 4 h.p. motor with ¥2” shaft. 

Factory sealed bearings. No. 780 Outfit peran 


—air hose, tire chuck, gun, less motor. 


\ 






_ 
| a 


Bae < 

No. 890 1/3 hp Sprayer 

Proved favorite since 
1921! Delivers 30-40 Ibs. 
pressure, 2 cu. ft. clean, 
oil-free air per min. Never 
needs oiling. Outfit with 
No. 112 Gun etc., without 
motor only..... $42.50 


909 Mobile Kit adds mobility to 
890 Sprayer, extra $7.50 


ORDER FROM YOUR WHOLESALER 
Or Write for Complete Line Catalog 


w. R. BROWN CORP. 





No. 544 Mobile Twin 


No job too big for this 
powerful Master Twin 
Sprayer. Wheels easily 
On semi-pneumatic tires. 
Delivers 4 cu. ft. air, 40 
Ibs. pressure. With 
wheels, No. 131 Gunetc., 
an 6less motor only $88.00 








SPECIALISTS IN PAINT SPRAYERS SINCE 1921 
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MIRACLE TUB-CAULK 


SENSATIONAL 
FREE GOODS 
OFFER FOR LIMITED TIME 


YOU MORE THAN DOUBLE YOUR MONEY! 
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YOUR SPECIAL BONUS PACKAGE CONTAINS: 


1 display 100T (6 Tubes 414 oz. Tub-Caulk) 


PLUS 


YOUR PROFIT 


*4.40 


YES, 
PLUS 


Applies just like toothpaste. Stays bright, white forever. 


BACKED BY BIG ADVERTISING CAMPAIGN! 


MIRACLE ADHESIVES CORPORATION 


250 Pettit Avenue, Bellmore, Long Island, New York 
Want more facts? Circle 165, p. 153 








2 extra 4% oz. ($1.00 retail) Tubes FREE 


8 Tubes 414 oz. Tub-Caulk sells for $8.00 
costs you... $3.60 


A SENSATIONAL | 


3 A 


a sensational 55% profit on Tub-Caulk. 
Reported by store after store as their fast- 
est selling item. Customer acceptance and 
enthusiasm for Tub-Caulk increasing! 


Easy-to-use nozzle for neater, faster Tub- 
Caulk application! 


Dramatic, eye-arresting display. 
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Waterpro? f 


Sh rinkproo! | 


Dries while 


Stays flexible 


Can't crack 
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Schalk’s Patch Paste « Sure-X Paint Remover ¢ Liquid Waxoff « Do-X Cleaner « Water Putty « Tile Cement ¢ Liquid Savabrush 
Wood Putty « Tile Paste « Waxoff « Plaster Pencil « Savabrush « Spot Remover « X-it Paint Remover « S-14 « Double X 
SCHALK CHEMICAL COMPANY + FACTORIES: 351 EAST 2ND STREET, LOS ANGELES 12 - 3333 WEST 48TH PLACE, CHICAGO 32 


Be ee ee ee 





Water is wet but it’s a poor wetting agent. 
That’s why Peter Putter says: 


Of course, Schalk’s 
Tile Paste is 
not water-soluble! 





And with good reason! For water-based products simply do not 

give maximum waterproofing. They invariably break down when 
subjected to extreme moisture for any length of time. 

On the other hand, Schalk’s Tile Paste does give maximum protection 
under all conditions. 


Again, water-based products do not adhere well to smooth 

surfaces because water itself is a poor wetting agent. Whereas the 
solvents in Schalk’s Tile Paste actually displace the water molecules 
always present on smooth surfaces. Result: a complete, lasting bond. 


So when the label on Schalk’s Tile Paste says waterproof we mean just 
that: not merely water-repellent or water-resistant but water-proof! 


This white, flexible paste sticks to metal, glass, porcelain, wood, 

fabric ; and it stays stuck! It can be used to seal cracks around bathtubs, 
shower Stalls, sinks; to reset loose ceramic tile ; to repair soap 

dishes, towel rods and other bathroom fixtures; to mend crockery ; 

to repair water tanks and what-not. It is the great sealer and adhesive 
that works equally well on porous and non-porous surfaces ; and 

that comes in this smartly packaged tube with the applicator-nozzle. 


In short, Mr. Dealer, Schalk’s Tile Paste has everything. It is 
only good sales-sense to order from your jobber today! 
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push-button 

. painting 

to fill 

every need 


NEW... FABULOUS... QUIK-SPRAY... 
almost jumping right off your shelves with 
it’s colorful NEW eye-stopping label... and 
even better than ever with an improved exclu- 
sive formula! It’s profitable for you to feature 
QUIK-SPRAY in a complete range of exciting colors 
... it’s non-toxic... faster drying... with the superla- 
tive quality that makes Sheffield the first name in paint 
specialties. In 12 oz. regular and 16.2 oz. GIANT sizes 
and new smart cap tops in identifying colors ... no wonder \ 
QUIK-SPRAY is the fastest selling spray paint anywhere! 


~ 
ws, 


eVERYTHING 


a et 
.» BUT THE NAME! 





$ heffield Bronze Paint Corporation 
Oil STF Vale mm h- me @) allel 
Want more facts? Circle 167, p. 153 
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Packed 12 sets in 
special PAINTER- 
MATES self-display 
carton. 


























Tie into increased Springtime paint sales with this profitable YOUR PROFIT ON PAINTER-MATES DEAL WILL BE $20.40 
2-for-1 deal. You get full 40% markup, yet customer a 
saves 9&c! 


—— ee 
FULL 40% PROFIT ON SPECIAL DEAL PRICE | 
No. 606, 1Y2-inch ' | 
sash brush; and PAINTER- DEALER RETAIL 
No. 216, 4-inch i MATES 12 Sets Each 12 Sets , Each i 
wall brush. i | 
| Regular | $37.68 | $3.14 |] $62.76 | $5.23 | 
| Price | 
| | 
| DEAL 30.60 | 2.55 || 51.00] 4.25 \ 
PRICE 
| | 
| | 
hes al 


1!4-inch sash brush free with purchase of 4-inch wall 


| e ™ 
brush. Sash and wall brushes are banded together . . . 12 1 0 eC [S eT 
each to special self-display carton. All are regular line, . 


full quality Rubberset brushes . . . not closeouts or cheap 
specials. See your wholesaler or write us direct. Order now 
for immediate or future delivery! THE RUBBERSET CO., 900 Passaic Avenue, East Newark, N. J. 


Want more facts? Circle 168, p. 153 
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and pint 
quart 


Pry 
qallon can 





uses around th 


house, shop and boat... 


- this handy helper 
ete Sent oe 


Versatile QUIXOL*® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more — QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


/ a 
a 7 





—— 


with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 





[ COMMERCIAL SOLVENTS CORPORATION, Specialties Department 7 
| 260 Madison Avenue, New York 16, N. Y. | 
| Please send free folder on [_] QUIXOL and [_] QUAKERSOL | 
| and the name of my nearest supplier. | 
| Saati isscinscnsisiconnsssesshntesbinhanesnunalinimigiasinenneneteaintnisinnennsenenataliintiannteliiiasnesnnees | 
| SEE PPAR Ea oe OnE a oe | 
| SannnTI I selihcinssclaianisiapiinuciibtabetiiiaieii daha ata aca ! 
: ee NE Zone........ ae 7 
Tien are a [_| Retail Dealer [ ] Wholesale Distributor | 
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RAVEL 





for HIGH PROFITS... 


Operating from the air supplied 
by any household vacuum cleaner, 
this new Pint-Capacity Spray Gun 
will produce professional results 
with ease. Its many exclusive fea- 
tures guarantee a fast-triggered 
reaction from your customers! 


Quart-capacity gun also available. 





“‘AIR-SPEED”, completely portable 
Blower-Compressor Kit, weighs 
only nine pounds, straps on shoul- 
der of user. Sturdy, all-steel con- 
struction. High-power (7) recon- 
structed motor assures maximum 
production — for small objects of 
art to house exteriors—with mini- 
mum effort! 


Recommended as rental item. 





BLAZING NEW SALES! 


Skilled technicians designed this trouble-free 
equipment to provide precision performance in 
the application of all sprayable materials as: 
insecticides, moth-proofing preparations, rug 
and upholstery shampoos, lacquers, lubricants, 
paints, waxes and popular multi-color paint! 


e@ DISTRIBUTORSHIPS AVAILABLE e 
Write NOW for full information and prices! 
manufactured by 


VACUUM SPRAY GUN COMPANY 


1301 CONEY ISLAND AVE. e BROOKLYN 30, NEW YORK 
CLoverdale 8-8875 
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Yoo STERLING % GHQUALITY 


A LIVE LINE FOR THE 
LIFELINES OF EVERY HOME 


For CAULKING SALES whatever the need — inside or out 
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H CLEANER 


estores Bristles 









The Sign of Quality 


STERLING QUALITY PRODUCTS, INC. 


ae oa ee oe MATRA. CH YU SET TS 
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FLUORESCEN! 
SPRAY PA! 
RED ORANGE-O2° 


Ne 310! 


£5 
KRYLON, INC., DRIES IN minut 


NORRISTOWN, PA. 


®) 
Ge oP 


LOWING Spray Paints 


6 bitin fluorescent colors that glow brilliantly in 
daylight. Green, lemon yellow, cerise, sunset gold, 
yellow orange, red orange. Many safety uses—hunting 
caps, bicycles, car bumpers, airplanes, trucks, tractors, 
trailers, boats, etc. Also artistic uses—posters, banners, 
exhibits, floral displays, festive ornaments, etc. In 
16-0z. cans. 


INTRODUCING... 
KRYLON Farm Implement Spray Enamels 


9 colors used by America’s lead- 
ing manufacturers of farm equip- 
ment. Allis-Chalmers Orange, In- 
ternational Harvester Red, John 
Deere Yellow, Ford Gray, Min- 
neapolis-Moline Prairie Gold, 
John Deere Green, Caterpillar 
Yellow, Case Flambeau _ Red, 
Oliver Green. In 16-0z. cans. 


Crystal-Clear; 
IF YOU PRIZE IT.. 





best-seller colors; Varnish Sprays 


. KRYLON-IZE IT! 
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MULTI-€OLOR 





> 


with 
PRESSURE MAID 


sprayer 





New Multi-color painting is 
the low-cost PRESSURE MAID Paint Sprayer, f: 
**Gold”’ 
trouble-free 


-asy for anyone with 
aturing the exclusive 
this 
portable. 


Spray Cap. tdeal for your do-it-yourself customers, 


tool sells itself ... sells paint too! Rugged, 
Complete—ready to spray. Piston-type, 
110 voit AC motor. 


for complete line 


direct-drive, single cylinder 


compressor. 


Write catalog and name of jobber nearest 
you. Stock up now and boost your multi-color paint sales! 


“4 h.p., 


The Campbell-Hausfeld Co., 63-C Railroad Ave., Harrison, Ohio 


CAMPBELL-HAUSFELD 


Want more facts? Circle 173, p. 153 
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Alloy is not just another steel wool. Everything 
about it is new—new “bounce”, strength, dura- 
bility. Less shredding and fall-out. Made in the 
most modern plant on the most modern equipment 
in its field. And, just as important to you, a new 
profit opportunity. Wholesalers—write for details. 


Pads « Bulk Tubes « 


Floor Pads « Continuous Ribbon Rolls 


ALLOY METAL WOOL PRODUCTS CORPORATION 
Oak Park 37, 


10750 Capital Avenue ~* 


Michigan 
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CAULKING-GLAZING-SEALING PRODUCTS 


Now—and every month in the year! DAP 
makes a caulking, glazing and sealing product 
for every home need. DAP advertises every 
one of those quality products in top national 
magazines* time after time to pre-sell more 
than 40 million people. DAP gives you brighter 


‘7 


-t—<- 


packages—special self-serve display cartons 
for extra sales—point-of-purchase displays 
and hand-out folders that identify your store 
with DAP—the best-known, best-promoted 
full-profit line on the market. Call your DAP 
wholesaler or write us for his name. 


7V Advertised the year round in The Saturday Evening Post, 


py 
DAP 











Popular Mechanics, Household, Sunset, Progressive Farmer, 
Family Handyman and other magazines. 


DAP E-L-A-S-T-I-C 
CAULKING COMPOUNDS 


Best you can sell. Bright packages 
for every method of application— 
bulk cans, cartridges, new col- 
lapsible tubes. “Flow-Control+” 
feature on cartridge ends wasteful 
overruns, DAP makes Black-Tite 
(asphalt-base caulking), Rope 
Caulk, Kwik-Seal® and many 
other fine home-use products, too. 
See colorful DAP catalog. 


*Registered trade-mark 











Factories in: Dayton, Ohio ¢ Alexandria, Virginia * Chicago, Illinois * Decatur, Georgia 
Dallas, Texas * Richmond, California * Xenia, Ohio * Melrose, Massachusetts 
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| KWIK PROFITS 


VU hiolaat-tilet-lih mm celeis— 


Ads tell your 

customers 

how to have 
FUN 
removing 
paint and varnish... 











A 


5) KWIk 


¥ 
AU PURPOSE 


FUN for yourcustomers ~* The American ows 
means profits for you! New ® Popular Mechanics 
KWIK advertising campaign  @ Mechanix Illustrated 
tells why removing paint and «fhe Skipper 


varnish is fun ... with fast- 
acting, easy to use KWIK. ~* 
Hard selling ads now reach 
your customers through: 






Decorator 


oe 882 qu So — 


NEW DISPLAY 

CATCHES 

THE EYE... : 
MAKES THE SALE! |)“ 






The complete line of KWIK 
products meets every cus- 
tomer need. See your distri- 
butor or write today for 
generous sample and price 
list. For KWIK Profits, stock 
and display ... 


. anwar Scrape or 


@ Marine Non-Flammable 
® Liquid No Wash 
® Brush Cleaner 


KWIk 
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Inland Waterway 


© American Painter & 
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$ $ $ Spring Clean-Up Time! 
Special FREE GOODS Deal on 


QUICKEE. 


SPECIALIZED CLEANERS 



















wa we ia BS . 


Handy Tube 


MES OPES 





Nees .9 
Sages: 


> STaTIC-FREE ss 
* wall tile cleane! 
., and polisher Jy 
* 8+ Vinyls Metal and 





when you 
order 12 


That's right! With every order of a dozen of any of 
these fast-selling Quickee Specialized Cleaners, you 
get the 12th one FREE. Offer ends May 29 and includes 
sizes shown above only. Stock up now for bigger 
profits this spring! 


PRE-SELLING FOR YOU... 
Quickee’s 1959 ad campaign is reaching and 


pre-selling your customers right through the year via 
TV, Magazines, Newspapers, Radio. 


f 


e', 
Stain rem?" 


tum e viry 


1 Ib, can 


Order from your supplier NOW — or 
Write for Catalog and Full Details. Dept. HA 
y) Your “’Q” to Clean-Up Profits! 





~<5= QUICKEE PRODUCTS, INC. » YONKERS, N. Y. 
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THE MACHINE THAT STARTLED THE INDUSTRY! 


UTOMATIC “CUSTOM BLENDING’ 
AT HALF THE COST! 


Three-stage light duplicates incandes- 
cent, fluorescent and daylight for per- 
fect color matching! 


Brilliant, new, full-spectrum 
range of colors using 10 basic 
colorants in latex, alkyd or oil 
base finishes. 


High strength colorants made 
and guaranteed by Sapolin for 
exceptional stability and true 
match! No skinning! No need 


Extreme ease of operation— for continuous agitating! 


simple, efficient —single-setting 
dial eliminates costly mixing 


errors! ; 
Wheel-around, storage cabinet 


base! Requires no shelf or 
counter space! Just plug into 


Illuminated color-in-motion wall outlet. 


panel identifies the Sapolin 

FASHION COLOR Blender, 

makes it an exciting center of | i 

attention and interest in your ; EXTRA COLORANT PROFITS! 


exclusive Sapolin FASHION : Actually the Sapolin Blender costs the 
COLOR Center! _ dealer nothing! All costs on the machine 
are more than paid for by the profits on 
the moderately priced bulk colorants. 


Inquire today by mail, wire or telephone! 


PAINTS INC. 


205 East 42 Street, New York 17, New York 


“_ 
& 


‘ 
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CONFIDENCE 
-t~- * o 


(R) Sapolin and Fashion Color registered UNEXCELLED COLOR MERCHANDISING AIDS —room visual- 


BRAND 
NAMES trademarks U. S. Pat. Off. 


izers, take-home cards, window ads, etc.—all designed by 
Sapolin for Sapolin dealers only! 
Want more facts? Circle 178, p. 153 
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Here's your best Duy 


PITTSBURGH'S 


‘RAYLON 


PAINT BRUSHES 


OUTWEARS 


MOORE and MORE of 
what you're looking for 


.. » PROFITS 


\ ae i 


RRs 





Here’s just one of the 
profitable assortments 
that bring you MORE 
COLORFUL SELF-SERVICE 195B RAYLON 
BRUSH ASSORTMENT CONTAINS: 


24-2” Royal Vesta, Flat Varnish 
9 -3” Royal Welcome, Flat Wall 
8-4” Royal Wendell, Flat Wall 


PLUS BONUS OF 
12-1” Royal Vesta—FREE 


Retail Price ... $70.14 
Your Cost 
Your Profit... . $31.43 


Gross Profit 44, 8% 








ORDER YOURS TODAY 


@ Call your Pittsburgh salesman 
or write Pittsburgh Plate Glass 
Co., Brush Div., 3221 Frederick 
Ave., Baltimore 29, Maryland. 


Made and GUARANTEED by PITTSBURGH, 


PrP iuti:4? 2232 70 2. ae ai ae 


\\ Offers You. 


' 








MORE advertising! TV’s outstanding 
salesman brings PPG’s message to 
MORE people with each program... 
Over 28 million viewers, and still 
growing in popularity ... which means 











MORE brand acceptance 
MORE sales, less resistance 


MORE profits, longer gains 











MORE durable, our 
RAYLON 
outwears hog bristle 
3 to I 








. 
ee 





¥ PAORE goodwill Kf for any reason a 


RAYLON BRUSH 


is not satisfactory 


for you . we will replace the 


brush without cost. 


because they 


_ fully MORE_ vir. Dealer, you 
*GUARANTEED can win a trip for two to 


New York to see the Garry 
Moore TV Show in June. 
Just send your name and 
address to ““PPG Raylon 
3 to 1,” 3221 Frederick 
Ave., Baltimore 29, Md. 


| | } 
Makers of the famous Gold, Stipe BRUSHES That’s all you do! 


et 26 <= —OMP ANY 


























THE MOST VERSATILE! 


Linseed Ol Outside Frouse Pacut 


All through the modern development af protective coatings, 
ever since the original chemical investigations fifty years ago, 
paint people have been looking in two directions, either seeking 
a universal material, or in the opposite way, trying to find 
perfect special materials for this or that particular use. 

The oldest is still the most versatile. Using linseed oil, 
manufacturers make house paints that give the most satisfaction 
in different kinds of applications. 

Its chief qualities are basic: ease of application, 
durability, elasticity, adhesion, compatibility with other 


materials and pigments. 


Customer compliments, no complaints 
When Linseed Oil is in your paints! 
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one of the biggest advertising and merchandising 


programs at the dealer level in the history of the paint 


Tareleriday T-1i fale Meet-Taalel-1le lat MelaMm-) 2-18 Met Foam dalcolelelacelei am dal-Me-laldia— 


year 


builders 


im -)',-to-3(o) *) *) fale Milele] amy diate lo) i Pm Lalo More] al <-lamelty oll e surefire traffic 


a complete line of paints, known for quality for over 200 years 








April and 


YEAR-ROUND 
LOCAL 


that moves paint 
with the speed of 
an EXpress | Spring is bursting ot 


oe are paint profits and 
-\ une B- this exciting program: 
Cannonballing your way is the massau came ‘ Vinyl Wonder-Tones. 
Devoe ‘“‘Train of Events’’...a : mre A one of the biggest lo 
powerhouse of a program carrying | : ; in the paint industry. 
everything you need to become paint 
headquarters in your area. 


On board is one of the biggest 
local advertising and merchandising 
campaigns to hit the paint market: 
promotional material, floor, window, 
and counter displays; and gifts to 
charm the moving spirits behind 
paint purchases, the ladies. And, 
the Devoe “Train of Events”’ is not 
a one-shot, or a two-shot deal; but 
four-campaigns-in-one that keeps 
paint moving like a cat on a stove 
throughout the entire year. 


What else? . aa Aug. and Sept. 


Paints. Devoe quality paints. For 

interiors and exteriors. For walls, a ? H ARVE ST TI Vi F 
woodwork, furniture, floors, porches, a | 

and basements. For siding, shakes, ms 

trim, shutters, masonry, wood, and Devoe helps you capi- 
asbestos-cement shingles. Paints ‘ilies S cadiiatiaall 
that are easy to apply . .. cover more eas eg alize on the riot of new 
area per gallon .. . dry fast... are a: hm colors everywhere out- 
scrubbable...look better...and keep om Se doors. Devoe Vinyl 
looking better longer. Interior paints See Dee, —_ Wonder-Tones head 
that leave no painty odor, no after- Poe oe _fillilssicn the line of profit-mak- 
mess. Paints backed by a reputation a5 . ees es ey ing interior paints. 

for quality that goes back more es ae — 

than 200 years. 
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June and July 


SUMMER PAINT PARTY 


Cash in on another spectacular by 
Devoe. It features a parade of qual- 
ity exterior paints to satisfy every 
need of the homeowner. It’s profit- 
picking time during this big, big 
summertime extravaganza. 





Oct. and Nouv. 


HOLIDAY SPECIAL 


DEVOE Help your customers get their homes 
in shape for the holidays and holiday 


visitors. This time, the accent’s on 
Wonder Spray and Mirrolac to add 
sparkle to your customers’ houses and 
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THE QUALITY LINE! 


...the line with the ‘‘salable difference’’ 





Here’s your opportunity to turn paints into handle the top quality line of paints in the 
profit-makers. ‘To make your paint-selling time field. Painting Contractors...who wish to build 
more productive and more profitable. their own reputation ...turn to Devoe paints. 

‘Turnover will be bigger and faster, because This is your chance to team up with a 
_— have campaign after campaign throughout nationally-known name brand, with over 200 
the year. Season after season, Devoe will pre- 
sell your prospects in your area on you, as the it "rae ' 
paint supply center. You'll profit from every lo tie-in with a fabulous year-round local 
seasonal appeal to paint prospects. paint promotion. 

Moreover, you'll benefit from the repeat Interested? Then don’t wait for the com- 
orders and from the word-of-mouth adver- petition to get the jump on you. Fill out and 
tising of satisfied customers. Because you'll mail this coupon today. 


years of consumer acceptance and recognition. 


Devoe & Raynoids Company, Inc. 905 years of 

P.O. Box 1863, Louisville, Ky. 

| | paint leadership 
Gentlemen: Please send me more information on 


your “Train of Events’’ for 1959. 
NAME 
COMPANY____ ee DEVOE & RAYNOLDS COMPANY, INC. 


Atlanta e Boston e Chicago e Cincinnati 
Dallas e Denver e Los Angeles 
Louisville e New York e Philadelphia 











ADDRESS 
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A new opportunity in... 


paint and sundries selling 


Paint is big and it is getting bigger. It is a logical and profitable 
hardware store item, but you can’t get these profits unless you go 


after this market carefully and intelligently. Here’s why— 


by R. C. Rittenhouse, associate editor 


The paint and sundries market is big and is getting bigger. Your oppor- 
tunity to boost store profits is growing right along with it. 

Whether you look at it from a long or a short term viewpoint, paint and 
sundries are one of your best possibilities for tomorrow’s profits. 

Within the next two years, according to the best authorities, paint sales will 
zoom to a figure 26 percent higher than the paint market of 10 years ago. The 
overall trend in these years has been up and it will continue to climb. 

Last year sales for paint were around $2 billion. That is for paint alone. 
The next 10 years should bring a tremendous opportunity for paint and sun- 
dries sales. But who will sell them? 

Other outlets are eyeing this bulging market and they are going after it 
already. 

Paint is a logical and natural product for a hardware store. It seems to 
fit better in a hardware store, and it is profitable. 

The opportunity for more sales will go to those who prepare for it. What 
is necessary to get this market? 

Your greatest means of reaching a bigger share of your market is to: 


(1) Trade-up to quality. You can give profits a shot in the arm through 
quality items. 


(2) Make your paint department stand out. 


This 1959 Paint & Sundries Merchandising Guide discusses the things you 
must know and do to reach your greatest market potential. You will find ways 
to upgrade sales. Good paint volume results when you follow some simple, 
proven procedures. To get good paint volume you must: 
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@ Sell end results 


Advertise, merchandise, and sell the benefits of good paint and quality 
sundries. 


@ Feature your paint department 


Make your paint department stand out as an individual, specialized section 
in your ads, in your store layout, and in your merchandising. 


@ Make sure your salespeople know their products 


Product knowledge is your best selling tool in the paint department. Price 
is no substitute for informed salesmanship. 


@ Concentrate on boosting sundries sales 


Here is a real opportunity for extra profits, and there is very little real price 
competition here. 


@ Make every attempt to carry full lines in paints, sundries and rental items 


Be sure you can fill all normal requests for everything from shellac to multi- 
colored paints; from putty knives to ladders; from sprayers to drop cloths. 
However, watch your turnover rate and balance these stocks accordingly. 


@ Assign more of your promotion budget to paint 


Paint is your big traffic puller as well as being among your most profitable 
lines. Don’t neglect it. 


@ Try selling paint jobs on credit 


Purchases for a single paint job are getting into higher and higher brackets. 
Credit can help you sell more and higher priced painting items. It is one of 
your best ways to keep more big unit sales in your store. Customers will come 
back for more, too. 


You must be interested 


No store can really sell paint and sundries unless someone in that store is 
interested in paint. There should be at least one employee who knows paint and 
painting problms. 

Every dealer is interested in profits. Quality paint and sundries are among 
the highest profit items in your store. There are very few price lines on your 
sundries counters. As a result you can take a better than average markup 
on most lines. 


Set a aoal for sales 


Paint and sundries represent about 12 percent of the average store’s gross 
sales. Check your gross sales breakdown. If you are about average, try setting 
a goal of 15 percent of gross. If you are above average, set a higher goal 
accordingly. Concentrate on this quota from day to day and watch your fotal 
gross climb. 

You can make profits climb faster by trading up to quality. Quality items in 
every department are moving off the shelves more and more every day. Cus- 
tomers seem to be asking for them in many lines. If any other lines are selling 
better you are not doing a good selling job. 

Try putting a top quality line of, let’s say, paint scrapers in one side of a 
display and put low priced scrapers right next to them. Which do you think 
will sell faster? 

One painting tool maker actually made this test with its own high and low 
lines of tools. The quality line outsold the price line 10 to 1. 

1959 offers you perhaps the biggest paint market potential in years. Each 
family will be spending as much as $40 for paint this vear. Work out your 
sales goals. Carefully plan a concentrated promotion featuring your paint 
department. Then trade-up for higher profits. 
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Color .... 
Built-in paint profit maker 


Color and ease of application are paint’s built-in 
sales pitch for selling end results. And, that’s what 


your customer wants—end results. 


Color sells paint. On the buying side of the counter, women ask for 

Interior paints are bought on the basis of paint by color and ease of application. 
color and ease of application. Outside paint 
sales are also influenced by the trend to color. 
A look at market surveys seem to belie this. 
White is still used for outside trim and walls 
57 percent of the time. However, homeowners 
use outside white because they like the way it 
looks on their homes. In the sense of end re- 
sults then, white is used because it is the color 
that looks best to most homeowners. 

The range of colors inside the home are con- 
siderably more varied and certain groups are 
more popular at a given time than other groups. 

Watch your inventory in this regard. Some 
paint merchandisers say that about 95 percent 
of all paint sales fall in a range of 65 colors. 

Changes in basic color preferences develop 
gradually. You will find that your moderate 
sellers are the colors most likely to go up or 
down quickly in popularity. Check them con- 
stantly for turnover. 





Your best source of such information is the 
shelter magazine. Better Homes & Gardens, 
Good Housekeeping, House Beautiful, Living for 
Young Homemakers, Interiors, American Home 
and others report on color preferences in all 
decorating materials. Assign one of your wo- 
men clerks to follow these magazines and point 
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An impression of comfort around your color bar will help the customer relax and select the color to his 


satisfaction. 
On the selling side of the counter women are well out the color news to you. 
equipped to advise on color for repainting. Speaking of women—they are one of your 
” biggest assets on either side of the counter. 






























On the customers’ side women pick the color 
in three out of four paint purchases, they se- 
lect the brand half the time, and they are paint- 
ing more and more each year. 

On the selling side of the counter women 
make excellent paint sales clerks. Color is the 
language of the home decorator. Women speak 
the language of color. Who else is_ better 
equipped to advise on a _ housewife’s future 
color scheme? 

A quick look at current trends in color shows 
several things. 

Pink is continuing strongly as a_ favorite. 
Peach and apricot are popular for the first 
time in years. 

Yellow is doing well and so are blues and 
greenish blues. 

Your best bet for stability in sales is the 
beige and neutral group. They have been and 
are expected to continue to be forerunners in 
basic color popularity. 

Color is your best salesman. 

Make your store bright and cheery with a 
good paint job. Customers in a good frame of 
mind buy more of everything. Sales make prof- 
its. Quality sales make more profits. 
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To sell-up ... 


Know your market 


To sell quality merchandise you must know who your customers 


are, where they are, when they paint, and how often they 


paint. Then you can plan your promotion for more profit 


with less wasted effort. 


The paint market potential is plenty big. 
Sales can be boosted by an aggressive dealer 
almost at will. 

There are some reasons why your market is 
big no matter where you do business. 

Surveys show that the market hasn’t 
been scratched. 


even 
One study shows that three 
out of four families have done some painting 
in a three year period. Less than half of 
another group have painted the outside of their 
homes in that time. About half of a farm group 
have painted one of their buildings in three 
years. Yet 15 million homes have not 
painted in the past six years. 

A walk around your business neighborhood 
will turn up several buildings in need of paint. 
More buildings will be spotted on closer in- 
spection. 

Your paint market is pliable. You can choke 
it off almost completely by squeezing the paint 
department into a minor role in your store. 
Or, you can mold it into a steady sales-getting 


been 
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flow of traffic. This giant can keep growing in 
proportion to your willingness to push paints 
and sundries. 

The biggest factor in this slip has been the 
lack of aggressive promotion by the paint in- 
dustry, including dealers. This condition is fast 
becoming history. 

Paint industry leaders have been calling for 
more aggressive promotion for many years. 
Recent conventions have heard more insistent 
calls for hard sell right down the distribution 
line. 

Paint and sundries suppliers are stirring up 
the promotion kettle and it has already come to 
a boil. You can expect a lot more material 
It will help you get a big share of your 
market. 

Don’t overlook one thing. 

There has always been quite a bit of material 
available in the past. But, you had to use it 
to get any benefits from it. Your supplier de- 
pends on you to carry his story to customers, 


soon. 











One out of every three homes will be painted this year. A tour of your market area 
will produce plenty of leads on paint prospects, the targets for your paint promotion. 


and even if suppliers double their promotion 
efforts you still have to make the sale. 


How to reach the market 

One good way to get some ideas for selling 
campaigns is to take a look at what has been 
happening. 

A national survey shows that two out of three 
families did some painting within a 12 month 
period ended in June 1958. 

No sharp seasonal pattern shows up in the 
study. It found that interior painting is active 
in all months of the year. The high points run 
from March to June. 

In the same one year period it is found that 
four out of ten families did some outside paint- 
ing. 

Here, again, some painting was done in every 
month of the vear. As you would expect, most 
outside work is done from April to October. 

This year-round pattern, especially for in- 
terior paints, means that paint can be promoted 


any time. Some dealers have already been suc- 
cessful with paint promotions around holidays 
in the fall and winter. 

Note that white is still the overwhelming 
favorite for outside house painting: 53 percent 
of outside walls and 57 percent of all trim is 
done in white. Try putting on a big outside 
white paint sale anytime of the year. 


What's ahead? 

It is always interesting to look ahead to pre- 
dict what the future will hold. 

Here are some facts that will help you get 
a picture of your potential for 1961. 

About 335 million gallons (about $1 billion) 
of paint are expected to be sold in 1961. This 
will be about a seven percent gain over the gal- 
lons sold in 1956. 


Here is why. 


(1) Consumer income is expected to continue 
to rise. The painting cycle gets shorter as in- 
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To sell-up .. . Know your market 


(Continued) 


come rises. In other words, customers paint 
more often when they have more money. 

(2) Do-it-yourself painting has already ex- 
panded with the introduction of latex emulsion 
water-thinned paints. Over two-thirds of paint 
sold is to this group. 

(3) The first of the heavy post-war baby 
crop will come of age in 1961 and establish 
thousands of new households. New households 
will spark an increase in new home construc- 
tion to further add to paint usage. Paint de- 
mand goes up with new construction demands. 


What is your bonus market? 

Your biggest one market for paint and sun- 
dries sales is to do-it-yourselfers. About seven 
out of ten gallons of paint sold are bought by 
these painters. However, in an all out effort 
to reach one segment of your market don’t over- 
look the remaining portion—commercial sales. 
How many of the prospects listed below have 


you contacted in the past year? Write in the 
number of each and score yourself. 
Here is a list of these prospects: 
— Painting contractors 
— Schools 
City departments 
- Building contractors 
Large farms 
Institutions 
— Manufacturers 
Other dealers 
Hotels 
Architects 
Interior decorators 


Total 





Here is a scene that will be repeated up to 5,675,000 separate times between now and June 71. For that is 
the number of privately owned water craft, from runabpouts to auxiliary sailboats. This sailboat, typical of 
millions, will need gallons of marine paint, varnishes, and several types of brushes and sundries before it is 
ready tor water. 
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No matter how many you have, there’s a good 
chance you haven't reached them all. Your tele- 
phone book or vour local Chamber of Commerce 
will provide a list of these prospects. Put them 
into groups by area and then begin your con- 
tacts. 

A thorough, systematic coverage of each by 
direct mail, telephone or personal call will 
eventually pay big dividends. 

se persistent in your promotion to this group 
because here, more than anywhere else, persis- 
tence makes the sale; small at first, then bigger 
and bigger orders. 

Make sure vou are talking to the right man. 
For example, purchasing agents usually approve 
a maintenance purchase at bigger mills, but 
the head painter picks the paint. Get to the 
head painter through the agent. 

Each municipal department usually buys its 


the paint market is expected to be in two years. Note how much of total demand represents 
repainting demand. How much of this potential will you get? Promote quality paint and sundries and get 


own materials. See the head maintenance man. 

Paint has never reached its full market po- 
tential. 

Much can be done by every 
more of his paint market. 

Step up your promotions. 

Highlight your paint and sundries depart- 
ment through promotions, merchandising and 
personal service. 

You will make your sales volume soar if you 
sell-up to quality. 


dealer to reach 


Note: Surveys and estimates on consumer 
paint from Meredith Publishing Co. pub- 
lisher of Better Homes & Gardens and Bet- 
ter Farming. 
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Krom order takers to salesmen 


A little bit of training goes a long way in making 


salesmen out of clerks. How about your paint salesmen? Do 


they sell, or are they order takers? Here is how you 


can convert order takers to salesmen with training. 


A customer who buys paint in your store will 
blame you if the job turns out poorly. Not the 
product, nor his own mistakes, 
saler ... you get the blame. 

This is the most convincing argument there 
is for more paint product knowledge. 

Maybe the customer didn’t follow instruc- 
tions for using it. Nonetheless, you sold him, 
and you are expected to make it right. 

When your salesmen know more about the 
products they sell, you are much less likely to 
lose the repeat business that is the backbone 
of your paint volume. 

With product knowledge as part of each sale, 
customers make fewer mistakes in their do-it- 


nor the whole- 


yourself projects, and they gain respect for 
your advice and the products you sell. 
Learning product knowledge and the best 


ways to use it does not come easy, nor is it 
static. Products and technology change. Learn- 
ing about paint and painting methods is a job 
that is never finished. 

How do you find product knowledge? 

How do you use it to clinch sales? 
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How much does it affect salesmanship? 


First comes basic salesmanship 


Whether your men sell paint, mousetraps, or 
pop-up toasters, they are expected to look and 
behave like salesmen. Clean, neat clothes are 
basic. So is courtesy, and a smile when they 
wait on the trade. 

Somehow, some paint salesmen have got the 
idea that most of their sales come from con- 
tractors who come in to buy without giving 
much thought to personal appearance. These 
salesmen figure they don’t have to dress as well 
or be as thoughtful as the salesman in the 
housewares section. 

Nothing could be further from the truth. 

More than half of present homeowners (in- 
cluding doctors, executives, and white collar 
workers) do their own painting at home. And, 
women have taken up the painting chores in 
many households to become a major factor in 
the paint business. 

















Informal talks in a shirt-sleeve atmosphere are the best way to get your employees’ interest. A relaxed 
gathering like this will go a long way toward building sales through product knowledge. 


Customers like these want courteous, profes- 
sional treatment where they buy paint. They 
won’t tolerate being treated like the neighbor- 
hood handyman. 

The man you assign to sell paint ought to 
be one of your smartest salesmen, not the fel- 
low who doesn’t seem to have the polish to sell 
sporting goods. 


Next comes product knowledge 


The best of products fail when used improp- 
erly. 

There is a comic saying, “When all else fails, 
read the directions.” 

While this is laughable, it’s all too often 
true. Most folks don’t try to read labels, so your 
salesmen must to learn the limits and applica- 
tion of any painting product. 

When a customer asks for enamel, your paint 
salesman should suggest he will first need a 
primer coat. Most labels describe the need for 


a separate primer. Yet, the average paint cus- 
tomer thinks two coats of enamel is equal to 
a primer plus finish coat. This isn’t so, and 
when the job doesn’t suit Mr. Do-it-yourselfer 
he will blame your store. 

Details covering the use of every quality 
paint, painting tool, and surface preparation 
are plainly printed on each product you stock. 
Once studied and learned, these facts become 
part of a successful selling pitch for every 
salesman. 

Similarly, important facts about paints and 
sundries come in every sales brochure and 
product fact-tag. The facts are brief. Usually, 
there are just a few precautionary do’s and 
don’ts. But these few spell the difference be- 
tween professional work and a botched job. 


Make your salesmen read. 


There is seldom a day that doesn't offer a 
few minutes of idle time for it. Those 200 words 
on the back of every paint can are the most im- 
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From order takers to salesmen 


(Continued ) 


portant reading your salesmen can undertake. 
Gradually, these instructions make can sales- 
men experts. 


Make your salesmen listen. 


Each time a paint maker’s salesman calls on 
you, turn your salesmen loose on him to ask 
questions and hear about new products and 
ideas in painting. 


How to power-up sales meetings 


Whether you have one man or many selling 
paint, occasionally you ought to set aside 
some time for a talk. 

Calling for a “talk’”’ sounds a lot less ominous 
than announcing a sales meeting, but it means 
the same thing® 

What do you talk about? 


You discuss a lot of things: comparison 


lt is more fun tor the customer to 


personne! can answer ali their questions on projects. 


ak 
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paint sales figures, ideas for promotions and 
displays to sell more paint or sundries, opinions 
on credit and contract sales, and, always, or- 
dinary gripes that interfere with more efficient 
selling. 

But first, how about the atmosphere for a 
more successful talk? 

How can you improve your sales meetings? 

There are no hard and fast rules, but label- 
ing the gathering as an informal “talk” is a 
step in the right direction. 

Here are some other ideas that have been 
tested and worked: 


@® Have meetings after hours, maybe at your 
home, for complete privacy and relaxation. 


@® Set time limits: an hour, 40 minutes, 80 
minutes, so your men can plan ahead. 


® Serve coffee or sodas. Open bags of pretzels 
or peanuts. This kind of informality encourages 
timid employees to speak up. You’ll never learn 
about problems and _ irritations otherwise. 
Loosen ties and shoelaces. Start the meeting 
with a smile. 


@® Make the meetings wide open, some call it 
brain storming. Ask for opinions and construc- 
tive suggestions as quickly as they come to 
mind. Don’t let the sessions become teacher- 
and-pupil classroom affairs. 


@® Make quick notes of things that seem im- 
portant. Maybe you'll learn there is a need for 
more credit sales, or better quality paint 
brushes. You’ll quickly learn why you are los- 
ing or gaining ground in paint sales. 


@® If you want more lively meetings, invite sup- 
pliers’ salesmen to come, and let your boys tear 
into them. You’ll hear these questions fire 
across the room: “Why don’t you send more 
brochures on that new roof paint?” or “Why 
don’t you lower the price on white house 
paint?” or “Why don’t you put stronger handles 
on your cans?” The upshot will be more interest 
and more product knowledge. 


@® Set a schedule. Have regular sales talks, 
every month or so. Learn what’s happening in 
the paint department when you aren’t on the 
sales floor. 
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Well trained sales people 
can give a convincing sales 
pitch to any customer in- 


cluding professional painters. 


Are demonstrations valuable? 


The aerosol paint salesman was perplexed. 


He sold two hardware dealers with similar 
stores in the same trading area. 
For unknown reasons, Store A had nearly 


double the aerosol paint sales of Store B. 

One Saturday this salesman used his own 
time to visit the stores to find out why. The 
difference was simple. Store A had several cans 
of aerosol paint behind the counter. 

When customer expressed doubts about 
trying push-button paint for the first time, the 
dealer took out a can and quickly sprayed a 
fine, even swath on some scrap board. This five- 


a 


second demonstration got customers to nodding 
their heads, and clinched the sale. 

A store manager was disturbed about declin- 
ing sales of a brand of texture paint. 

Instead of asking his supplier for relief, he 
decided to try an experiment. The manager 
painted up a battered old chest of drawers, 
using several different colors of texture paint. 

The sample was put in the display window, 
and later given a place in the paint department 
for it showed at a glance how fully the paint 
covered bad imperfections in the wood of the 
old chest. This demonstration idea made a sales 
winner of the line. 

Moral? Customers like to see and touch what 
they are buying for the first time. Sometimes 
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color chips and 


enough. 


fancy packaging are not 


How are you fixed for sales clinchers? 


What is a sales clincher? 

[It is a spoken word, or an action, that tips 
the scale when a customer can’t quite decide on 
a purchase. 

A good stock of sales clinchers is the result 
of product knowledge and it is the mark of a 
professional salesman. 

There are many sales clinchers, a different 
one for each situation. 

For example, a customer wants to 
gallon and a quart of flat wall paint for a 
fairly large room. You explain that he may run 
short. (You're sure of it.) You want to sell him 
two gallons. 


buy a 


The customer says, ““Maybe you’re right, but 
I would hate to get stuck with nearly a whole 
gallon if you are wrong.” Logical thinking. 

Sales clincher? You say, “Look, take home 
two gallons and a quart. When you finish with 
the first gallon, you’ll have some idea how well 
it covers. You’ll know whether you need to open 
the quart or the other gallon to finish. You can 
return whichever can you don’t use.” 

Dealers who use this line of reasoning sell 
more paint. 

The customer who has more than ample paint 
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From order takers to salesmen 
(Continued ) 


on hand for a big room tends to lay it on 
thicker. In the case above, the dealer is certain 
the customer will start on the second gallon, 
and most of the time the customers keep the 
extra quart for a closet or touch up job. 

Another example of a sales clincher: “I'd 
like to buy the big 4 in. brush, but I think I will 
economize with a smaller one.” 

Sales clincher? 

“It will take you extra hours to do the same 
amount of work. Is the $1 difference really 
worth so much wasted time?” 

Another clincher: “I'll just take the big paint 
roller. I can finish the corners and edges with 
one of my old trim brushes.” 

Sales clincher? 


“Yes, you can complete the job with a trim 


brush. But this 2 in. trim roller will finish the 
job with the same texture you started, and it 
will allow you more time to do the woodwork.” 

Try this to make your paint salesmen more 
alert on the subject of sales clinchers: Let them 
take turns posing as customers. 

Let each voice familiar objections to higher 
priced items and related sundries. Then let 
the salesman waiting on this “customer” think 
on his feet, and fly right back with convincing 
sales clinchers. 

This much is certain. Every item you sell is 
needed for a purpose. Higher priced lines have 
superior qualities that make them _ higher 
priced. When your salesmen learn why each 
product is needed, or higher priced than others, 
he will have the product knowledge that builds 
more sales. 





Where to get material 


for sales meetings 


To conduct effective sales training sessions 
you need as much information as you can 
get from authorities in the field. Here are 
sources of material and publications to help 
you do a better training job. 


1) Your paint and sundries suppliers 
are the first people you should check for 
material. They know their products and 
how to use them. 


(2) “Hidden Power” a new sales train- 
ing book just off the press. A _ teacher’s 
manual is included. Price $3. Write: 

National Paint, Varnish & Lacquer 
Assn., Inc. 

1500 Rhode Island Ave., N. W. 

Washington 5, D. C. 

This organization also publishes about 
25 booklets covering everything from 
“Painting Hardboard” (price 10¢) to 
“Decorate To Flatter Your Personality” 
(price 15¢; all others 10¢). Available in 
quantity. 

(3) You can get some extra tips on 
brushes with “It’s Easy to Paint With a 
Brush” (bulk price: $10 per thousand) and 
“Tips on Brushes” (price $75 per thous- 
and). Write: 

American Brush Mfrs. Assn. 
1900 Arch St., 
Philadelphia 3, Pa. 


(4) “Do’s & Don’ts of Ladder Safety” 
and “There’s A Right Ladder For Every 
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Job” are both full of important informa- 
tion. One copy of each available free of 
charge. Do’s & Don’ts $12 per thousand. 
There’s a Right Ladder costs 5¢ per copy. 
Write: 

American Ladder Institute 

Suite 2551, 666 Lake Shore Drive 

Chicago 11, Ill. 


(5) You can get a good deal of informa- 
tion from the many management and tech- 
nical publications published by the Small 
Business Administration. “‘Employee Re- 
lations For Small Retailers” is an example. 
To get the price list write: 

Superintendent of Documents 
Government Printing Office 
Washington 25, D. C. 

You can also get this list and the booklets 
from your local office of the U. S. Chamber 
of Commerce. 


(6) This Guide covers a lot of material 
your sales people should know. For copies 
at 25¢ each of the “1959 Paint & Sundries 
Merchandising Guide” write: 

Paint Guide 
Hardware Age 

56th & Chestnut Sts., 
Philadelphia 39, Pa. 
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Neat sundries display helps you sell-up. 


Paint section ratio:} 
CAN YOU TOP IT? 


Most paint section customers need some sundries. 


\paint sales Sl 
sundries sales 75¢ 


Here is the challenge: 


Suggestion selling 


of quality sundries is a sure way to boost your margin of profit. 


Looking for an easy way to boost your paint 
department margin of profit? 

The easiest way is through paint tie-in sales. 
That means giving more sales attention to qual- 
ity sundries. Dollar for dollar, sundries produce 
an excellent return per square foot of sales floor 
display space. 

Set a definite goal for sundries sales. Some 
merchandising experts estimate many hardware 
stores have a sundries sales potential of 75¢ 
for every dollar’s worth of paint sold. 

Consider this sales potential figure, then set 
a goal for your paint department. Maybe you 
will find that 75¢ ratio is not high enough. If 


so, shoot higher; maybe a dollar’s worth of sun- 
dries for every dollar’s worth of paint. Even 
if you do not reach such a goal, your store will 
sell lots of sundries. 

If you are not getting your share of sundries 
sales, check your staff on suggestion selling. If 
tie-in merchandise is not being suggested, then 
take this up at your next sales training meet- 
ing. (See training article in this Guide for tips 
on holding sales training meetings. ) 

The paint department offers about the widest 
range of tie-in sales possibilities. Every paint 


job needs much more than paint. 


For instance, a customer may want to buy a 
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Paint section ratio: paint $1, sundries 75¢ 


(Continued) 


gallon of outside white. He’ll need hand cream, 
thinner, calk, brushes, sandpaper and many 
other sundries. If properly sold the original pur- 
chase of several dollars can mount to $8, $10 
or even $20. 

Tie-in sales are made by asking the right 
questions, 

If you say, “Do you have a brush?” the cus- 
tomer who owns a brush will, of course, say 
“ves.” 

If you say, “Do you have a good, clean 
brush?” he probably will have to say “No.” With 
that question you make an opening for a brush 
sale, and you have an opportunity to sell a better 
quality brush. 

You can also make related sales by inquiring 
about the customer’s plans for preparing the 
job. You can ask him, “Have you scraped or 
sandpapered the surface?” If he says “No,” 
then you can mention why and when it is needed 


and what type of tool and what grade of paper 
would be best for his job. Even if he knows 
about these things it will serve as a reminder 
to him. 


Market potentials 


There are figures available on the market for 
specific sundries and we can get an idea of their 
potential from the following estimates: 

In general, calk manufacturers report the 
potential is one cartridge of calk sold with every 
gallon of paint. That is an overall picture. You 
may not be able to maintain that ratio. It is 
estimated that 30 million cartridges are sold 
each year. If this is reasonably accurate, calk 
sales are far short of their potential on the one 
for one basis. 

There are $20 million dollars worth of wooden 
ladders sold each year. No market figures are 


available on metal ladders. However, keep in 


Cleaning supplies are a profitable tie-in sales item with paints. 


“tot 
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Tie-in builders’ hardware for more profits. 


mind that Sears’ catalog gives a full page to 
metal ladders. An item never gets that much 
attention from Sears unless there is a good mar- 
ket for 

In big ticket items like ladders, product 
knowledge is important. You can’t sell them 
unless you know everything about them. That 
goes for most paint sundries, too. 


Application tools 


About 10 percent of your sundries sales are 
in items to apply paint. Here are brief outlines 
of important sales points on brushes, rollers 
and sprayers. 


Brushes 


There is a type of brush for each type of 
product applied, and for each type of job. The 
right brush goes a long ways towards insur- 
ing a satisfactory job, and if a customer gets 
an unsatisfactory job because your store did 
not sell him the right brushes the customer will 
come back at you. 

For instance, if a customer picks up a sash 
brush and a can of masonry paint, you know 














something is wrong. Tactfully point out that 
there is a right brush for every kind of paint 
and bring out the proper type of brush. 

The feel of a brush goes a long ways in 
making a sale. Let your customers feel brushes, 
read the sales message on carded brushes too, 
and take advantage of feeling as a sales tool. 

Many brush manufacturers suggest trying to 
sell your top quality brush line first. Try say- 
ing “This is the kind of brush professional 
painters use.” This approach will clinch many 
sales. If the customer indicates he wants an- 
other priced brush you can tactfully work down, 
easier than you can work up if you first suggest 
a low-priced brush. 

Also, you can point out the value of investing 
in the best of brushes, cleaning them and re- 
using them. Painting is almost a continuous 
job around the home, to keep up with normal 
maintenance, rather than letting jobs bulk up 
and doing an entire interior and exterior job 
at one time. Your customers are investing in 
top quality hand and power tools, builders’ 
hardware and other lines in your store, so build- 
ing up a stock of quality brushes is a good 
investment, too. 


HARDWARE AGE, March 12, 1959 © 117 











Paint section ratio: paint $1, sundries 75¢ 
(Continued ) 


Rollers 


Rollers also come in a wide range of types and 
fabrics. 

Product knowledge is the key to selling the 
right roller. There are rollers for different types 
of products. And there are rollers for different 
kinds of surfaces, for instance, for smooth walls 
or for rough cement block surface. Also, there 
are rollers for different kinds of areas, such as 
for painting pipe. There are rollers for reach- 
ing high places from the floor, and there are 
different ways to get the paint on the roller. 

The key to a big volume of roller sales is in 
product knowledge, plus knowing what type of 
painting job the customer is about to tackle. 

Your suppliers can help you with product 
knowledge useful for sales training meetings. 
Get out your suppliers’ literature on rollers. Ask 
suppliers’ salesmen to attend your meetings and 
talk about rollers in general and the selling 
points of their line. 

Finding out the customer’s problem is a mat- 
ter of basic salesmanship. Once a _ salesman 
acquires the habit of asking a customer about 
his paint job, then the salesman naturally turns 
to his line of rollers, selects the rollers 
suited for the job at hand and really 
the customer. 


best 
services 


Put your sundries out in a mass display where your 
customers can see them. 
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Sprayers 


The market for paint spray equipment at the 
do-it-yourself level is showing signs of increas- 
ing. Once commercial painters in your area 
begin using sprayers, interest of homeowners 
will be aroused. 

The selling of spray equipment involves two 
major factors. They are: 

Demonstrations, to show customers the tech- 
niques of spraying, to point out the proper use 
and handling of the equipment. Again, product 
knowledge is the key. Salesmen need to know 
the basic facts of application with spray equip- 
ment and the handling of the equipment they 
sell. 

Credit selling, 
comes in 


for spray paint equipment 
the middle big-ticket price range. 
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Small job paint sales 


can boost sundries ratio 
The sundries needed for small jobs 
will probably come to more money 
than the paint itself. Each time you 
sell a small can of paint go over this 
list with your customer. It will re- 
mind him of things he’ll need for 
the job. 


Brushes—round or flat sash brushes or 
artist's brushes 


Thinner 
Strainer 
Crack filler 
Sandpaper 
Steel wool 
Putty knife 
Masking tape 
Undercoat 
Paint remover 


Can opener or screwdriver 
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Tie-in your rental department for more profits. 


Credit selling also includes layaway, as well as 
revolving credit or instalment selling. Many 
customers can afford to pay cash, but a tie-in 
with selling enables you to bring together many 
items into a package deal to get the customer 
started on his paint job. 

Spray equipment is likely to follow the pat- 
tern of power tools and power lawn mowers. 
Once a customer uses spray equipment to paint a 
room, or the exterior of his home, he will find 
other uses such as painting fences, furniture, 
children’s vehicles. 

A sales floor display, plus a demonstration 
area, and a credit program will promote spray- 
ers in your store. 

As illustrated in this article, there are quite 
a few other related items (aside from sundries) 
that can be sold with paint. 

Builders’ hardware is a natural tie-in with 
interior paint sales. No matter how good the 
paint job is any room in the house will still 
look shabby with tarnished or outdated knobs 
or latches. Make an effort to steer your eus- 
tomer’s conversation to the hardware in the 
room and make your point. 

Did you ever think of cleaning supplies in 
connection with paint? 

There is a natural market for them. Every 
time a homeowner paints, his wife is right 
behind him with a mop, cleanser and so on, to 


get the mess cleared away from her bright new 
paint job. When you make a paint sale ask 
if the customer has a clean sponge or wax prod- 
uct to put the finishing touch to her spruce- 
up job. 

Rental items are closely related to many paint 
jobs. 

Paint sprayers, wallpaper steamers and 
torches are directly related to painting. What 
about floor refinishing machines? When you 
rent a machine you can work backwards and 
sell items related to the rental, instead of sell- 
ing the product first and then the rental item. 

You will find a lot of interest in extension 
and A ladders in rentals. Most outside and 
some inside painting jobs suggest a use for one 
of these. 

If your paint department is in the rear of 
your store, try highlighting a paint sundries 
item near the front of the store. Make the 
sundry stand out by displaying a complete set 
of all numbers of the item 

Paint offers many opportunities for related 
selling of merchandise not directly connected 
with your paint section. For instance, house- 
wares, tools, electrical fixtures and equipment 
have some relation to home redecorating. Study 
ways to make a connection between paint and 
other lines. Then your paint department will 
be more important in your overall profit picture. 
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Start a paint credit club... 


With steadily increasing do-it-yourself activity and many 


paints in the higher price per gallon price area, average unit 


sales have climbed into the big-ticket credit range. Will you 


lose paint sales because you don’t promote credit? 


Credit has come of age as a top paint sales 
man. 

Back when quality enamel retailed for $1.10 
a quart and $3.95 a gallon, paint was mostly 
sold for cash. Quantity purchasers who were 
interested in credit were usually the local con- 
tractors, small industry, and farmers with 
many outbuildings. 

This was the era when middle income families 
had household help, and they usually got a con- 
tractor or hired man to do the painting. 

Those days are gone forever. 

In modern middle income homes, you'll seldom 
find maids or hired men. The head of the house 
is a do-it-yourself painter, gardener, and jack 
of most trades. Because he has more leisure 
time than his predecessors, he spends more time 
remodeling. 

Further, today’s homeowner has more to paint. 

Why? 

The trend is back to big families and seven 
and eight room homes. Many homes are still 
being built of frame, and shingled or paneled. 
There are more masonry homes that require 
painting, as opposed to all-brick or fieldstone 
construction. And there is a marked trend to 
painted rooms versus traditional wallpapering. 

In brief: There are more painters, much more 
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to be painted, and higher prices for paint and 
painting equipment in this missile age. This 
adds up to a booming business for dealers who 
promote credit selling. 

Why” 

Besides do-it-yourselfers are people on bud- 
gets. They buy what they want, when they want 
it. Then they budget the repayment to suit 
income. Paint, in modest quantity, has become 
a budget purchase. 

Take an average homeowner. It’s Spring and 
he has the urge to start that redecorating job 
in the living room. He heads for the hardware 
store with a $20 bill in his pocket. 

What will he spend? On the average, Mr. 
Homeowner’s needs will look something like this: 


@ Dropcloth, scraper, patching plaster, and 
other preparation sundries . $2 to $10, de- 
pending on how much leftover material he has 
in the workshop at home. 


@ His walls are already painted and in pretty 
good shape, so he figures on buying one gallon 
of flat or dull gloss wall paint to cover in one 
coat... . $5 to $8 should cover paint, thinner, 
and some turpentine. 


@ The ceiling will take another two quarts of 
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paint at $3 to $4.50. If Mr. Homeowner wants 
to paint the ceiling the same color as the walls, 
he’ll probably buy two gallons of wall paint and 
have some left over for odds and ends. 


@ Then there’s the woodwork. A couple of 
quarts of semi-gloss enamel ought to do the job, 
at $3 to $5. 


@ If a good roller or wall brush and trim 
brushes are needed, figure on several dollars 
more, maybe $5 worth. 


® This do-it-yourselfer will want to shellac the 
floor, reglaze windows, and replace some hard- 
ware, such as light switches. More dollars go 
into the kitty, anywhere from $2 to $20, and 
more if lighting fixtures come into the picture. 


If this homeowner has leftover patching plas- 
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Start a paint credit club, watch sales grow! 
(Continued) 


This wallet-size membership card identities charge SERVICE 
and time-pay customers. 


THIS CARD CERTIFIES THAT 


| YOU GET- 
yRTowN HARDWa” FREE MEMBERSHIP CARD 
~O HAS ACCEPTED Re : ” ” " 
® MERCHANDISE GIFTS 


® FASTER SERVICE, OTHER BENEFITS 


M 


opnes) PAINT NOW-PAY LATER 
PAINT SERVICE CLUB 


Rane ee 


These sample signs build interest when duplicated in your paint department. 


ji2PAINT CREDIT CLUB 


PAINT NOW- PAY LATER e FREE MEMBERSHIP AND GIFTS 





Women buy paint... women like credit 

Each year women have more to say in the field of paint merchandising on 
both sides of the fence. This is quite clear when you note that more than 
56 percent of all trade paint sales are interior finishes. These coatings are 
bought almost exclusively on the basis of color and ease of application. 

It is a well established fact that women select most of the colors, buy most 
of the paint and actually do a large percentage of interior painting. Beyond 
the home, women are behind the increasing demand for a wider selection of 
colors for boats and other sporting items. 

As sales clerks, women are of considerable value because they can talk 
home decorator’s language. 
is a leader in color trends. 


a 
Color is their language, and the paint industry 


Of course, a woman is interested in anything in your housewares and gift- 
wares departments. 

Speaking of traffic, all of your paint customers are good prospects for just 
about anything you have in stock. Men will wander over to the tool depart- 
ment or look at some builders’ hardware. Teenagers can’t resist picking up 
a ball glove. 

You can draw more traffic and sell more merchandise if you make it easy 
and fun for your customers to buy. 
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ter, a ladder, a pretty good brush or roller, and 
other painting aids, he may skimp by on $15 
or so to redecorate the room. 

This is not your average paint customer. 

If your customer is average, he is minus many 
tools and sundries to complete a good painting 
job, and he’ll likely want to replace some hard- 
ware in the room. This customer’s $20 is in- 
adequate. 

At this point, the customer is a prime pros- 
pect for credit. 

Some 40 percent of hardware dealers enjoy 
extra sales through credit in power tools, appli- 
ances, and other items in the over-$20 range. In 
recent years, paint and sundries have risen to 
the limelight as a major credit line, but many 
dealers have yet to recognize this. 

If you doubt that paint sales are big enough 
for credit consideration, spend extra time in 
the paint department. Jot down the amounts of 
average unit sales stemming from paint. 

The average will startle you, and you'll be 
impressed with how many sales start with one 
can of paint and end with an armload of as- 
sorted paint sundries and hardware. These sales 
will get bigger and come easier if you push 
credit. 

If you now offer conventional or revolving 
credit it’s up to you to publicize it for the paint 
department. 

A majority of customers are conditioned to 
paying cash for paint. It’s historical. Yet the 
same customers immediately ask “How much 
down?” when they consider buying a shotgun, 
power mower, or electric drill. 

You have to plant the suggestion that a 
selection of paint can also be bought on credit. 
When you sell this idea, you will sell more items, 
and better quality items to each customer who 
might have pinched pennies for cash. 

You can dramatize the credit aspect of paint 
by starting something similar to a Paint Credit 
Club. The idea behind a club is to build extra 
interest in paint, though credit policies in your 
store remain the same as always. 

These are the only variations: 


@ Customers become eligible to join the Paint 
Credit Club when they make their first purchase 
of $20 or more. 


@ They are given wallet-sized membership 
cards (see illustration) simply because most 
folks like to join clubs, and want cards to prove 
they belong. The cards are also good identifi- 
cation. 


@ Club membership incentive is a free bonus 
offer of a small paint brush, selection of sand- 
paper, or quart of turpentine each time a $20 
purchase is made. 


A sign in the paint department tells the credit 
club story to your trade. Membership cards cost 
pennies. 

If you don’t have a credit plan now, or you 
limit credit sales to other departments, there 
are seve:al types of credit promotions you can 
start to boom paint volume. Here are three 
of many now in use: 


Paint club credit plan No. | 


Promotion theme: “Paint now, pay later.” 

Kind of credit: 30-day charge with seasonal 
extensions. 

How it works: 

Customers who charge a quantity of paint 
(at least $20) in March are billed in April. 
Normally, the account is due for payment at 
once. But under the paint-now-pay-later plan, a 
month’s grace is allowed and the bill is not due 
until May. No service charge is added. This 
plan is effective for major Spring and Fall paint 
promotions. 


Paint club credit plan No. 2 


Promotion theme: “Remodel on a budget.” 

Kind of credit: variable time-pay. 

How it works: 

(1) Purchases up to $50 payable on 30-60-90- 
day basis in equal instalments with no service 
charge. 

(2) Purchases up to $100 payable in 6 equal 
monthly payments, with monthly service charge 
(from % to 1% percent per month on unpaid 
balance). 

(3) Purchases including paint that go above 
$100 are payable in 12 equal monthly instal- 
ments with service charge. 


Paint club credit plan No. 3 

Promotion theme: “25¢ a day pays the way.” 

Kind of credit: revolving account. 

How it works: 

Let your sign or ads read: “Can you pay 
$1.75 a week (25¢ a day) or $7 every four 
weeks? Your credit is good for $85 worth of 
paint and painting tools.”’ 

Under this plan, customers pay $7 each four 
weeks for a year’s total of $91. The $6 differ- 
ence is your service charge, and a bonus profit. 

As customers pay off balance they are re- 
minded that they can add additional items to 
return the balance due to $85. This way, you 
have the same customers adding to accounts 
steadily over the months. 

It’s quite possible that many customers will 
have paid off the full $85 in a year, and still 
have an $85 balance due, for the temptation to 
keep buying things is very strong. 

The lure of only 25¢ a day is strong for fixed- 
income workers, such as pensioners, and others 
whose budgets don’t allow for large cash ex- 
penditures. 
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You sell more 


... With demonstrations 





Dealers who do a profitable job of paint merchandising say 


nothing sells like demonstration, whether it be the use 


of a caulking gun or visits to customers’ homes 


Nothing sells paint and sundries like demon- 
strations. 

That's the opinion of dealers who were asked, 
“Why are your paint sales ahead of last year?” 

What is a demonstration? It is doing, as 
opposed to telling. It is a guaranteed sales 
clincher. 

The Chinese say one picture is worth 1000 
words. That’s what demonstration is, a living 
picture of how to solve a problem. Customers 
are grateful for this service. The result is more 
step-up sales and more repeat business. 

Here are some opinions about demonstrations, 
in the words of dealers who value this way of 
selling: 


Q. How often do you demonstrate to make a 
paint sale? 


A. That’s not easy to answer. Sometimes the 
demonstration is not to make a sale. It’s to pre- 
vent the ill feeling that comes from a botched 
job. 

Some days I have to demonstrate the use of 
a tool or paint to every second customer. Other 
days, demonstrations aren’t needed at all. 

Briefly, I size up each customer by asking 


124 © HARDWARE AGE, March 12, 1959 


him what kind of job he’s going to tackle. If 
the customer seems to know what he is doing, 
I assume that he does. 

On the other hand, if it’s obvious that he is 
trying something he knows little about, I demon- 
strate and try not to embarrass him. 


Q. Would you cite a couple of examples? 


A. Gladly. 

Let’s say a customer picks out a varnish brush 
while he is waiting for service. Then he asks 
for a couple of quarts of flat wall paint. I know 
something is wrong so I ask if the brush and 
the paint are to be used together. 

When the customer admits he’s new to the 
do-it-yourself idea I show him the correct way 
to use the right brush or roller for the job he 
has in mind. In showing him how to use the 
tools maybe I find out he needs crack filler or 
plaster for walls in poor condition. 

No matter what kind of paint I wind up sell- 
ing, I put the can in the paint shaking machine 
for a couple of minutes. I think this demon- 
strates the need for a thorough mixing job to 
get best results. Then I give him a mixing stick 
to use at home, and tell him how to use it. 








This plywood, miniature sample house 
helps do-it-yourselfers plan work and 
view overall painting problems at Piney 
Branch Hardware, Takoma Park, Md. 


I always try to impress customers that I’m 
honestly interested in their problems. This pays 
dividends in tie-in and step up sales, even though 
it’s difficult to do on days when you don’t feel 
up to par. 


Q. What are the most common demonstrations 
you give? 


A. Two come to mind: How to use brushes and 
rollers; and how to use paint remover. 

Most novices think that all you have to do is 
dip a brush or roller deep into the paint, then 
stroke it on until the tool runs dry. I try to 
explain how sloppy application makes a bad job, 
while wasting expensive paint. 

I show them how to dip the brush or roller 
to pick up just enough paint for full strokes, but 
without dripping. I show them how to hold and 
use the tool. Then I explain which thinner to 
use, how to clean the tool, and how to store it. 


A little of this education goes a long way. 

A bad job, no matter who is to blame, means 
a dissatisfied customer. I intend to hold this 
kind of complaint to the minimum. 

With paint removers, as all other products, | 
demonstrate from the container I sell them. 


Customers don’t mind this, and it means | don’t 
take markdowns on my own stock. 

As I demonstrate I suggest items the customer 
might need for a better finished product. 


Q. Do your demonstrations ever take you into 
customers’ homes? 


A. Yes, they do. | wouldn’t call it an everyday 
occurrence, but it happens occasionally. 


Q. In summary, could you estimate the value 
of demonstrations as salesmakers? 


A. You can’t nail down its value in dollars and 
cents, that is certain. 

Demonstrations are an intangible, like a clean 
store and courteous salespeople. This type of 
store does more business than a less considerate 
competitor. 

I’ve shown gains in my paint section just 
about every year since demonstrations were 
started. Many of my steadiest customers for- 
merly bought their paint elsewhere. There is no 
doubt that demonstrations are the reason for 
more new customers, more step-up sales, and 
more repeat business. 
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For steady traffic... 
Highlight your paint department 


When you spotlight your paint department with modern 


lighting and fixtures you draw traffic across the 


store from all the other departments 


Let’s look at paint traffic from a practical 
point of view. 

There are only three sources of paint traffic: 
Advertising and promotion, discussed elsewhere 
in this Guide; customers who come to your store 
on purpose to buy paint; and impulse traffic 


Highlight paint on store fronts, too. 
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Smith's Paint & Hardware, Tacoma, Wash. 
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that you lure into the paint section from other 
sections in the store. 

Increasing in-store impulse traffic is the prob- 
lem. How is it done? 

Paint is usually the last section in the store, 
the rear display wall. Whether it’s a sidewall 
or backwall department in your store, improved 
lighting and newer fixtures will attract bonus 
traffic from front areas. 

Few departments bring in as much steady, 
repeat traffic as paint. Doesn’t it make good 
sense to capitalize on this bellwether depart- 
ment by adding impulse appeal? 

What builds impulse appeal? 

Three things make or break the impulse value 
of your paint department. They are: 

Light; 

Color; 

Fixtures. 

Let’s take them separately. 


Light 


Your paint department needs at least 

















Weed & Co.. Rochester. N.Y. 
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A bright, traffic-building paint department. Ceiling and canopy 
fluorescent lights yield 50 ft-candlepower. Shelving and gondolas 
are matched to the merchandise. 


40 ft candles of light at eye level to permit cus- 
tomers to view color cards and other printed 
material in comfort. About 50 ft candles is 
better still. 

With less light you make customers hunt 
harder for what they want, and they miss some 
merchandise altogether. 

For example, a New England dealer reports 
his sales of certain light shades, of yellow paints 
quadrupled when foot-candlepower was increased 
to the proper level. Previously, his customers 
couldn’t get a good view of the color, and sales 
were off. 

Any licensed engineer or electrician will show 
vou how to compute foot-candlepower and give 
you advice on what you need to improve the 
lighting in your store. 

Briefly, to get 50 ft candles per 100 sq ft (the 
desired level), using 40 watt fluorescent lights, 
you'll need from four to eight standard tubes. 
There is a wide variation because some fixtures 
bounce light off of ceilings, and many have 
metal, plastic or glass diffusers to soften glare. 

If you use a plain fixture with unshielded 


tubes and reflectors to direct light away from 
the ceiling, you'll get by with a minimum num- 
ber of fixtures. The more light you permit to 
bounce off the ceiling, and the more diffusers 
you use to soften glare, the more tubes you 
will need. 

Rules of thumb about light variations are: 

Three times average store light for bright 
enough light around counter and wall shelf 
displays. 

Five times the average light level for show- 
case displays. 

Ten times the normal level for niches and 
spotlights. 

The right amount of light will hang a traffic- 


luring halo around the paint department. And 
traffic means sales. 


Color 

Naturally, you want to economize on lighting 
costs when you brighten the paint section. The 
choice of colors will do this for you, while mak- 
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For steady traffic, highlight your paint department 


ing the paint department as attractive as a paint 
department should be. 

What are the right colors? 
you money? 

The answers lie in the light-reflecting power 
of color. More light reflected from existing fix- 
tures means a brighter department and smaller 
light bill. 

Here is a table of reflection values to help you 
choose color finishes for your paint department: 


How do they save 


Retlection 


Color percentage 
RR ae Seat err: 70-90 
Ivories and creams ............55-71 
TO Se ee 65-70 
i 40-56 
eee ere,” 40-50 
Medium greens ................ 15-30 
ee a a a tae el 15-30 
ee a wet dele 15-20 
EE cen uece wees 15-30 
CO ee 5-10 
Reds, maroons, browns ......... 53-18 
Dn Seah be dnt Reine Geen ceed ee 44 1-4 


As a paint expert, you are supposed to know 
how to paint for best effect in your own store. 
So, make your paint revamping job artistically 
successful. That is, in choosing colors, consider 
the final appearance as well as economy. 

Don’t tolerate garish color combinations, un- 
related textures, or sloppy workmanship. 


Fixtures 

There are two basic considerations in fixture 
building or buying for the paint department. 
They are: 


@ How much space do you need for a minimum 
assortment of sundries, paint, and related lines 
such as wallpaper? Don’t guess. Visit other 
stores. Carry a tape measure and notebook. 
Make notes of fixture and display ideas that 
appeal to you. Find out if you have enough 
space. 


@® Do you plan to carry backup stocks on the 
sales floor? Or will you use a stockroom? 


Paint moves fast. It’s always best to carry 
some backup stock on the salesfloor. It is better 
to take some space from another department, if 
need be, than to skimp on shelves for paint. 

Up-front stocks eliminate much double-han- 
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Your paint tool rental list 


Here is a list of some of the more popu- 


lar tools you can rent to your paint cus- 


tomers to help them with their painting 


projects and to boost your profits. The 


range of rates is based on daily charges 
as reported to HARDWARE AGE by 


dealers around the country. 


Rate 

range 
Drop cloth 75¢-$1 
Edger $1.50-$3.75 
Edger & sander $5-$6 
Sander $3.75-$5 
Disc sander $1.50-$2.50 


Oscillating sander 
Caulking gun 
Extension ladder (25 ft) 


$1 .50-$2.50 


50¢ 


$1.25-$1.50 


Extension ladder (40 ft) $2-$2.50 
Step ladder 50¢-$2 
Electric paint peeler $| 


Extension plank 


$| 


Linoleum roller 50¢$1.50 
Rug shampoo equipment $5-$7.50 
Wallpaper steamer $3-$3.75 
Blow torch 75¢-$| 
Paint sprayer (small) $5-$6 
Floor polisher $1-$2 
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Highlight tool rentals to boost paint traffic 
Most paint jobs require tools 


eel 


hd 


4 
ae 


$ 


Pease | 


[ 









See 








dling and time loss when you’re busy. It’s no 
feat to handle six or eight customers for out- 
side white on a busy Saturday. Does this mean 
six or eight trips to the stock room in your 
store? And while customers become impatient? 
Don’t forget the visual stock control angle. 

Back-up stocks in paint mean deadweight, 
usually lots of it. For this reason, most dealers 
favor specially built wall fixtures to gondolas. 

When you have 12 gallons or 36 quarts of 
paint on a single shelf, you have more than 100 
pounds of concentrated weight. This weight 
will sag or snap ordinary shelving on most 
gondolas or wall fixtures. It pays to spend a 
little more for shelf units designed expressly for 
paint. 

Sometimes you can brace ordinary fixtures 
and make them do for paint. Usually, such 
bracing sacrifices some display space. It’s best 
to specify what you want at the beginning, 
whether you buy fixtures or build your own 
shelves. 

In addition, many dealers miscalculate on 
square footage of needed shelving. 

A 20-in. deep shelf which dealers hope will 
hold four gallon cans deep actually only takes 
three gallons. Or the 10 in.-high shelves figured 
to be big enough for two-high rows of quart 


Highlight paint with decora 
tive trim hardware displays 
to increase unit sales and 
improve paint sections ap 


pearance, 
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This swing-out perforated panel helps increase paint 
display area at F. J. Sauers Hardware, Pottsville, 
Pa. Hinged on one side, a magnetic catch holds 
brush panel firm on the other side. 


Lion Hardware Co., Abilene, Texas 
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For steady traffic, highlight your paint department 


cans only holds a quart and a pint, for the lack 
of % in. 

When these errors occur, they force sizable 
quantities of paint to backroom shelves, and 

vaste space up front. 

When you build or order paint fixtures, mea- 
sure and weigh paint cans beforehand. 

Know what you need in terms of strength and 
































I | 
® 2) 
| | 
> | 
A\F 
Ul ’ 
Me — ‘ 
\ | 
DF } 
“7 if i \it a 
A}P Ke 
4 
en AN 
J 





























130 © HARDWARE ACE, March 12, 1959 


re 


(Continued) 


cubic footage. Then add a little extra to both 
figures as a margin. 

Don’t let a few square inches cost you many 
valuable feet of display space. 

Many wall fixtures and gondolas for paints 
and sundries are built to be adjustable. These 
units let you raise or lower shelves to precisely 
match paint can dimensions. 


Base shelves 


Single 40) wart fluores 


r canopy and underside of wall cabinets. 


are sized for gallons, five across and four deep. Top cabinet holds quarts, pints, 
pints. Open mid section is glass binned for sundries, brushes, rollers. Swinging 


perforated panels give bonus display space for samples of new sundry items, with 


This is an easy-to-build paint department for a smaller store. 
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Long anchor bolts hold top cabinet up securely with 


You can build this complete unit with 2x4 in. and 1x2 in. 


in. plywood shell and shelving. 


upper and lower mounts. 
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Street scene put on by business men and firemen dramatizes begin- 
ning of clean up campaign in Evanston, III. 


Build your market... 
promote a clean up drive 


City-wide clean up campaigns are a natural to help you sell 


more paint and sundries. Get behind one in a behind-the-scenes role 


for the sake of your community, for a bigger margin of profits this year 


A clean up campaign is the best way to stir 
up interest in painting and of increasing the 
total sale of paint in your community. 

Parts of such campaigns are the fix up and 
paint up themes which also stimulate demand 
for hardware store merchandise. 

Such campaigns do the most good for the 
community and for hardware when 
they are: 


dealers 


Operated on a community-wide basis. 
Sponsored by a civic group. 


Set up with a complete program lasting a 
week or longer. 


The clean up-fix up-paint up campaign is an 
established annual event in many cities. The 
campaign also is being extended each year as 
more cities join in the program. A clean up- 
fix up-paint up campaign is just as effective 
in big cities as it is in smaller towns. 

Some dealers may think such a campaign 


smacks too much of commercialism. However, 
every civic enterprise has some commercial 
aspect but the end result benefits the entire 
community. 

A clean up-fix up-paint up campaign cleans 
up unsightly vacant lots, gets rid of fire haz- 
ards around the community, gets needed re- 
pairs done on public and private buildings, and 
adds to property values throughout the com- 
munity. 

Hardware dealers can do their most effective 
work for such a campaign by working through 
established civic or business groups, and thus 
avoid any charge of self-interest or commer- 
cialism. 

The first step is to suggest such a campaign 
to the president of a civic group, or business or 
luncheon group. From there on, the group takes 
over and organizes the entire program. 

A hardware dealer, of course, can 
active in the program. 


remain 


First, he can be an active participant in the 
program by cleaning up-fixing up-painting up 
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Build your market . . . promote a clean up drive 


his store. A store building that needs paint, 
outside or inside, as a poor example for the rest 
of the community. 


Second, he can accept appointment to a work- 
ing committee. It is wise to avoid appointment 
to an executive committee and the chairman- 
ship of an administrative committee. However, 
working as a private indicates a desire to help 
out with the program, without placing the 
dealer in the spotlight. 


A campaign has three distinct spheres of 
operation. 

First, there is the setting up of the program 
so the objectives become known throughout 
the community. The interest and active support 
of all parts of the community are enlisted and 
brought into the overall program. 

Second, there are the activities of the cam- 


(Continued ) 


paign, arranged as an example to the commu- 
nity. 

Third, there is the publicity given these ac- 
tivities, to stir up the competitive spirit of 
getting jobs done better and faster, and to 
encourage laggards in the community to join 
in the project. 

Campaign activities can be arranged to bring 
various groups into the program and to spot- 
light specific community needs. 

For example, parks and other public areas 
can be assigned Boy Scout groups. Object: 
clean them up. Reward: realization of a civic 
job well done, plus some award for Scout head- 
quarters for the group doing the best job. 

Of course some of the paint, and clean up 
and fix up merchandise sold during and right 
after a campaign is business that would have 
come to your store without the campaign. How- 
ever, a strong campaign early in the season 
sets up extra demand that makes the market 
bigger than normal for many months. 


How to organize a clean up-paint up campaign 


Here are the key points to organizing 
a successful clean up-fix up-paint up 
campaign in your community: 


(1) Present your idea to the presi- 
dent of your local civic, business or 
luncheon group. Do not go into de- 
tails. Suggest the campaign, depict 
the broad outlines of your thinking, 
play up the end results of improved 
community spirit, a clean, safer, more 
valuable city. 


(2) Write to the National Clean Up- 
Paint Up- Fix Up Bureau, 1500 Rhode 
Island Ave., N. W., Washington 5, 
D. C. Ask for all the information 
available on how to put on a cam- 
paign. 


(3) Paint up, fix up, and clean up 
your store. If you have neglected your 
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store building it is wise to do this 
quite early. Otherwise, do it at the 
start of the program as one of the 
organized activities of the campaign. 


(4) Accept appointment, and be ac- 
tive, on any working committee. Avoid 
appointment to an executive commit- 
tee or any other place in the spot- 
light. 


(5) Be willing to donate merchandise 
as awards for any competitive work. 
Do this as part of the campaign, not 
as an individual store activity. 


(6) Keep a watchful eye, behind the 
scenes, on the entire program. Be 
sure that it is thoroughly organized, 
that enough activities are arranged to 
generate news each day, that the cam- 
paign is going off on schedule. 


Want more facts? Circle 182, p. 153 > 
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exclusive sales features 


STaleat-ifeial—reo me OLUr-lita’s 
Service, Dependability 


1/B mc- meee mameren 


GERING 


OuUrER TRENeT™ G. CGB wood 
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NEW! NYLON TIRE-CORD a 
REINFORCED GARDEN HOSE 








EXCLUSIVE! NEW 
AWARD-WINNING HOSE LABELS 


Catch the eye and convince the customer! G R | GARDEN QUEEN 
Presented 1958 Grand Award for Inform- ae 

ative Labeling by The Society of the se oe" 
Plastics Industry! eas 


‘excLusive 


L. P. A. combined with the finest quality 

REDIENT raw materials at initial stages of manufac- 
ING ture means you can talk, sell top-quality 
hose always! Another plus selling factor for 


the famous Mirror Finish Gering lines! 
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| THE PUSH IS ON...THE PROFIT !IS BIG 
| GET YOUR SHARE -- ORDER TODAY! Gering Products, Inc., Kenilworth, N. J 
| 





A brand for every need — GERING » MERCURY +. GARDEN QUEEN «+ THRIFT LINE «+ GERING DELUXE 
* Garden Hose «+ 3-tube Sprinklers » Single Tube Soaker-Sprinklers 





LUSTRE LINE PRODUCTS 


MANUFACTURERS OF QUALITY ALUMINUM PRODUCTS 
LOWEST PRICES EVER! —— NO. 435 THRESHOLD 


Corrugated Aluminum Threshold 

Finest Quality Extruded Aluminum 

Eliminates Drafts, Water Seepage, Insects, etc. 
For Either Inswinging or Outswinging Doors 
Standard Lengths 32, 36, 48, and 72 Inches 
Individually Packed | Per Plastic Pack With 


Screws 
32 inch $2.12 Retail 


NO. 350 THRESHOLD 

Vinyl Insert Threshold 

Finest Quality Extruded Aluminum 

Eliminates Drafts, Water Seepage, Insects, etc. 
For Either Inswinging or Outswinging Doors 
Standard Lengths 32, 36, 48, and 72 Inches 
Individually Packed | Per Plastic Pack With 


Screws 
36 inch $2.20 Retail 











NO. 37 DOOR SWEEPS 


Extruded Aluminum and Vinyl Door Sweeps 37 Inches Long—Elongated Holes for Simple Adjustment—Vinyl Locked in Full Length of Strip— 


45¢ Retail 
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SCREEN AND STORM DOOR CRASH CHAINS 
ae a op Gp Gp — nN 


NO. 300 PUSH BAR GUARD 


w FI 
ush Mount 
Anodized Extruded Aluminum $3.99 








Protects Glass and Screen from Damage iI 
Adjustable to Fit Doors Up to 42'' Wide Reta 


4'/."' Overall Width, |"' Wide Brackets, 
%'' Diam. Tubes 
i Packed | Per Box With Installation Screws 
No. 112 
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No. 113 


DOUBLE AND SINGLE 

DOOR CRASH CHAINS 
Restricts Over Opening of Door 
Prevents Wind Damage to Glass and Screen NO. 200 PUSH BAR GUARD 


Bright Zinc Plated to Prevent Rust 
: Offset $3 99 

P ° 
Packed in Clear Plastic Polyethylene Bags Pea ag ee a er 


o 
° Protects Glass and Screen from Damage Retail 
37¢ Retail Adjustable to Fit Doors Up to 42'' Wide 


534" Overall Width, I"' Wide 8rackets, 
% ‘'Diam. Tubes LUSTRE-LINE 
Packed | Per Box With Installation Screws GRILLES 
THRESHOLDS 
PUSH BARS 
Sold only through Jobbers DOOR CHAINS 
DOOR SWEEPS 
CAULKING GUNS 
CAULKING 


LUSTRE LINE PRODUCTS 53 NORTH 2nd ST., PHILA. 6, PA. 
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For Complete Catalog and Name of Nearest Jobber Write: 
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* Garden Hose « 3-tube Sprinklers « Single Tube 


for profitable, volume sales sell the 


FOR HOME USE: 
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6 Profitable reasons why: 


THE GIBSON-HOMANS COMPANY 

2366 WOODHILL ROAD « CLEVELAND 6, O. 
Factories: Conyers, Ga. * Matawan, N. J. « Richmond, Col. 
Portland, Oregon « Cleveland, Ohio 





Easy does it! 


H & A Rope is 
Easy to Stock 
Easy to Display 
Easy to Sell 


H & A “Blue Heart” Manila and “Red Heart” Sisal ropes are 
measure-marked for your convenience and packaged for attrac- 
tive display and easy storage. 


° Y . 
: a a 


But that’s not enough. 
If & A takes the additional step to make sure your sales will 
increase year after year by manufacturing rope for you under 
a process that guarantees these two important characteristics. 

1. Great tensile strength—assurance of an extra margin of 

safety and life. 

2. “Live Action” that gives H & A rope a feel of quality, 

greater flexibility, freedom from kinking and ease of handling. 
In the production of “Blue Heart” Manila and “Red Heart” Sisal 
ropes, accurate, electronic controls assure maximum uniformity. 
Amazing strength and flexibility result from the use of an ex- 
clusive H & A research proved lubricant which also protects the 
rope against moisture and weather. The result—a rope that 
dealers everywhere have labeled as the rope which is easy to 
stock, display and sell in volume. 
Ask your jobber to supply H & A rope on your next order. It’s 
available in sizes and in cartons and coils to fit your requirements. 
Full Line Cordage Service 
For cordage requirements make Hooven & Allison your one-stop 
source of supply. H & A Jute and Sisal Twines, Polyethylene and 
Nylon Rope, Starter Cords and Oakum and Jute Packings, attrac- 
tively packaged to sell, are available in sizes and put-ups to fit 
your requirements. Distributed through leading jobbers every- 
where. Buy these H & A Products, and you Buy the Finest! 
FREE! Write H & A for your free copy of Ropelore. This big new 
book is full of information on knots, splicing, manufacture, use 


and care of rope. 


THE HOOVEN & ALLISON COMPANY 
Spinners of Fine Cordage Since 1869 


Xenia, Ohio 
Branches—Kansas City, Omaha, Minneapolis 
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FREE! the Servi-Rak Mer- 
chandiser illustrated above 
is furnished at no charge 
with the purchase of a small 
assortment of Manila or 
Sisal rope spools. It's com- 
pact, displays three popular 
sizes, speeds up rope sale. 
Increases profit. Write for 
descriptive literature. 





Spinners of 


Fine Cordage 


Since 1869 





Buying Check List 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 153, and mail. 


HARDWARE AGE BUYING CHECK LIST 


Here is a quick Check List of items described in the following pages 


_| Masking tape display rack 
) Builders’ hardware island 
') Electric opener for cans 
[) Bowrake with 5 ft handle 
[) Aerosol tree wound dressing 
|] Paste form rubber repairer 
| 4 improved kitchen mats 
| Kitchen accessories set 
| 57 cabinet hardware items 
] Ash-handled rotary edger 
| Nozzle assortment display 
] Self service rope display 
Crab grass and pest killer 
Improved household bulb 
Screwdriver merchandiser 
|} Catalog on hooks, kits 
] Files in 4 sizes, 3 shapes 
| Free tap, die price service 
| Dual purpose tools on cards 
| Carded files in free rack 
) 62 ## redwood arbor 
Brush cleaner merchandiser 
18 in. power reel mower 
Floor finish wood samples 
Disposable outdoor torches 
Root feeder unit for trees 
} Garden hose dial nozzle 
|} Casters with 2 in. wheel 


] Lightweight escape ladder 
} Submersible pump bulletin 
[] Snack and dip bowl set 
| Improved fluorescent lamp 
[] New magnetic fly reel 
| C-clamps with deep throats 
[] Sponge head fountain brush 
| 8 in. long nose plier 
[] Sleds with chrome bumpers 
'} Rack for rust preventive 
[] Magnetic cabinet catches 
[] Balicock shank extender 
[} Chrome and copper cieaner 
[] Ready-packed metal flashing 
[] Picnic table cover clips 
"] Illustrated pump catalog 
') Dog chains in poly bags 
') Counter display for tools 
') Aluminum clothesline pulley 
~ Water paint set in tubes 
[) Versatile corpenter's tools 
[] 24-pe beverage glass set 
[) Paint-removing torch set 
') Steel patio umbrella table 
[) 52 qt aluminum ice-chest 
[) Shish-kabob skewer pack 
') Duster-buffer combination 
) Rust remover and cleaner 
| Lantern posts with outlets [ Attachable balustrade legs 
|] Tile crack sealer package [) Turnbuckle display fixture 
] Upholstered cricket rocker [) Strong, porous peat pots 
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BUYING CHECK LIST. 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item | 
Masking tape display rack 


Only 2% sq ft of counter space is 
needed to hold this display rack for 


merchandising dispenser rolls of 
Bear masking tape. Ten double- 
hooks on four tiers hold 48 rolls of 
masking tape in three popular sizes 
and lengths. A _ pressure-sensitive 
label on the back of the _ rack’s 
bright four-colored lithographed 
metal sign provides installation and 
stock control instructions. Behr- 
Manning Co. Div., Norton Co., 
Dept. HA, Troy, N. Y. 


Item 2 


Builders’ hardware island 

Just 8 sq ft of floor space gives 
you complete display and_ stock 
facilities for 88 builders’ hardware 
items with the No. 100 merchan- 
diser. Compact unit combines three 
step-shelves for storage with a 
28x48 in. (each side) perforated- 
panel display top. Display area 
holds 88 items individually packed 
in clear plastic bags. All-wood 


Mi ig 


#% National * 
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merchandiser is finished in spatter 
paint and hard maple. Additional 
center and top shelves show mount- 
ed samples. Unit comes with hooks 
that hold six bags each. It stresses 
visual stock control and 
sales. National Mfg. Co.., 
HA, Sterling, Ill. 


related 
Dept. 


Item 3 


Electric opener for cans 
Dazey’s electric can opener han- 
dies round, square and oval size 





Fea- 
automatic shut-off, 
push button control for automatic 
opening and a magnetic lid-lifter. 
The opener holds the can _ until 
manually released. Comes with a 
cord storage compartment and a 
handle for easy moving. 


cans and large juice cans. 
tures are an 


Grease- 
sealed cutting wheel leaves safety- 
edge rim. Lists for $27.95. Dazey 
Corp., Dept. HA, 4301 Warne, St. 
Louis £ Mo. 


Item 4 


Bowrake with 5 ft handle 

This Good Earth BR-15 bow 
rake has 15 curved teeth formed 
on a 15 in. wide head. The teeth 
are 2%, in. long. The one-piece 
head is finished in rich blue and is 
locked firmly into the weather- 
proof-finished, 5 ft natural hard- 
wood handle by an alloy tool-steel 
tang. A heavy-duty nickel-plated 
ferrule, riveted through handle 
and head, provides eye-appeal and 


added strength. Packed six to a 
bundle. Great Neck Saw Mfgq 
Dept. HA, Mineola, L. 1... N. Y 


Item 5 


Aerosol tree wound dressing 
Antrol tree wound dressing is 
now packaged in a handy push-but- 
ton can available at a popular price. 
The new aerosol spray comes in a 
5 oz container for 89¢. This spray 
is effective on shade, ornamental 
and fruit trees and woody ever- 


greens like laurel and rhododen- 
dron. Boyle-Midway Inc., Dept. 
HA, 22 E. 40th St., New York, 
N. Y. 


Item 6 


Paste form rubber repairer 


Devcon Rubber in paste form for 
permanent repair work comes in a 
squeeze-type applicator, ready for 
immediate use. It dries and sets 
into longlasting, pliant, elastic 
rubber. This paste can be used in 
caulking, insulating, sealing and 
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waterproofing and bonds to rub- 
ber, metal, glass, plastic, 
porcelain and fabric. The product 
has high tensile strength and re- 


wood, 





sists weather, oil and chemicals. 
Recommended price is 98¢. Devcon 
Corp., Dept. HA, 400 Endicott St., 
Danvers, Mass. 


Item 7 


4 improved kitchen mats 
These four Rubbermaid items, a 
drainer tray, stove mat, sink liner 


mat, each in two sizes, and sink di- 


- 


vider mat, are completely rede- 
signed. High side rims that are to 
the drain edge are featured in the 
drainer trays which retail at $2.69 
in the 164%, x 16°%4 in. size and at 
$3.29 in the 184%, x 21% in. size. 
The sink mats retail at $1.29 and 
$1.69. The stove mat sells for $2.29 
and $2.49. The sink divider mat is 
priced at $1.49. All of these mats 
come in five colors. Rubbermaid 
Inc., Dept. HA, 1201 E. Bowman 
St., Wooster, Ohio. 


Deal C 200 with everything to set 
up on dealer’s own fixtures lists 
for $196 and costs the dealer 
$117.60. Deal C 202 includes C 200 
and a rack at a dealer cost of 
$131.40. List price is $219. Stanley 
Hardware, Stanley Works, 111 Elm 
St., New Britain, Conn. 


Item 8 


Kitchen accessories set 
The Continental line of kitchen 
accessories features a combination 


Item 10 
Ash-handled rotary edger 


True Temper’s new rotary edger 
with a swiveling cutter blade au- 
tomatically adjusts for shearing 
action in either direction. 


of white metal and copper-colored 
trimmings. Included are a 4-pe 
round canister set with stacking 
features, bread box, step-on can, 
3-way paper dispenser and a new 
style oblong tapered waste paper 


; Free 
basket with a 28 qt capacity. Sug- 


running assembly has less friction 
for easier action and adjustable 
cutting tension for all grass types. 
Edger has 4 ft ash handle and 
cross-ribbed rubber wheels. Comes 


gested retail prices are: canisters, 
$2.98; bread box, $1.98; step-on 
can, $3.98; paper dispenser, $3.98; 
and waste basket, $2.29. Conti- 
nental Can Co., Dept. HA, 100 E. 
L2nd St.. New York 17, N. Y. in two-wheel and one-wheel models. 
True Temper Corp., Dept. HA, 
1623 Euclid Ave., Cleveland, Olivo. 


Item 9 


57 cabinet hardware items Item 117 


A new line of 57 selected Stanley 


cabinet hardware items, all individ- Nozzle assortment display 


Nozzle Pac’s compact 12 x 8 x 12 
in. display holds 20 Sherman noz- 
zlies. A cartoon display panel at- 
tracts attention to the assortment. 
Included are five nozzles each of 
the following styles, Gold Label, 


ually packed, features knobs, pulls, 
backplates, hinges and catches. 
These items are ready for mount- 
ing on perforated panel or Stanley’s 
self-service merchandising rack. 
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Diamond, New Jet and Lever Lock. 
The display is worth more than $29 
retail. H. B. Sherman Mfg. Co., 
Dept. HA, 22 Barney St., Battle 
Creek, Mich. 


Item 12 


Self service rope display 


Here’s a self service rope mer- 
chandiser called the Pick-Me-Up. 


It holds 50 and 100 ft coils of Co- 
lumbian Manila rope, already cut 
to measure and ready to be sold. 
The rack is 54% in. high and is 
22 x 22 in. at the base. It occu- 
plies less than 4 sq ft of floor 
space. A smaller model is called 
the Columbian Colpack Rope rack. 
Columbian Rope Co., Dept. HA, 
Auburn, N. Y. 


Item 13 
Crab grass and pest killer 


Pax is a crab grass killer that 
kills the seeds before they can 
germinate. The formulation is a 


c RABGRASs 
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preventive control that keeps kill- 
ing crabgrass seeds that are pres- 
ent in the lawn and also any that 
blow in from other lawns. Pax is 
also an effective soil pest control. 
It kills grubs, ants and most other 
Chickweed and some other 
weeds are also killed by Pax. A 
20-lb bag treats 1000 sq ft, and 
sells for $5.50. A 40-lb bag sells 
for $9.98. Pax Co., Dept. HA, P.O. 
Box 2310, Salt Lake City 10 Utah. 


pests. 


Item 14 
Improved household bulb 


Three major improvements have 
been combined in Westinghouse’s 
standard household light bulb. The 
new bulb is 13 percent smaller but 
produces 6 per cent more light. 
The 100 wt bulb has a new shaped 
Eye Saving style as a result of a 
vertical tungsten filament. No ad- 
ditional electricity is consumed. 
Soft glareless light is radiated 


evenly from the bulb surface. (New 
bulb on left, old on right.) West- 
inghouse Electric Corp., Dept. HA, 
348 Clearfield Ave., Bloomfield, 
N. J. 


Item 15 


Screwdriver merchandiser 

A wire rack display that holds 
popular-priced Super Grip screw- 
drivers is free with the purchase 
of a deal. The B-435 display as- 
sortment features 18 screwdriv- 
ers, three each of the 4 and 6 in. 


Super Grip Mechanics and Electri- 
cians and Genuine Phillips Nos. 1 
and 2 point screwdriver models, 
individually carded and _ pre- 
priced. The rack requires a mini- 
mum of space. Retails for $13.05 
and dealer cost is $8.70. Bridge- 
port Hardware Mfg. Corp., Dept. 
HA, Scholefield St., Bridgeport 8, 
Conn. 


Item 16 


Catalog on hooks, kits 


More than 150 different Handy 
Hooks are illustrated in this new 
catalog. The catalog describes the 
complete line of hooks for use with 
1g and ‘4 in. perforated boards. 
Also illustrated are pre-packaged 
kits for use in home workshops. 
Three assortments for display are 
described. Knape & Vogt Mfg. Co., 
Dept. HA, 658 Richmond Ave., N. 
W., Grand Rapids, Mich. 


Item 17 


Files in 4 sizes, 3 shapes 


Maximum stock removal, smooth 
finish and long life on fileable ma- 
terial are the major advantages 
o”° the new Multi-Kut file added to 
of Red Tang 


ta Simonds line 





UNIVERSAL ALL NEW 
MIAER LINE 


NEW UNIVERSAL 
HAND MIXERS 


In 4 sparkling colors, newly styled and with fa- 
mous Universal quality. Handy 3-speed control 
under your thumb. Powerful 115 watt motor 
never needs oiling. Rests on heel when not in use. 


Only $19.95 


@4 Colors @ Beater Ejector 
@ Nylon Gears @ Unbreakable Body 
@ Lightweight 


NEW UNIVERSAL MIXABLEND 


Super-powered for light or heavy liquids and 
rubber-mounted for vibrationless performance. 
New honed steel blades for top efficiency. All 
new styling makes it a stand-out Universal 
value. Only $39.95 

@ Two-Speed Control 

@ Snap-On Lid With Spout 

@ Heat-Resistant Container 

@ 40-Ounce Capacity 


NEW UNIVERSAL FOOD MIXER 


Strikingly styled in white, grey and gold, it’s 
lightweight, yet extra powered to mix every- 
thing from light frostings to heavy batter. De- 
taches easily from stand for use anywhere. A 
new, big value. Only $44.95 

e@ 12 Full-Power Speeds 

@ Automatic Ejector Bar 

@ Automatic Bowl Positioner 

@ Speed Reference File 

@ Two Heat-Resistant Bowls 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
Want more facts? Circle 187, p. 153 
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files. Available in flat, half-round 
and square shapes and _ four 
lengths 8, 10, 12 and 14 in. The 
new formation chip-breaking 
grooves and varied shapes make 
the Multi-Kut an all-around file. 
Simonds Saw and Steel Co., Dept. 


HA, 470 Main St., Fitchburg, Mass. 


Item 18 


Free tap, die price service 
If vou have an Ace No. 196 Self- 
Seller display (illustrated) for taps 


and dies you will be interested in 
this price service offered by Han- 
son. You can receive the current 
consumer price list on taps and 
dies and immediate notification of 
any price changes in the future. 
Henry L. Hanson Co., Dept. HA, 
25 Union St., Worcester, Mass. 


Item 19 


Dual purpose tools on cards 


These combination 
(top oft 


screwdriver 
illustration) and screw- 
driver hammer set (bottom) are 
now available on cards. The screw- 
driver combination, called the 4 in 
1, is a 6-in, tool with three suc- 
cessively smaller screwdrivers in- 
serted in the handle. They are held 
in place with an anodized red cap. 
All blades are nickel plated tem- 
pered steel and handles are brass. 
The hammer unit, called the 6 in 1, 
also has brass handled screwdriv- 
ers in the handle with cap. The 
hammer has a non-breakable claw 
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AMMER AND 
SCREWDRIVER 
COMBINATION 


head and measures 7°, in. Also 
available in ball peen or tack heads. 
These tools can also be ordered 
Mig. Co., 
Dept. HA, 315 BF. Marion St., Lan- 


caster, Pa. 


loose in cartons. (;a 


Item 20 


Carded files in free rack 

Popular sizes of Nicholson and 
Black Diamond files are now skin- 
packaged on cards. They come in 
assortments on a free display rack 
(NH48 or BD48) which stands on 
a counter or can be hung on a wall. 


Kach file is now fitted with a color- 
ful plastic handle. Nicholson File 
C'o., Dept. HA, 23 Acorn St., Provi- 
de HCE, R. I. 


Item 21 


62 ft redwood arbor 
Live Modern is the styling theme 
of this California redwood garden 


arbor. The roof has a box-silhou- 


ette effect and the sides are covered 
with a patio weave lattice. The 
arbor is in individual cartons, pre- 
assembled in four units which bolt 
together. It is 2 ft deep by 5 ft 
wide and is 6'» ft high. Suggested 
retail price is $24.95. Concord 
Woodworking Co., Dept. HA, 10 
Beharrell St., West Concord, Mass. 


Item 22 


Brush cleaner merchandiser 
Here is an eye-catching new dis- 


play carton for Kwik’s_ liquid 


brush cleaner. The green and blue 
carton holds 6 qt and 6 pt of the 
cleaner, plus a supply of instruc- 
tions. The carton is free with the 
purchase of its contents. Chemical 
Products Co., Dept. HA, PO Box 
111. Aberdeen, Md. 


Item 23 


18 in. power reel mower 

An 18 in. power reel mower fea- 
turing independent drive system 
for the reel and the wheels, has 
been added to the Yard-Man line. 
Easier trimming and control under 
shrubs, around flower beds and in 
tight corners is possible with Model 








bring im new sales today ... 
with the SHOWCASE of TOMORROW 


A COMPLETE ELECTRICAL DEPARTMENT FROM A 
FUSE PLUG TO A LIGHTING FIXTURE IN ONLY 8 FEET 


Designed by Progress Manufacturing Co., the display 
merchandiser uses only the ‘free air’’ above your 
existing electrical products counter, adaptable to 
almost any counter arrangement. The DR-48 display 
puts you in the replacement fixture business, a market 
that annually accounts for many millions of dollars 
in sales. Supported by promotion campaigns and 
Utility Company support you can now get your share 
of these sales to the more than forty million homes in 
this country that have inadequate or obsolete fixtures. 


PROGRESS 
MANUFACTURING COMPANY, INC. 
Philadelphia 34, Pa. 


Mi orld’s largest producers of lighting fixtures and related electrical products 


THE DR-48 DISPLAY MERCHANDISER is an attractive 
redwood 4’'x8' canopy which accommodates up to 32 assorted Progress 
ceiling fixtures. A 4° metal pegboard center frame hoids Progress wall 
brackets and door chimes. All units are completely prewired and include 
switches. Four 6 uprights, adaptable to almost any counter arrangement, 
support and tie-in the entire display. 


For full information see your nearest Progress distributor, or mail this 
coupon. 


PROGRESS MANUFACTURING COMPANY 
Dept. HA-3, Philadelphia 34, Pa. 


Please send me complete information on DR-48, SHOWCASE OF TOMORROW 
Please send me the name and address of nearest Progress distributor. 


My Name 
CO. NAME 


ADDRESS___ 


Want more facts? Circle 188, p. 153 
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YOU SELL THE 
WORLD'S FINEST! 


when you sell 





SCRAPERS 


SELL QUALITY! 
INCREASE VOLUME! 
BOOST PROFITS! 


The finest Putty Knives and Scrapers 
in the world! Guaranteed Forever! 
Quality packaged on black and 
gold cards! Displayed on sales- 
building FREE Racks! 


@ QUALITY plus — for 
tomer appeal. 


@ FINEST HIGH-CARBON CUTLERY STEEL — 
stiff or flexible for different jobs and tastes. 


@ "GRANITE WOOD" 
HANDLES — hard- 
wood veneer with new 
formula resin, heat 
compressed to gran- 
ite hardness. Nof 
cvailable elsewhere! 


@ FREE ‘'SELF-SELL- 
ING" DISPLAY RACK 
with ‘‘demand-bal- 
anced’ assortment of 
“best sellers.’ 

HAVE YOUR JOBBER 
DELIVER THIS 
M-3 ASSORTMENT 

9 ea. 114” “'S’’ Putty Knives 

9 ea. 11%” “E"’ Putty Knives 

6 ea. 3” ‘'S’’ Scrapers 

6 ea. 3” “E’’ Scrapers 











"sell-on-sight"’ cus- 






only $34.20 LIST. FULL PROFIT 


clele}s)i 5 Mee) ) i 7-1. bf 


ANTRIM, NEW HAMPSHIRE 
Want more facts? Circle 189, p. 153 
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1060. Throttle adjustments are lo- 
cated on the handles. Hi-Lo cutting 
height adjustments range from '% 
to 2'% in. The unit is powered by a 
2 hp engine with recoil starter. 
Yard-Man, Inc., Dept. HA, 1410 
West Ganson St., Jackson, Mich. 


Item 24 


Floor finish wood samples 
A silent salesman for Parks 
Kote and Parks Wood Seal, this 





window or counter display demon- 
strates the long-lasting luster of 
this product on actual pine, oak 
and maple flooring samples. The 
display is available to jobbers and 
retailers who are handling these 
products. Park Co., Dept. HA, Fall 
River, Mass. 


Item 25 


Disposable outdoor torches 
Redi-Torch, a new _ disposable 

lawn and patio torch holds a 4-6 

hour supply (12 oz) of burning 






















fluid. A fiber carrier containing 
six cans of torch-burning fluid, six 
wicks and two graceful 5 ft stand- 
ards are sold as a unit. After in- 
serting a wick, the can or torch 
head, is set in the spiral holder. 
Each torch head is replaced after 
it has burned out. Units sell for 





$3.98. Comes in self service dis- 
play shown. Harrison Oil Spccial- 
ties, Inc., Dept HA, 4267 N. Port 


Washington Rd., Milwaukee 12, 
Wis. 
Item 26 
Root feeder unit for trees 
A new model Ross root feeder 


for pre-measured feeding of trees, 
roses, shrubs and flowers, attaches 
to a garden hose. Highly concen- 
trated Ross plant food cartridges 
in solution are taken right to the 
feeder The new model has 
an enlarged cartridge chamber to 
hold up to three cartridges at one 
filling. Feeds easier and faster and 
doesn’t burn roots or foliage. Units 
include the root feeder, a free box 


roots. 





of 12 all-purpose plant food car- 
tridges and an instruction booklet 
for $6.98. Ross Daniel, Inc., Dept. 
HA, 207 Court Ave., Des Moines 9, 
Towa. 


Item 27 


Garden hose dial nozzle 


The new Franklin Dialomatic 
garden hose nozzle doesn’t have a 
lever and requires no squeezing. 
The user dials any spray he wants. 
The comfortable, shaped grip 
makes lawn sprinkling easy. The 
gun-type nozzle must be closed 
gradually. There is no risk of 
bursting the hose or cracking wa- 
ter pipes. It is made of rustproof 





metal and brass and is chrome- 
plated. Franklin Metal & Rubber 
Co., Dept. HA, Jacksonville Rd., 
Hatboro, Pa. 


Item 28 


Casters with 2 in. wheel 

Latest addition to Bassick’s line 
of carded casters are No. 9429 
SCNE models with 2 in. clear sty- 
rene wheel, nickel finish and stem 
construction. Cribs, playpens, bas- 
sinets, strollers, tea tables and 
serving tables can be fitted with 


















after 


6O 


years 
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one of your best 
“bread-and-b " Ge 
read-and-butter Ges 

* 

profit-makers! 


Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 





NAA AA | 


y KESTER © 
m SOLDER 


temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away copies today ! 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue @ Chicago 39, Illinois 
ae Newark 5, New Jersey ® Brantford, Canada 
Want more facts? Circle 190, p. 153 
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casters, 


forated 


Can be displayed on per- 
panels or in glass bins. 
Cards contain easy application in- 


structions and suggested uses. 


Bassick Co., Dept. HA, 3045 Fair- 
field Ave., Bridgeport, Conn. 
Item 29 


Lantern posts with outlets 


The Progress line of outdoor 

lanterns now 
with electrical 
These outlets can be 


posts and come 


equipped outlets. 


used for con- 





electric 


television sets. 


necting 
cooking equipment and small appli- 
Elec- 
hedge 
cutters and other equipment can 
with these outlets. The 
lanterns come in a combination of 
13 different designs and two styles 
of posts. Progress Mfq. Co., Dept. 
HHA, Castor Ave. and Tulip St., 
Philadelphia 34, Pa. 


ances on the patio and lawn. 


tric lawn mowers, edgers, 


be used 


Item 30 


Tile crack sealer package 


Tile-N-Tub crack sealer is a new 
water-mix powdered plastic com- 
pound for filling unsightly cracks 
which appear between tile and tub, 
sink and shower. This plastic com- 
pound forms a tight seal, bonds 
firmly to both the tile and the tub. 
It is sanitary, waterproof, 
and doesn’t crumble. 


white 
Comes with a 
spatula and squeege for easy appli- 
cation. A 12 oz package with tools 
and instructions retails for $1. Wil- 
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hold Products Co. Div., Acorn Ad- 
Dept. HA, 678 Clover 
1, Calif. 


hesives ¢ 'O.. 


Los Angeles 3 


Item 31 


Upholstered cricket rocker 

Here’s a cricket rocker with a 
padded back and seat covered in a 
colonial pattern fabric on an orange 
background accented with blue and 
The hardwood frame 
mellow maple that 
complements the upholstery. The 
seat Is 12 x 14 and 11 in, 


green figures. 
is. finished in 


high, 





Packed one to a carton. Weight, 
7's Ibs. Retails for approximately 
$9.95. South Bend Toy Mfq. Co., 
Dept. HA, 1912 High St., South 
Bend, Ind, 


Item 32 
Lightweight escape ladder 


Even children can use this feath- 
erweight escape ladder in an emer- 
gency. It stows compactly away 


under beds closets. The lad- 





der automatically straightens out 
to full length and locks rigidly into 
secure climbing position when it is 
hooked under a window sill and 
dropped to the ground. A tele- 
scopic device braces the ladder and 
prevents wind sway. These Easy- 
Out ladders are priced by the foot. 
White Metal Rolling and Stamping 
Corp., Dept. H. : 443 Fourth Ave.. 
New York 16, N. Y. 


Item 33 
Submersible pump bulletin 


Here’s a one-sheet bulletin high- 
lighting Deming’s new low-priced 
submersible pump. The two-color 
bulletin describes motor character- 
performance tables, 
parts such as drain fittings, combi- 
nation check valve and union, com- 
bination check and air intake valve. 
The unit’s lightning arrester and 
well caps are described also. Dem- 
Dept. HHA, Salem, Ohio. 


istics, special 


ing Co.,, 


Item 34 
Snack and dip bowl set 


A two-bowl Pyrex brand Cinde- 
rella snack and dip set is mounted 
on a brass-plated holder. The 12 oz 
bowl holds a party dip and the 2! 
at bowl holds the snack. Each set 
comes in an individual gift carton 


























If you want to sell more home building materials, go where 
every page is full of ideas that sell: Better Homes & 
Gardens, the family idea magazine. If you want to make a 
sale there’s nothing so powerful as an idea... and you can’t 
possibly go through an issue of Better Homes & Gardens with- 
out finding innumerable ideas that sell building materials. In 
fact, BH&G’s editors devote more space to building subjects 
than any other major magazine. Does it work? One out of 
five Better Homes & Gardens readers live where more than 
$100 was spent for building materials during a recent year — 
nearly double the non-reader rate! 


During the year 1/3 of America reads 


acho IITA... tre family 





and Ite 
ay qunnnnnennt idea magazine 


Want more facts? Circle 191, p. 153 
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JEFFERSON 


is your 
ONE-STOP SOURCE 
for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry! 






STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 


Industry's Easiest-to- 
Use Catalog places all 
your Fastening needs at 


your fingertips! Large, 
clear listings, helpful ee 
illustrations. Use your \\ 
Jefferson catalog today , 
and every day. Additional y 
8 


copies free on request. 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 


SPring 7-8400 











Want more facts? Circle 192, p. 153 
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Which retails for $3.95. Two 
mounted 1 qt. round casseroles 
with clear glass covers retail for 
$6.95. Two 1% pt opal casseroles 
in a brass-plated serving cradle 
retail for $4.95. Corning Glass 
Vorks, Dept. HA, Consumer Pro- 
duct Div., Corning, N. Y. 


Item 35 


Improved fluorescent lamp 
General Electric’s new, improved 
Power-Groove fluorescent lamp, has 





two rows of indentations, and pro- 
vides high lighting levels. The new 
model produces 15 per cent more 
light than its predecessor and is 
25 percent lighter in weight. It 
percent more electric 
power. Price is the same as previ- 
ous tube. General Electric, Dept. 
HA, Nela Park, Cleveland, Ohio. 


rr 


uses only 7 


Item 36 


New magnetic fly reel 
Johnson’s Magnetic Fly reel is a 
completely hand-crafted single ac- 





tion reel that requires no lubrica- 
tion. Constant uniform drag is 
possible with a permanent Alnico 
magnet, precision-fitted on mag- 
netic holder which is the spool 
bearing. There are no loose parts. 
Any size fly line will fit its alumi- 
num case. Comes in a gift box with 
buckskin carrying bag and has a 
lifetime guarantee. Suggested re- 
tail price is $32.50. Denison-John- 
son Corp., Dept. HA, 325 Minneape 
Rd., Makata, Minn. 


Item 37 
C-clamps with deep throats 


Extra-deep throats and heavier, 
sturdier spindles are offered in 
Proto’s new line of forged steel 
C-clamps. The clamps have swivel 
pads that are guaranteed never to 
come off. Seven sizes are available 
including 2, 3, 4, 6, 8, 10 and 12 in. 
capacities with minimum proof 
tests from 2700 to 8000 Ib. These 
clamps have thousands of applica- 
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tions in fabricating, welding and 
building industries. Proto Tool Co. 
Div., Pendleton Tool Industries, 
Inc., Dept. HA, Box 3519, Terminal 
Annex, Los Angeles 31, Calrf. 


Item 38 


Sponge head fountain brush 
This multi-purpose new type of 
fountain brush can be used to wash 
automobiles, boats, storm windows, 
light fixtures, bath tubs and even 
to wax floors. The Dew Boy has an 














RY 


automatic on-and-off Swivel-T- 
Water-Saver-Valve. The entire 
sponge head assembly swivels mak- 
ing it easy to handle hard-to-get- 
at places. Retail price is $2.98. A 
12-unit rack is furnished on re- 
quest with every order of 24. Hop- 
kins Mfg. Corp., Dept. HA, 121 
Railroad St., Lake City, Pa. 





Item 39 


8 in. long nose plier 
This new long nose plier is de- 
signed to reach into’ confined 





places. Its slender design makes 
this plier easy-to-use. It has 
knurled ends to grasp wire firmly. 
The plier known as No. 314-8, is 
8 in. long. Mathias Klein & Sons, 
Dept. HA, 7200 McCormick Rd., 
Chicago 45, Ill. 


Item 40 


Sleds with chrome bumpers 


Eight different models are of- 
fered in the 1959 Flexible Flyer 
sled line, five of which are shown 
here. The largest model can carry 
four adults. All of the models have 
automotive-type chrome bumpers, 
special airline safety grooved run- 
ners, super steering and all-around 
rugged construction. They are fin- 









































Your 
direct line’ to 
“profit-plus” 

hardware | 
specialties...  \ 


R-W manufactures a very diversified line of top-quality hardware special- 
ties. So many that we could not describe them all in a publication as large 
as the one you are now reading. However, Hardware and Building Supply 
Dealers have learned to rely on the R-W Catalog as a prime source for 
a wide variety of their hardware needs. It is a place to purchase those 
“non-stocked” specialties that earn many dollars of “added-profits.”” Many 
of the items you will undoubtedly want to buy for stock—some, because 
of the special nature you will want to buy only on customer request. In 
either case, this catalog provides you with a proverbial “horn of plenty” 
from which you can order all your hardware needs. Here are a few of 
the top-quality hardware products made by R-W... Track, Hangers and 
Hardware Sets for Sliding Doors; Latches; Hasps; Door Bolts; Flush Pulls; 
Door Handles; Stay Rollers; Binders; Floor Guides; Studding Sockets; Fire 
Doors and Fire Door Hardware; Industrial Doors of all types and Electric 
Operators for all types of gates and doors. 


WRITE y Richards-Wilcox 


o 
MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 
310 W. THIRD ST. * AURORA, ILL. * Branches in all Principal Cities 
Want more facts? Circle 193, p. 153 
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tor your free copy of 
the R-W Catalog No. 
A-400. 
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Handsome — Noiseless 
Light to handle IXOY 
BEST for every use 
Can't dent nor leak 
SANITARY, easily cleaned 
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ished in a highly lacqured two-color 
harmony. S. L. Allen & Co., Dept. 
HA, 5th St. & Glenwood Ave., Phila- 
delphia, Pa. 


Item 41 

Rack for rust preventive 
Additional floor space can _ be 

saved with the use of this new 





adapter shelf that fits directly on 














) ; ~ - 
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Home owners, gardeners and the outdoor 
set all will be shopping for Lustro-Ware 
Tainers. Nothing equals their beauty and 
GUARANTEED service — rust-proof, 
dent-free utility — quiet, clatter-proof 
handling. Choice of colors for indoor or 
outdoor glamour. Wonderful, too, for 
boats, vegetable bins, etc. Order from 
your supplier along with Lustro-Ware 
plastic SPRINKLING CANS, lawn 
sprinklers, flower pots, etc. All nationally 
advertised values with 
fast turnover profits 





top of the Rust-Oleum display and 
merchandises the new _ spray-can 
Rust-Oleum. Unit is available free. 
Also offered to dealers is a 49-can 
capacity wire counter display that 
occupies only 2 ft of counter space 






and features a full color metal 
sign. Rust-Oleum Corp., Dept. 
HA, 2799 Oakton St., Evanston, 
Ill. 

Item 42 


Magnetic cabinet catches 
Here’s a magnetic catch that will 

serve in any position and can be 

used in most locations on cabinet 





. Reuscheoping Nationally Advertised 
= wt and Guaranteed by 


WORLD'S LARGEST 
manufacturer of Plastic Housewares 


Want more facts? Circle 194, p. 153 
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shelves and doors, whether lipped, 
overlay or flush. By using one of 
three pairs of magnetic 
pole plates, the desired position is 
obtained. 

is possible 
strike can’t 
both pole 


exposed 


Positive holding power 
with the catch 
escape 


since 
with 
inexpen- 


contact 
plates. It is 


Sry © 


= FF 
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sively-priced. Has a lifetime guar- 
antee. Penn- Akron Corp., Hard- 
ware Div., Dept. HA, 32-01 57th 
St., W oodside th N. Y. 


Item 43 


Balicock shank extender 

This new balleock shank extender 
that eliminates installing repair 
shank ballcocks cuts down. stock- 
ing and ordering problems and 
saves shelf space. It is small enough 
to permit plumbers to carry several 
in tool boxes. This No. 422 shank 
extender extends the 1°, in. shank 
of a standard balleock an extra 1 
in., Which makes it equivalent to a 
2°; In. repair shank. Packaged 6 





to a box and fit all standard ball- 
cocks. Mansfield Sanitary, Inc., 
Dept. HA, Perrysville, Ohio. 





Item 44 


Chrome and copper cleaner 


The luster of automobile chrome 
trim can be restored with this new 


type chrome cleaner. It is also an 
excellent copper cleaner for use in 
the kitchen to brighten pots and 
pans. The retail price is $1.29 per 
can. The package contains enough 
cleaner for many washings. Mag- 
naflo Co., Dept. HA, 4132 Market 
St., Youngstown 12, Ohio. 


Item 45 
Ready-packed metal flashing 


Here is an easy-to-handle pack- 
age of zinc alloy sheet metal flash- 
ing for quick, easy sales to home- 


TiC ALLOY SHEET METAL 
tee Pe poe Ser Sremorg 
a al 4 4 


ww Ferme ren! 
WTATHER PROTEC TO 


owners. Each self-selling Cornice 
Temper display package holds ten 
.018 x 18 x 48 in. (26 U. S. stand- 
ard gauge) sheets of non-rusting, 
non-staining flashing, plus instruc- 
tion manual and nails. The 18 x 
48 in. package lists for $36.30. 
Chomes Co., Inc., Dept. HA, Union 
Wharf, Boston 13, Mass. 


Item 46 


Picnic table cover clips 
Backyard  picnickers’ will be 
heavy traffic for this Down Boy 


Green Thum tops 


all other small garden tools 


SALES PROVE IT. These sturdy, bright- 

steel tools, retailing at only 79c, are what @ a 
most home gardeners want. They have eye 

appeal, price appeal and the unequalled 

selling magic of the name Green Thumb. 


® ASH HANDLES SHAPED TO THE HAND 

@ BRIGHT-STEEL FINISHED HEADS 

@® BETTER TOOL DESIGN. Trowels for ex- 
ample, (your best sellers) have drop shank, 
extra strong construction 


BIG PROFIT FROM SMALL SPACE: Self- 
serve display rack merchandises balanced 
stock of small tools as matching line. Pro- 
motes impulse buying of multiple items. 
Tell your Green Thumb wholesaler you 
want “No. GTA Display Package”. 

THE UNION FORK & HOE CO., COLUMBUS, OHIO 


Makers of: RAZOR-BACK Shovels © FLEX-BEAM Forks 
Green Thumb Lawn & Garden Tools 


f ...and 
still only 
79 retail 


Want more facts? Circle 195, p. 153 
HARDWARE ACE, March 12, 1959 @ 15] 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 
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Want more details? Just circle item number on p. 153 


clip to hold down the cover on a 
folding aluminum frame type table. 
Another model is available for 
thicker red wood tables. They’re 
all stainless steel. They are gift- 


nacked at $1 per box. Also comes 


fe @ cot © demteee trem ites tree) ts | ee 
ee ee EE OEM CERF mn re eh mm wae 





in a poly bag of four retailing for 
$1.50. Ace Products Co., Dept. HA, 
Chalfont, Bucks County, Pa. 


Item 47 
Illustrated pump catalog 


Kenco’s 1959 pump catalog fea- 
tures detailed illustrations of sev- 
eral pump installations plus full- 
color treatment of their domestic 
and industrial submersible pumps. 
This eight-page catalog lists physi- 
cal dimensions, pumping capac- 
ities, electrical data and_ specific 
features for each Kenco pump and 
engineers’ specification forms. A di- 
rectory of Kenco factory-trained 
service centers is included. Kenco 
Pump Div., American Crucible 
Products Co., Dept. HA, Lorain, 
Ohio. 


Item 48 
Dog chains in poly bags 

TM dog runner chain and TM 
halter and dog chain, in the Cham- 
pion pattern, are now packaged in 
polyethylene bags. An attractive 
saddle, punched for hanging, holds 
the bag with the chain in clear 
view. One side features an illustra- 
tion of the product in use. The 
other side indicates the size, finish 
and the price inserted by the 
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dealer. Chains are packed one in a 
bag and 10 bags to a carton. S. G. 
Taylor Chain Co., Dept. HA, Ham- 
mond, Ind. 


Item 49 
Counter displayer for tools 
Utica Tool’s counter displayer 


holds 29 tools in slightly over 12 
in width. The blonde _ birch-fin- 





ished display features five lucite 
fronted tool bays. Tool heads can 
be displayed prominently in this 
unit which can be used also on an 
island or wall. Utica Drop Forge 
and Tool Div., Kelsey-Hayes Co., 
Dept. HA, 2415 Whiteboro St., 
Utica 4, N. Y. 


Item 50 


Aluminum clothesline pulley 


This new King Cotton clothesline 
pulley is 100 percent rustproof and 
corrosionproof. Frame is cast alu- 
minum and wheel is indestructible 








plastic. This pulley is quiet, free- 
running and jamproof. It has an 
integral eye hole for wiring in ver- 
tical or horizontal positions. The 
pulley is weather-resistant. John 
H. Graham & Co., Dept. HA, 105 
Duane St., New York 8, N. Y. 


Item 51 


Water paint set in tubes 

Children will beg their parents 
for this Kenner Presto paint set. 
Parents will like it because no 
water is involved in using these 
water colors that are brilliant and 
go on smoothly from a tube, cov- 
ering surfaces evenly. One color 
can be painted over another in 
clear transparent colors that blend 
together. They are safe because 
they are made from pure food col- 
ors. Outline pictures come with 
the sets. Available in 59¢, 98¢ 
and $1.98 sizes. Kenner Products 
Co., Dept. HA, 912 Sycamore St., 
Cincinnati 2, Ohio. 


Item 52 


Versatile carpenter's tool 


Here’s a new device for working 
with lumber in a faster more ac- 
curate way. This T or 
square is 


L-shaped 


carpenter’s called the 





(Continued on page 156) 

















FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 





These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 





Print mame and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 





A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


P You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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"We can prove that 


hop pert 1 Do ; Bus Better Tools 


—m@iiYDE MERCHANDISED QUALITY PROMPTS YOUR 
CUSTOMERS TO SELECT THE PROFIT PRODUCTS 
Since 1875 


Order a fast selling assortment with a free self-serve display from your jobber 
HY DE) . No.C128 Cobra Scrapers Asst. — 10 ea. on rack : List $15.90, Dealer $ 9.54 





l 
2. No. 127 Razor Blade Scraper Asst. — 24 ea. on rack... a -ommneadst $ 6.96, Dealer $ 4.18 
‘ 3. No. C125 Pizza Cutter Asst. — 12 ea. on rack | . List $19.08, Dealer $11.45 
The Sign 4. No. C113 Tower — 24 Black & Silver tools .. List $30.30, Dealer $18.18 
of the 5. No.C114 Tower — 18 Scrapers and blades List $32.70, Dealer $19.62 
Profit 6. No.Clll Wallpaper Tools Display ..... dust $54.90, Dealer $32.94 
‘ 7. No. C120 Tower — 17 different tools List $130.14, Dealer $78.08 

Line g. 

9. 


No. C126 Workbench Knives Asst. — 18 on rack 
No. C117 Wall Tower — 12 different tools 
10. No. C115 Tower — 48 Blue Diamond Tools 


List $15.30, Dealer $ 9.18 
_... List $85.80, Dealer $51.48 
List $27.90, Dealer $16.74 


fix-up ° paint-up tools ¢ industrial hail ial machine knives 
HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 


Want more facts? Circle 196, p. 153 
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professional quality 
amateur simplicity 


RUTLAND 
KEX 


spackling compound 


*. 


Easy to use, Rutland 
Kex is ideal for filling in 
fine cracks and smooth- 
ing surface imperfections 
in walls, ceilings, wood- 
work and other interior 
surfaces. ‘‘Painter 

Proved,”’ it is not, how- 
ever, a product which 
requires a painter’s skill 
to obtain a finished job. 
Just mix with water, ap- 
ply with knife and sand 
to a fine feathered edge. 
Available in 1, 2%, 5 
and 25 lb. bags. 


OVER (15 


RUTLAND FIRE CLAY CO. 
Rutland, Vt. 


Makers of famous 
Rutland Patching Plaster | 


Want more facts? Circle 197, p. 153, 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 153 


(Continued from page 152) 
Squangle. It has an angle rule 
across the lower corner, with 
thumbscrews for adjusting it. The 
blade is 12 in. long and the arms 
are 8 in. long. It has two built-in 
level bubbles. This tool serves as 
two squares and two levels in one 
lightweight unit. It can square 
lumber, measure angles, level and 
plumb. Sells for $6.45. Squangle 
Corp., Dept. HA, 6306 176th St.., 
SW, Lynnwood, Wash. 


Item 60 


24-pc beverage glass set 
An attractively packaged 24-pc 


unit of Smoke Ripple beverage 


glasses has been added to the 
hostess set line of Libbey Glass. 
The set contains eight each of 16, 
12 and 6 oz rippled flair design 
glasses in a dusky smoke color. The 
sets are packaged in coral finish 
corrugated gift mailers printed in 
red and gray. Each set is priced at 
about $5.98. Libbey Glass Div., 
Owens-Illinois, Dept. HA, P. O. 
Box 1035, Toledo, O. 


Item 61 


Paint-removing torch set 

The new Bernz - O - Matic paint- 
removing torch set, No. HW59, has 
a free detachable flame spreader 
and paint scraper. The _ flame- 
spreader head, fueled by propane 
gas, is applied to old paint with 
one hand while the other hand 
wields the scraper, all in one mo- 
tion. This kit also contains a regu- 


tees ot 88 Mem 
FAST and BAST’ 


lar torch head. Otto Bernz Co., 
Dept. HA, Driving Park & Ramona, 
Rochester, N. Y. 


Item 62 


Steel patio umbrella table 

Home owners will go for this 42 
in. umbrella table designed for 
porch or patio use. It is made of 
durable, lightweight steel. This 
table comes in bronze or black to 
match other items in the Ames’ 
Aire line. Retails for $24.95. Table 
shipped free with an order for the 


~~ 14 wef nan 


Ames’ Anniversary Package No. 
185. O. Ames Co., Dept. HA, Par- 
kersburg, W. Va. 


Item 63 


52 qt aluminum ice-chest 


Rugged construction combines 
lightweight aluminum strength 
with ice-keeping efficiency in the 
Knapp-Monarch Caribbean Ther- 
ma-A-Chest. The chest features 
insulation of moisture-resistant, 








1 in. thick mildewproof Fibreglas. 
Rubber edge-liners the lid. 
The bottom drain has an unbreak- 
able leakproof plastic cap. It 
easily portable. The 52 qt con- 
tainer has a can opener, bottle 
opener and ice pick. Suggested re- 
tail price $29.95. Knapp-Monarch 
Co., Dept. HA, 3501 Bent Ave., St. 
Louis, Mo. 


seal 


is 


Item 64 
Shish-kabob skewer pack 


Outdoor cooks will want this 
shish-kabob skewer set comprised 


of four stainless steel skewers with 
foil guards and imported rosewood 
handles. Included is a basting brush 
and two holder-racks for standard 
grills. The Lord Dexter set is at- 
tractively packaged for counter or 
window display. Russell Harring- 
ton Cutlery Co., Dept. HA, South- 
bridge, Mass. 


Item 65 


Duster-buffer combination 

The Du-et a combination 
duster and buffer on one handle. 
The duster is made of 100 percent 
nylon with electrostatic action to 
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paint remover 
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TURN TURMOIL 
INTO 
TURNOVER 


There’s no longer any 
need to havea shelf full 
of different paint re- 
movers when two will 
do. You order from one 
source ... stock just 
two removers and never 
miss a sale. 

Order Strypeeze and other quality Savogran products including 

Kwikeeze Brush Cleaner from your jobber today! 


THE SAVOGRAN COMPANY 


Vv NORWOOD, MASS. 
Want more facts? Circle 198, p. 153 
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‘ }. \ 

attract dust and the other side is 
pure lamb’s wool for waxing floors. 
This washable unit can be removed 
and used as a hand mitt for dusting 
and buffing furniture. With a 
wooden handle the unit sells for 
$3.99 and with aluminum handle 
for $4.99. Both sides are shown 
here. LaPointe Industries Corp., 
Dept. HA, Rockville, Conn. 


Item 66 


Rust remover and cleaner 


Duro rust remover, which 


quickly cleans and polishes chrome, 


ce Qortey 


(US eR 


REMOVER game 


copper and aluminum 
transparent film which 
further rusting and _ tarnishing. 
Rust remover keeps chrome and 
aluminum looking bright and new 
on autos. 
agent 


leaves a 


arrests 


This new brightening 
removes rust from 
sinks and tubs, removes blemishes 
from refrigerators and ranges and 
removes oxidation from aluminum 
storm windows. Woodhill Chemi- 
cal Co., Dept. HA, 1390 East 34th 
St., Cleveland, Ohio. 


spots 
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Item 67 
Attachable balustrade legs 


Home craftsmen will be traffic 
for these attachable’ balustrade 
legs. They can be used for cocktail, 
coffee or regular tables, for cabi- 
nets, benches and TV _ sets and 
come in seven sizes from 6 to 28 
in. high. Table legs can be at- 


tached at a slant or straight. They 
are resale-packaged in sets of 
four. Dennix Products Co., Dept. 
HA, 33-04 Downing St., Flushing 
54, N.Y. 


Item 68 
Turnbuckle display fixture 


A new edition of Androck’s self 
service turnbuckle display No. 100 
is offered to dealers. A red and 
yellow hardboard panel, 16 x 12 
in., illustrates many everyday 
uses. The display fixture dispenses 
10 different popular sizes and can 


a> TURN BUCKLES.. 
er ae ee ee eS 
: Be “ Ww 4 ae ‘ ~~. 





be used for wall or counter dis- 
play. Washburn Co., Dept. HA, 
28 Union St., Worcester 8, Mass. 


Item 69 


Strong, porous peat pots 
Gardeners will want a-o-rey Jack 
Pot peat pots that eliminate plant 


| 


shock. These round or square peat 
pots, although strong, are porous 
permitting quick and easy penetra- 
tion of feeder roots. When entire 
pot is planted, it disintegrates, aer- 
utes the soil and aids moisture re 
tention. Each display carton con 
tains 72 sleeves. In the 24% in. size, 
12 pots come in a sleeve and in the 
3 In. size, eight per sleeve. Both 
sizes retail for 49¢ a sleeve. Bulk 
lots come in nine sizes. [elipse 
Peat Co., American Div., Dept. 
HA, 479 Old York Rd... Jenkin- 


flown, Pa, 


tem 70 


Pocket hex key wrench set 
Here is a pocket hex key wrench 


set that retails for 98¢. These 


rt 


HEY at vy a le 
RE 
C, MLE 


bright plated wrenches are. skin- 
packaged on an attractive, informa- 
tive card. The wrenches run in 
sizes from .050 in. to 3/16 in. flat, 
and fit No. 3 to %. in. set screws 
On power tools, autos, appliances, 
farm machinery motors and other 
equipment. Upland Industries, 
Dept. HA, 115 Sixth St., Upland, 
Pa. 





Undercut 
Channels... TRADE MARK REG. U. S. PATENT OFFICE 
another 

Re-intorced Channellock 

Tension Edge... F Exclusive 

@ Channellock 


exclusive 7 A 
\ Wo. 430 


BIG GRIP for big jobs 


COMPACT DESIGN for easy handling 
ACTUAL 
SIZE 
Your best tool customers—home owners, service- 
men, mechanics of all kinds—have been 
asking for a Channellock plier b/g enough for 
Display It... And They'll | big jobs... compact enough for easy handling. 
oa cee aien ' Here is the answer... the Channellock 
Shipped 6 per carton. : 4 No. 430 BIG CHAMP. This new plier has 
: a full 2” parallel jaw capacity yet can be 
carried easily because of its compact design. 
Best of all, BIG CHAMP has the terrific 
gripping power... the unique undercut, 
non-slip tongue and groove channels... 
the patented reinforcing rib...in 
Short, all the exclusive features 
which have made Channellock the 
fastest selling pliers in America. 
_ And you'll sell these new | 
BIG CHAMPS faster because 
they’re packaged in a compact, 
colorful display carton you 
can set up front in a jiffy. Order 
LENGTH 10” your supply today. 
CAPACITY 2” 
LIST $3.30 


WT. PER DOZ. 10 LBS. 


CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 
Want more facts? Circle 199, p. 153 





Renny 
es : 


ea 
Soh 
bo 


et a 
nape 
SAE Es 
Pe Cae! 
oe, 
ince eanae 
Sao SEY 
785 


ae 
a 2 
eek 


eats 
‘eS 
ape 
athe 
teks 
Vie: 


er 
MANS 


bh firs 


oe 
pi 
rie 

z 

he. 


TIME...files made with 


This dramatic new concept in file mer- 
chandising is ready for you now. Your 
regular Nicholson or Black Diamond File 
Wholesaler has the most popular file 
types with a brand-new plastic handle. 
File and handle are sealed on bright 
cards in a gleaming plastic skin. 


This combination of product and package 
improvement will increase your file 
volume—make Nicholson and Black 
Diamond files more profitable than ever. 
They'll boost impulse sales. 


What's more—we give you a display rack 
at no extra cost when you order the basic 
assortment (see listing). This attracts addi- 
tional attention—and boosts self-service 
purchasing. 


Increase your file sales. Order this basic 
assortment today. See what big file sales 
really mean. Your regular Nicholson or 
Black Diamond File Wholesaler is the man 


to call. 


ited] ye 


Hijs 
es 


ubiE / 


Handsome unit measures 
13” x 26’’. Sturdy construc- 
tion. Holds full 48-file assort- 
ment of carded, skin-packaged 
files. Display stands on 
counter or hangs on wall or 
pegboard. 
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CALL YOUR REGULAR NICHOLSON OR BLACK DIAMOND FILE WHOLESALER TODAY 
FOR AN INTRODUCTORY SUPPLY OF THIS DRAMATIC NEW IMPULSE SALES BUILDER 
Want more facts? Circle 200, p. 153 
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Retailer’s Cost . . . $24.20 


Retailer's 
Selling Price . . . 36.30 





‘ode from 
Ougtiy, 
Steel q ‘ 











+ e 4 e ! S | 
This is the NH-48 Nicholson File Assortment Es 
Dealer Cost, Suggested et : cular Saws 
Per Doz. Retail, Each e he i 
6—10” Mill Bastard NEHM-10 $8.40 $1.05 eS ket Knives 
ie iden Hoes 
6— 8” Mill Bastard NHM-8 6.80 85 ‘ Axes 


?S8 Shears 
od F intshing 


6— 6” Round Bastard NHR-6 6.00 48 3 isscut Saws 
a iC@ Picks 


6— 6” Mili Bastard NHM-6 5.60 70 


6— 6” Slim Taper NHS-6 5.20 .65 
6— 6” X Slim Taper NHXS-6 5.20 .65 
6— 6” XX Slim Taper NHXXS-6 5.20 .65 
6— 7” XX Slim Taper NHXXS-7 6.00 9 








itso % 
U.S.A. 
NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
Want more facts? Circle 200, p. 153 
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Modern lighting against white ceiling brings plenty of light at sales floor level. 


Angled front pulls traffic 


How an Arkunsas dealer put in front, in remodeled store, that gets traffic 


to come in off the street. Lighting and color encourage customer buying 
A modern hardware store front, with angled windows to attract traffic. 


Many customers find they are lit- 
erally lured into entering a remod- 
eled hardware store in Arkansas. 

The 50 x 125-ft store on Main 
St., in Malvern, Ark., is operated 
as part of Caldwell Hardware & 
Furniture Co. The furniture di- 
vision is in a new building on an- 
other street. 

The hardware division front 
windows are at an angle says Miss 
Elizabeth Caldwell, vice-president, 
‘so people looking into our win- 
dows suddenly find themselves 
right at our door.” 

This construction makes Miss 
Caldwell refer to the entrance as 
“Mr. Caldwell’s trap door.” Her 
father, Zerah T. Caldwell, is presi- 
dent of the company. 

Color and light make the in- 
terior an eye-catcher. The remod- 
eled hardware store has cold cath- 
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THE MODERN 


Now you can merchandise 


a “sure fire” volume sales builder. It’s the Evans 
“Power-Fifty”. 

This new revolutionary “Power-Tape” was created 
by Evans Engineering Department after more than 
a year of development. It completely eliminates 
the tedious hand winding required with the con- 
ventional 50-foot tapes. The user has “power at 
his finger tips”! All he does is press the power 
button to retract blade .. . release button 
blade stops instantly where wanted. There’s no 
blade creep, measurements are always exact! 
Display it, demonstrate it — sell it! You'll find it 
a real profit builder. The “Power-Fifty” is another 
first from the first name in tapes — Evans! 


RETAILS FOR ONLY +6” 


Packaged in heavy gauge, transparent 
“pegboard” box identifiable with the 6, 8, 
10 and 12 foot Evans pocket “Power- 
Tapes”. Ready for display in your store. 


The “Power-Fifty” has all the features 
that have made Evans Tapes the largest 
sellers in the industry. 

Available Now From Your Jobber 
*'Power-Fifty” steel tapes, U. S. Patent No. 2,586,386. 


Factories at 


RULE C0 Elizabeth, N. J. & Montreal, Quebec 
Want more facts? Circle 201, p. 153 
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50 FISWHITE STEEL MEASURING TAPE 
WITH PATENTED’ “CONTROLLED-SPEED BLADE RETURN”! 
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Satisfied Dealers 
is Sharon's Main Objective 


s ASK 


DON'T ASK US 
Mr. Charles Pynchon 


Fredericksen Hordware 
3029 Fillmore Street 
San Francisco, Calif. 


Savings 
We've been using the Sharon Mer- 
chandis ing Method for many years and 
tind that it 

Saves Time 

Saves Space 

." Customers 





Javes 
All of which adds up to profits! 
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Plus 

¢ Over 1000 Sizes in 16 Square Feet 

100°, Mark-Up 

Reduces Inventory up to 50% 

Valuable space saved for Impulse Items 

Free Racks 

Printed pictures outside—printed prices inside 
Only the refill is replaced—not the entire 
Assortment 


Stop Losing customers to your Competitor 
MAIL THIS COUPON TODAY: 


Sharon Bolt and Screw Co., Norwood, Mass. 
Please Mail Additional Information 


NAME 
FIRM 
ADDRESS . 


(PLEASE PRINT) 








Want more facts? Circle 202, p. 153 
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New front pulls traffic 


(Continued ) 


ode lighting units, spaced four feet 
apart. 

It has white acoustical ceiling 
and walls, green and black asphalt 
tile and aspen green colored aisle 
and floor fixtures. 

Wall fixtures are finished in 
mocha tan. There are three wrap- 
ping counters in the store. 

The blue and white office is in a 
13 x 27-ft glass enclosed unit next 
to which there is a private office 
for conferences and credit check- 
ing. 

A rear entrance with 
leads to a 21% x 
loading dock. 

A warehouse for bulky lines mea- 
sures 45 x 40 ft, and is in back of 
another building. 

Recently the firm celebrated its 
tenth anniversary with the opening 
of its new furniture display room 
and its remodeled hardware 
tion. More than 9000 persons 
visited the stores during the two- 
day anniversary and grand open- 
ing sales. @ nd 
The Caldwells of Caldwell 


Miss Elizabeth Caldwell, 
dent: Zerah T. Caldwell, 


double 
141.-ft 


doors 


sec- 


Hardware 
vice-presi- 
president 


sitting in his office. 























vith hig volume promotions 
-America’ S fastest: -moving floor appliances 


Stores coast to coast have proved the power of promotion-for-volume on Regina, the floor appliances 


customers know and want. Response to retail promotional newspaper ads headlining Regina has 


been phenomenal.. 


.in one instance selling as many units in a scant ten weeks as was expected for 


the full year. And as every retailer knows, the more you sell—the more you profit! For the biggest 


payoff yet, promote Regina... 


the name that’s presold by consistent and heavy national adver- 


tising... the name that’s synonymous with top quality, performance and reliability in floor appliances. 


Demand at all-time high! 
America’s No. 1 polisher 


REGIN 


Custom 400 
aro beevsy 


POLISHER 
AND 





SCRUBBER a 





Sweeping the country! 
America’s most-raved-about vacuum 


REGINA 


Ltetilbven, 


whiz-cleans everything 
without attachments 





® 





ey apes axes 


TIE IN WITH REGINA’S BIG 
CONSUMER ADVERTISING CAMPAIGN 
JANUARY THRU JUNE- 
43-MILLION LARGE-SPACE MESSAGES 


Mail this coupon today for free promotion heips! 


THE REGINA CORP., 67 Regina Avenue, Rahway, N. J. 


Il am interested in the Custom 400 Polisher and Scrubber 
the 600 Electrikbroom 
Please send me: 
.. Name and address of distributor for my territory 
.. Regina dealer helps 


NAME 





ADDRESS 





CITY ZONE___§__STATE 








IN CANADA: Send coupon to Switson Industries, Ltd., Welland, Ont. 





Want more facts? Circle 203, p. 153 
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Looking for a new profit source? 


Try sewing machines 


High-profit sewing machines are a new source of volume to 


dozens of Mid-West dealers who needed something to 


bolster sagging profits in competitive appliances 


Have you ever thought of mer- 
chandising electric sewing mMa- 
chines? Most dealers have not, 
but why not since sewing ma- 
chines are popular, and the mar- 
ket is a long way from saturation? 

In the last year, Mid-Western 
dealers have learned that there is 
a big profit potential in merchan- 
dising sewing machines. They 
have learned this is one way to 
beat the profit squeeze on many 
other appliances. 

Many of these dealers got inter- 
ested in promoting sewing ma- 
chines through a wholesaler-man- 
ufacturer promotion of budget- 
price models. These dealers began 
cautiously. Merchandising sewing 
machines was a totally new ex- 
perience for them, and there was 
an inventory and promotional in- 
vestment to consider. 

Initial advertising, coupled with 
factory - trained demonstrations, 
revealed that there is a large mar- 
ket for moderate-priced machines. 

There are many small to medium 
size towns without sales and ser- 
vice stores for electric sewing 
machines. Residents must buy ma- 
chines through catalogs or on oc- 
casional visits to some large near- 
by city. So, there is a ripe market 
for sewing machines in hardware 


stores in thousands of small com- 


munities. 
The big-city dealer also has 4 
market that is far from saturation 
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GET THIS ROUND BOBBIN ELECTRIC PORTABLE 
WITH FULL SIZE DELUXE HEAD for only 








i fete 
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< Check These ‘149.95 Quality Features 
| 
; @ Sews Backwards ond Forwards 
» $ 
wy s Numbered Tension Din 
ee 
es >. Frngertip Stet Regutator 
' bt Specie! Cut Hook to Eliminate Jarnemng 
was @ Air Cooled 46.06 Moto 
Maz Max and 
: aad : Every hime o Be New 1958 Mode! 
- 
7 Every Machine Guaranteed in Weittng 
ie wh! 
i... mee 
» Oey 
o- te cord 
» Pil Soe You buy with our assuranx e that every machine 


is exactly as represented by us. Hurry! 


COMPARE IT WITH ANY 





149.95 MACHINE !!! 


FACTORY DEMONSTRATOR IN 
OUR STORE DURING THIS SALE 


oi 









A typical dealer ad for machines. 











For a new profit source, 
try sewing machines 


(Continued ) 


in sewing machines, 
dealer 


but the city 
has more competition from 
department stores and 
centers. 

In a few months after running 
ads like the one illustrated with 
this article: 


sewing 


@® Anderson Hardware, Staples, 
Minn. (pop. 3000), sold 58 ma- 
chines. 


Mel- 
(pop. 2500), sold 55 


® Schulzetenberg Hardware, 
rose, Minn. 
machines. 


@® Lux Hardware, Long Prairie, 
Minn. (pop. 2400), sold 43 ma- 
chines. 

Many other stores in widely 


scattered upper Mid- Western 
areas had similar responses. 
Prices of 


electric sewing ma- 


i ta 


; 
Why should you sell 
sewing machines? 
What's the electric sewing ma- 
chine market in a nutshell? Her 
are the figures as given to HARD- 
WARE AGE by a leading manu- 
facturer who has experience in 
the hardware market: 


@ Only about 5 homes out of 
every 100 have an electric sewing 


machine. So 95 out of every 100 
Families in your area are prospects. 


@ Service requests run under one 
in 1000 sales. And most service 
amounts to simple adjusting of one 
or two basic parts. 


@ Lifetime parts guarantee on some 
machines. 


®@ Good profits, from 30-40 percent. 


®@ No discount problem. Price range 


from $39.95 to $200 at retail. 


tO tO gm 
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MONEY MAKERS! 





HINDLEY 


Bright Wire PIC PAKS 


Now you can put your bright wire hardware sales on a paying basis. . . 





without adding extra counter space or bulky display units! 


Neat, compact Hindley Pic-Paks save up to 
: . PAK 

60% more space over plastic bags or other Vider PH , 

. enable cus- , “La - a” 


tomers to select their needs quickly and 


counter-crowding containers. . 


easily. Complete assortment of screw eyes, 
cup hooks, screw hooks, curtain rod hooks, 
gate hooks, shoulder hooks, and clothesline 
hooks may be ordered as individual units or 
as part of compact display rack. 





Cash in on Pick-Pak profits now. Order a 
complete supply or rack refills today from 
your wholesaler. 


indley 


i. a 1897 


Hindley Pick-Pak 
No. 36 Display Rack 
Assortment 





HINDLEY MANUFACTURING COMPANY 
Cumberland, Rhode Island 











WIRE HARDWARE - COTTER PINS > PLUMBING SPECIALTIES 





Want more facts? Circle 204, p. 153 
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For a new profit source, try sewing machines 


chines start at $39.95 and range 
to $200. 

The average promotion 
like this: 


works 


@® Factory trained demonstrators 
are supplied for the period of the 
sale. They are paid by dealers, 
$1 for each low priced machine 
they sell, $4 for each step-up sale. 


@ A large ad (about 4 columns) 
is run the night before the sale. 


® Radio spot announcements are 
used the day before the sale, 
through the middle of the last day 
of the sale. Spots are daytime an- 
nouncements, beamed at women. 


@ Factory demonstrators teach 
someone in store how to sell and 
adjust machines for permanent 
demonstrations. One day’s train- 
ing amply covers this. 


@ Average sale runs two or three 
davs. 

Dealers interviewed said they 
learned there is a_ year-round 
sales potential if the machines are 
well displayed, actively demon- 
strated, and promoted occasion- 
ally. 

Service requests run under one 
in 1000 sales. Profit margins aver- 
age 35-40 percent for machines 
under $75. Turnover is high, for 
wholesalers carry large backup 
stocks. Dealers don’t need a large 
inventory. 


Some dealer comments: 


“Never thought I’d be selling 
sewing machines in a 
store. But why not?” 


hardware 


“T only bought a few machines, 
because I didn’t think we could 
sell ’em in a hardware store. But 
I was wrong. I sold about 14 ma- 
chines in the first week with my 
wife as demonstrator.” 


“Sewing machines have brought 
sales and profit back to my elec- 
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(Continued) 


trical appliance section. No dis- 


counter problem either.” 


Many dealers have run repeat 
promotions and found word-of- 
mouth advertising since the first 
sale helped make the second pro- 
motion the better of the two. 





Most dealers offered layaway or | 
credit terms to make buying easy | 


on the customer. 


Here is how the market shapes 
up: 

About 5 homes per 100 have 
electric machines. This leaves a 
95 percent unsaturated market, 
with more sales potential than ai- 
most any other electric appliance. 

Considering the strong popular- 
ity of electric sewing machines, 


you have perhaps 80-90 real pros- | 


pects for every 100 families in 
your trading area. 

Promotions pay off best when 
beamed at old-machine owners, 
newlyweds, and girls still in high 
school or college. 

“The way I see it,’ one dealer 
said, “almost every woman and 
girl needs and wants an electric 
machine. As soon as they find out 
we've got them at budget prices, 


they come running to see the 
demonstration. And demonstration 
sells.” 





HARDWARE HUMOR 


T2OLs 





“What you mean is, ‘How much is 
the rake and the showcase glass’ . 





Where to find the 


nearest Wheeling 
Warehouse 





BOSTON 

Warehouse #45, Mystic Wharf 
Charlestown District 

Boston, Massachusetts 
Charlestown 2-4925 


BUFFALO 

1722 Walden Avenue 
Buffalo 25, New York 
Keystone 7444 


CHICAGO 

2547 Arthington Street 
Chicago 12, Illinois 
Seeley 3-5700 


COLUMBUS 

1785 Kenny Road 
Columbus 12, Ohio 
Hudson 6-4318 


DETROIT 

6410 Miller Road 
Dearborn 1, Michigan 
Luzon 4-2005 


KANSAS CITY 

820 Atlantic Street 

North Kansas City 16, Mo. 
Grand 1-4141 


LOUISVILLE 

1424-1436 South 15th St. 
Louisville 10, Kentucky 
Melrose 4-0541 


MARTINS FERRY 
First Street 

Martins Ferry, Ohio 
Melrose 3-9321 


MINNEAPOLIS 

340-400 27th Ave., N.E. 
Minneapolis 18, Minnesota 
Sterling 9-7233 


NEW ORLEANS 

1560 ‘Tchoupitoulas Street 
New Orleans 1, Louisiana 
Jackson 5-2291 


NEW YORK 

47-04 Van Dam Street 
Long Island City 1, N. Y. 
Stillwell 4-8580 


PHILADELPHIA 

3rd and Bristol Streets 
Nicetown Station 
Philadelphia 40, Pennsylvania 
Davenport 9-1600 


RICHMOND 

1600 Jefferson Davis Highway 
Richmond 24, Virginia 
Belmont 3-6936 


ST. LOUIS 
722 South Vandeventer Avenue 
St. Louis 10, Missouri 


Jefferson 1-3900 
Want more facts? Circle 205, p. 153: 

















Biggest Spring Ware Promotion Ever! 


Wheeling’s added extra impact to its big Spring 
Ware promotion! That’s right. Jack Paar will sell 
Wheeling Galvanized Ware in big, full-color adver- 
tisements in national magazines! Plus special store 
displays and point of purchase materials! 


Be sure you make the most of Wheeling’s e-x-t-r-a 


visio! WHEELING WARE 


As | 





eis 





b-i-g promotion. Prominently feature Wheeling Ware 
in the weeks ahead. Be sure to stock up now. 


Get all the profitable details — as well as your spe- 
cial sales promotion materials—from your nearby 
Wheeling man. Or write to Wheeling Corrugating 
Company, Wheeling, West Virginia. 


WHEELING CORRUGATING COMPANY - IT’S WHEELING STEEL! 


Immediate delivery on all stocked items from these warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston 
Want more facts? Circle 205, p. 153 
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TWO 
BIG REASONS 


WHY 


You Should Sell 











Stee’ NM) FENCE POSTS 


: FREE 


—if the Anchor Plate on any 
Gold Crown Studded “T"’ comes 
off in shipping, hauling, driving 
or pulling . . . world’s strongest 
post guarantee. Backed by rail 
steel construction, reinforced on 
all 4 sides. Easy to drive. Dou- 
ble-baked green enamel finish, 
with attractive gold crown. 
“Dresses up” any farm. 





STEEL 
FENCE 
POSTS 





NEW! EXCLUSIVE! — | {i 
ANKORITE® |. 


“‘No Heave" Anchor* | 


Easily attached to Gold Crown Posts. Gives 
3 TIMES THE HOLDING POWER in low 
spots, ravines, gullies, light soil. Resists 
frost-heave, all upward “pull’’. Also valuable 
for all permanent fence. Available at slight 
extra cost. 






*Pat. App. For 


Write Today 
for Complete Details 


CALUMET STEEL DIVISION 
FRANKLIN STEEL DIVISION 





=lolgern ss-tgal-1ae Orolgelola-talela 
200 South Michigan Ave., Chicago 4, Ill 
Mills: Chicago Heights, Ill.— Franklin, Pa 


Want more facts? Circle 207, p. 153 
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High-level display unit 


promotes tile sales 


This 4x5-ft plywood pane! suspended from the ceiling at the Airline Hardware 
in New Orleans, shows samples of floor tile and plastic surfaces. Most 
samples are screwed onto the panel. Wooden strips hold some samples in 
ploce. This display brings many queries. Some sales result. 


ie : : ; > ——r 
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Special display for wheel goods 


Moll Bros. Hardware in Ross Center, Ind., shows wheel goods on this special 
cross-store shelf near the ceiling in its 20-ft wide store. Shelf is made of 1-in. 
wood, four feet wide. It is supported on a framework of 1-in. pipe anchored 
on the sides and to a center island. 


= 
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5 matched items 
to choose from 


description 


cata/og no. 


packing 


wt. /ship.case 





Poe af), 
e Ay) ei)... by Libbey 


Ylew & piece, 
des iqned. +o please the. 


Pt | 
| 
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9 oz. 
16 oz. cooler 12 oz. collins 








each set of eight in gift carton 





' 


old fashioned 


tt-—boxed sets of Aware 
most. discrimimating hostess 


i YI 


6 oz. juice 8 oz. bowl 


1 





1 
48910 48770 48610 48440 48580 
(old no. 463) (old no. 468) (old no. 465) | (old no. 460) 


(old no. 464) 





three sets per shipping case 


21 pounds | 20 pounds | 17 pounds 13 pounds | 14 pounds 
+ 


With a depth of smoky color and the beautiful ripple shape, Libbey’s Smoke Ripple 
opens new avenues for imaginative table decorations. It lends itself well to place 
setting displays, and there is a capacity and shape for every table use. 


Of course, every piece has the famous Libbey Safedge guarantee! 


LIBBEY SAFEDGE GLASSWARE 
AN (I) PRODUCT 





Owens-ILLINOoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 





THE LATEST NEWS IN CLOCKS 


PA oM ELT CeM (00 | BIG BEN-BABY BEN 
ASSORTMENTS [ff 


with new items 'to get 
you even faster sales! 


NOW! BABY BEN 
SEQUIN featured in 


four ben assortment 


FREE! COLORFUL 
PRE-PACKED DISPLAY ! 


Includes: 1 #201 Big Ben plain black, $6.95; 1 #201-L Big Westclox keywound clocks 
Ben luminous white, $7.95; 1 #4321-L Baby Ben luminous 
pink, $7.95; 1 4354-L Baby Ben Sequin luminous 
turquoise, $9.95; separate gift box for each clock. 


$110 assortment ; 


complete electric 
wall clock department in 
one compact unit! 


FREE! PERMANENT 
PEGBOARD DISPLAY 
THAT HANGS OR STANDS! 


Holds all these proven sellers from $4.50 to 
$12.95: #1305 Glendale white (new styling); 
#1147 Frill copper (new finish); #1370 
Wallmate red; #1370 Wallmate turquoise; 
#1285 Frolic yellow; #1160 Spice yellow; 
#1164 Spice chrome; #1440 Orbit white. 


World’s Largest Manufacturer of Timepieces! 














FROM THE GREATEST NAME IN TIME 















ASSORTMENT NO. 2750 
dealer cost *2263 


2\%% quantity discount on 24 or more 





oA. 





24” by 30’ 
dealer cost *3770*' 


*includes 5% quantity discount on 6 or more Westlox electric clocks. 


Westclox is your full profit line! 


WES TCLOX 


MAKERS OF BIG BEN e¢ DIVISION OF GENERAL TIME CORPORATION e« IA SALLE-PERU, ILLINOIS 


Above are suggested retail or Fair Trade prices and subject to 10% Federal Excise Tox. 
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KEY WOUND 


Vion >@ e/ectric MGaacstos 
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THE ROVAL FAMILY OF TRAY TABLES 


CAL-DAK QUALITY FEATURES 


e Exclusive Cal-Dak shape with curved rim, shallow lip cleans easily 
© 20%” x 16” tray holds a full meal. Table stands 25” high 
e Exclusive Cal-Dak tray patterns add beauty to every setting 


@ Stain and alcohol resistant tray top finish Pongo ge ame 


VENETIAN BRONZE 
¢ Contoured, plastic-tipped ‘non-skid’ table legs won’t slip or mar floor FLORENTINE BRASS 


e %” electrically welded tubular steel frames. Baked enamel finish for lasting protection TRAY TABLES 
¢ All items fold to store on handsome matching Space-Saver Roll-A-Rack t ROLL-A-RACKt SETS 






e Durable steel tray clips, plastic-coated 








ITEM NO. B45-21 ¢ “WHEAT” 
Roll-A-Rackt Set (5 pes.). . .$17.95* i 
1 Set to ctn., 19 Ibs. oe 






ITEM NO. B48-61 « “OLYMPIA” 
Roll-A-Rackt Set (5 pes.). . .$19.95* 





ae ies 1 Set to ctn., 19 Ibs. 
ITEM NO. B450-21 eee ITEM NO. B480-61 
Individual Tray Table. . .$3.95* E individual Tray Table. . .$4.45* 


2 Tray Tables to ctn., 81 Ibs. 





2 Tray Tables to ctn., 8/2 Ibs. 








ITEM NO. B45-22 « ‘DU BARRY” 
Roll-A-Rackt Set (5 pes.). . .$17.95* ackt S a ~ . 


Roll-A-Rackt Set (5 pes.). . .$19.95* 
1 Set to ctn., 19 Ibs. 


; ee ITEM NO. B480-62 
Individual Tray Table. . .$3.95* individual Tray Table. . .$3.95* Individual Tray Table. . .$4.45* 
2 Tray Tables to ctn., 8) Ibs. 2 Tray Tables to ctn., 8’ Ibs. 2 Tray Tables to ctn., 8 Ibs. 
“RETAIL FAIR TRADE PRICE t Pat. applied for ALL PRICES SUBJECT TO CHANGE 


NATIONALLY ADVERTISED «+ FREE PROMOTIONAL AIDS~— Mats, Glossies, Electro Proofs 


Manufacturers of Work-Saving Quality Housewares 
FOUR FACTORIES: Lancaster, Pa. * Chicago, Ill. * Little Rock, Ark. * Colton, Calif. 
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THE ROVAL FAMILY OF TRAY TABLES 


CAL-DAK QUALITY FEATURES 


CAL-DAK 
for quality 


QUEEN-SIZE 
BLACK MODERN 
VENETIAN BRONZE 
FLORENTINE BRASS 


TRAY TABLES 


Exclusive Cal-Dak ‘Regent’ shape with graceful curved edge, holds more, cleans easily 
185%” x 14%” tray holds meal or party snack. Table stands 24” high 
Smartly styled Cal-Dak tray patterns glamorize every setting 


Tray tops are stain and alcohol resistant 


Durable steel tray clips, plastic-coated 


Plastic-tipped legs won’t slip or mar floor 


%2” electrically welded tubular steel frames. Baked enamel finish for lasting protection 


TRAY TABLE SETS 





ITEM NO. 42-110 « “NASSAU” 
Tray Table Set (4 pes.). . .$9.95* 
1 Set to ctn., 12 Ibs. 





ITEM NO. B44-11 ¢ “ROSE GARDEN” 
Tray Table Set (5 pes.). . .$11.95* 

1 Set to ctn., 13 Ibs. 

ITEM NO. B440-11 

individual Tray Table. . . $2.95* 

2 Tray Tables to ctn., 6 Ibs. 


All items fold to store on handsome matching Space-Saver rack t 





ITEM NO. B47-51 « ‘‘“GOLDEN ROSE” 
Tray Table Set (5 pes.). . .$13.95* 

1 Set to ctn., 13 Ibs. 

ITEM NO. B470-51 

individual Tray Table. . .$3.45* 

2 Tray Tables to ctn., 6 Ibs. 





ITEM NO. 42-120 

“COUNTRY AUCTION” 

Tray Table Set (4 pes.). . .$9.95* 
1 Set to ctn., 12 Ibs. 


"RETAIL FAIR TRADE PRICE 





ITEM NO. B44-12 ¢ “DIAMOND” 
Tray Table Set (5 pes.). . .$11.95* 
1 Set to ctn., 13 Ibs. 

ITEM NO. B440-12 

Individual Tray Table. . .$2.95* 
2 Tray Tables to ctn., 6 Ibs. 


t Pat. applied for 


ITEM NO. B47-52 ¢« ‘‘FLORENTINE”’ 
Tray Table Set (5 pes.). . .$13.95* 

1 Set to ctn., 13 Ibs. 

ITEM NO. B470-52 

individual Tray Tables. . .$3.45* 

2 Tray Tables to ctn., 6 Ibs. 


ALL PRICES SUBJECT TO CHANGE 


NATIONALLY ADVERTISED « FREE PROMOTIONAL AIDS— Mats, Glossies, Electro Proofs 





Manufacturers of Work-Saving Quality Housewares 
FOUR FACTORIES: Lancaster, Pa. * Chicago, Ill. * Little Rock, Ark. * Colton, Calif. 
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Youngsters break 


up promotion 


The promotion was a success, but 
the sponsors almost died. 

Are you planning a sales promo- 
tion? Here’s what happened when a 
dealer group’s promotional plans 
backfired and almost turned a 
smoothly running event into a fi- 
asco, 

It happened in Salisbury, Md. 
Businessmen in the Salisbury Re- 
tailers’ Association ran a “Lucky 
Key” promotion. The unknown fac- 
tor that almost killed the patient 
was the ingenuity of children out 
of school on a holiday. 

Salisbury merchants filled five 
treasure chests with more than 
$11,000 worth of gift certificates, 
and placed them throughout town. 
Each certificate was good for its 
face value from $1 to $10 in mer- 
chandise, and some were good for 
free appliances. 

Each store in the promotion had 
thousands of free keys in baskets 
for customers to try in the chests. 
Some keys would open the chest, 
some wouldn’t. A policeman at 
every chest made sure each lucky 
key holder drew out only one certif- 
icate. 

But here’s where the Salisbury 
Retailers’ Association made an 
oversight. 

Coinciding with the three day 
promotion was a teachers’ meeting 
that let every youngster from 6 to 
18 out of school. The kids swarmed 
into the stores, grabbed handfuls 
of the free keys, and soon had the 
whole promotion wide open. 

They made tracings of keys that 
opened the chests, filed notches in 
other keys to make them work, and 
started to walk off with all the 
“gold.”’ 

Businessmen quickly huddled 
and ruled, give only one key to a 
customer. 

The youngsters responded by sell- 
ing keys on the street ten for a dol- 
lar. They guaranteed each key to 
open any chest. 

Certificates began to run low. 
Some dealers felt like dropping out. 
< Want more facts? Circle 210, p. 153 


Children outguessed merchants in this treasure chest 
promotion until the promotion ended. Here’s how 


to avoid their problems and still boost sales. 


The businessmen held another 
emergency conference, but by this 
time the promotion was almost over. 


Reports of big jumps in impulse 
sales started coming in. Stores that 
sold foods and refreshments were 


The 





“ALL PURPOSE ” 


Primer-Sealer 








OMPLETELY Dey me 45 minute 





= ZINSSER > 
a ee ; 
== — 





DO-IT-YOURSELFER and PROFESSIONAL! 


With quick-drying B-I-N Primer-Sealer 
you can solve any of your customer's 
problems requiring priming, sealing 
and stain-killing. In one application, 
this versatile white undercoat. . . 
PRIMES . . . any interior surface; has excel- 


lent hiding power; even adheres to glass, 
metal, and other difficult-to-grip surfaces. 


. SEALS... even the most thirsty, porous 
surfaces; dry wall, new or painted plaster, 
raw wood, plywood, wallboard. 


» KILLS STAINS... grease, soot, sappy 
streaks, knots, old varnished woodwork, 


and dries completely dry, ready for finish 
coat, in just 45 minutes. 


Both professionals and homeowners like 
its ease of application—by brush, roller 
or spray gun—its freedom from linger- 
ing paint odor, its easy cleanup. And 
painters know they can prime and pro- 
ceed to their finish coat without moving 
drop cloths or scaffolding. 


The quick drying feature of B-I-N is as 
important to the home owner, trying to 
stretch his spare time, as it is to the cost 
conscious professional. 

Profit from these Added Advantages: 
A profitable item, fair traded for your 
protection. 

Backed by advertising in American 
Home and Living for Young Home- 
makers. 

Carrying one all purpose primer re- 
duces inventory. 

Free “How-to-do-it” folders available 
for your consumer trade. 


ZINSS 


S/NCE /849 





WM. ZINSSER & CO. 


516 West 59th Sr. 319 N. Western Ave. 
New York 19, N. Y. Chicago 12, Ifinois 


Also manufacturers of Bulls Eye® Shellac * Spray Shellac ¢* Trimlac® «* Bulls Eye Black Gloss® 
Want more facts? Circle 211, p. 153 A 
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Youngsters break 
up promotion 


(Continued ) 


doing a land office business. All 
sales were up. 

When it was all over, John Hess, 
director of the promotion for the 
admitted the kids did 
anything but help. But here’s how 


retailers, 


SMART PACKAGING 


SELLS SUN RAY 
STEEL-WOOL 


he summed it up. “The whole thing 
was a success. In fact in spite of 
everything, it was probably the 
best sales promotion this town has 
ever had.” 

What would he do to make it bet- 


ter next time? 


“Set an age limit of 18 and over,” 


he said, “have 


TWIN PACK 


You sell the full 16-pad package of 
Sun Ray Layer-Built pads ‘‘as is."' 
When only a few pads are needed, 
you break a Twin Pack in two, and 
sell 8 pads! Customers like this con- 
venience and economy... you save 
sales time and speed self-service too! 
Available in grades 0000, 000, 00, 
0, 1, 2 and 3. 


speeds self-service...steps up impulse buying! 


3-IN-1 PACK 


Colorful, eyecatching Sun Ray pack- 
age of assorted grades boosts sales 
and profits. Six big, handful-size Lay- 
er-Built pads...two each of fine, 
medium and coarse grades in each 
package. Home craftsmen and do-it- 
yourselfers can do almost every steel 
wooling job with this assortment. 


Order Sun Ray from your jobber to- 
day, or write for free descriptive 
literature to: THE WILLIAMS COM- 
PANY, London, Ohio... manufactur- 
ers of quality steel wool products for 
over 35 years. 


STEEL WOOL 


LATER BUILT PADS © JEK HOUSEHOLD PADS © BULK POUND TUBES 


Want more facts? Circle 212, p. 153 
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fewer keys, and 
give only one to a customer. And, 
of course, find out first when that 
teachers’ meeting is going to be.” 
@ End 


Bridal registry goes a 
step beyond the others 

All bridal registries used by deal- 
ers with gift shops record the 
bride’s planned wedding date and 
retain that information for use in 
making anniversary sales in future 
years. 

A west coast firm also asks the 
bride-to-be for the month and day 
of her birthday for its records. 

With these two important dates 
on file the firm has a minimum of 
two special opportunities each year 
to make a follow-up with a re- 
minder that it has the flatware, 
crystalware and dinnerware pat- 
terns the housewife owns. 

Records in the registry can also 
be used for follow-up on other gift- 
yiving occasions to remind the hus- 
band that extra place settings can 
still be obtained. 


Outdoor bulletin board 
boosts trade-in sales 


A glass-enclosed bulletin board on 
an outer wall of a hardware store 
in Nebraska helps get quick sale 
on trade-in appliances. 

The board, 3 x 4 ft, has the firm’s 
name at top. Inside the glass is a 
sign reading, “Specials this week.” 
Items and prices are hand printed 
on the board with white chalk. 

Copy is changed weekly. When 
«a listed item is sold it is erased 
from the board. 

The board is lighted to 
after-hours appeal as well as a 
business-day audience. 


have 





HARDWARE HUMOR 


— Gran 
"My husband asked me to clean 
these fish, so I'm using my automatic 


washer.” 





~ ANNOUNCING -A MAJOR CHANGE 
IN RETAIL SCREW PACKAGING 


DELTA AMERICAN 
DECIMAL-PAKS Fal 


»-»- A new concept of packaging na 


ST#£t 
ZINC CHROMATE PLATED 
that ends “Cracker Barrel” screw 


sales from old fashioned gross boxes. 
wo SERVICE 


NEW QUICK-SERVICE “10” PAKS — eliminates counting and 

wrapping of screws — increases unit sales for greater profits. 

Transparent, heat sealed paks keep your stock clean and bright— 

cut your selling time by 75%. ‘ — 

NEW DISPENSER BOX — automatically dispenses 10 screw ~~ . 3 > “eee 
' -...* a” om «=NRHA 

paks without handling or removal from the shelf. Exclusive 2 eh APPROVED 

construction shows contents for easy stock checking — carton i stevie 


sizes are uniform to facilitate neat, orderly shelf stacking. PACKAGE 


NEW “SILHOUETTE” LABEL DESIGN — displays exact profile 
of each screw size and head style. Color-coded labels are printed 
in bold “Billboard Type” for accurate, quick identification. 


The Most Flexible, Most Profitable System 
of Stocking and Selling Screws ever 
offered to the Hardware Retailer! 


wooo pve Eameeadl Cael Bee : = =, ra 3 
cam —— > = Read) Lm Bie dj Linen] wo) Cems} Shes ine Comal 


Here—at last—is a really sensible way to sell 
screws — profitably. 


Pre-counted, pre-packaged, self-dispensing, 
Delta fasteners are comparable in cost with 
conventional gross boxed screws. You make 
your full mark-up — 100% profit or more — sell 


A complete self-dispensing screw depart- more screws, in less time, with less work! 


ment uniform box sizes, actual size bs : 
silhouette of each screw, color coded a Delta fasteners are available now through 


labels.. permit sales in a fraction of the wholesalers in a Hardware store range of Wood 
time now required , , , 
If you wish... use Delta- Paks in Screws and Tapping Screws. Write direct for 


your present drawers or bins Product List and Price Schedule. 
keeps stock clean, bright — easy to 


handle and sell 


DELTA AMERICAN SCREW AND MANUFACTURING CORP., 2177 SCRANTON ROAD, CLEVELAND 13. OHIO 


Want more facts? Circle 213, p. 153 
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ELMER’S LINE OF GLUES 
iS NOW 


| 
| 
QUALITY GARDEN PRODUCTS 


- THEMSELVES| 





vou Of, Cifuny or 


* Guaranteed by ™ 
Good Housekeeping 


<2 Advearisid many 


nichols 


rl ALUMINUM 


YJgrass stop 


WITH SAFETY EDGE 


THE WORLD'S MOST COMPLETE LINE 


Continuous Coils — 3” x 24’, 3” x 40', 4" x 24’, 


4” x 40’, 6" x 40’, 8” x 40' and NEW ‘Thrift Qual- 
ity’ 4” x 40’ 


nichols = — ; 
ALUMINUM ° Fema 
Flower, Foltnic 


NOW IN 3 POPULAR 
WIDTHS 


12” For New Orleans Style 


Columns 
24” For Trellis 
36” For Outdoor Privacy 
Shields 
@ Beoutiful 'LUSTRE-BRITE” , . 
finish FLO 
@ Hardware and instructions 
included 


\ 7 
> Tay 
IS a: en / 


“Tied rw! 


NICHOLS GRASS STOP AND FLOWER 


* Nationally advertised 


FABRIC 


*& Rustproof—in red, white and blue self- 
service packages 


* Guaranteed by Good Housekeeping 


Want more facts? Circle 214, p. 153 
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in attention-getting, 
newly designed packages 


that sell on sight. 


YOU INCREASE SALES 
WHEN THEY'RE 


RACKE] 


in the space-saving counter 
and floor model racks, 
provided free of charge. 


TO HELP YOUR 
CUSTOMERS YOU'RE 


with eye-catching sales aids 
—colorful glue charts, 
free gluing guides. 


TO PRESELL YOUR 


CUSTOMERS, YOU'RE 


_ by ads in top consumer 
| magazines that build demand 
| for the complete Elmer line. 


For details, see your supplier or write: 2 
The Borden Company, 350 Madison Ave., New York 17, N.Y. 


fordens Products FOR THE HOME HANDYMAN 
Want more facts? Circle 215, p. 153 





Customers encouraged to 
phone for paint advice 


It is not unusual for a western 
hardware dealer to receive several 
phone calls a day for advice on 
painting. 

Recently a customer phoned the 
dealer to ask whether he thought 
that it would be practical for the 
customer to paint the outside of 
his home. 

The dealer told the customer that 
he would visit him to talk about 
the project. The dealer took out 
color cards and literature on paint- 
ing technique. 

The customer bought paint for 
the exterior and also ordered some 
for the basement and several other 
rooms in the house. 


Encourage your staff to 

participate in sports 
Encourage employees — to 

participate in local sports events 


your 


as players or as spectators. 

This activity will enable them to 
know local sportsmen better, and 
the more people your employees 
know the more traffic your store 
can attract. 

A Wisconsin dealer pays dues 
and other costs incidental to mem- 
bership in certain groups. The firm 
has sponsored baseball, softball and 
bowling league teams, providing 
uniforms for teams bearing the 
company name even though only 
ene or two staff members 
actually team members. 


were 


STORAGE SPACE BECOMES 








HARDWARE HUMOR 


fy} + SjJe > by 


“You bet you guit! 


Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


YOU PROFIT FOUR WAYS! 

1. Floor space is made more pro- 
ductive and more profitable. Less 
floor space is required. 


2. Time required to handle stock 
and serve customers is reduced. 


3. Your sales increase because your 
customers see and help them- 
selves to more items. 

4. Better display in less space — 
better fixtures mean a better 
selling job. 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S$. Mich- 
igan Avenue, Wellston, Ohio. 


BONDERIZED 


REVOLVO 


COUNTER PARTS CASES 


REVOLVO 
NAIL BINS 


NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 





es 














Want more facts? Circle 216, p. 153 
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GREATEST TRIMMER PROMOTION YET. 


























with each 


€" New SK/L 
Trimmer Kit 


Most powerful, fastest cutting 
trimmer ever designed! 
Terrific is the word for this big, new 
SKIL hedge trimmer promotion! 
The world’s No. 1 trimmer plus 

50 feet of heavy-duty extension cord 
(regular price $6.25), all for the $44.50 


Packed With Each Trimmer ! 


Complete promotional kit , ; “ 
including ad mats, stuffers, retail price of the trimmer alone! 


window banners topull Now the fastest selling hedge trimmer 


customers into your store. 
’ made has even greater customer 


appeal. Your wholesaler has all 
the facts. Contact him right away 
about this package (No. 8513). 
Hurry! Offer Expires May 31, 1959 
SKIL Corporation, 5033 Elston Avenue, Chicago 30, Illinois 
Want more facts? Circle 217, p. 153 
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Free gift-wrap service 
offered all customers 

An Eastern dealer encourages all 
customers to bring in gift items 
they bought elsewhere for free 
gift-wrap service. 

He displays a sign in his store 
inviting customers to have items 
gift wrapped at no cost. 

When a customer wants to pay 
for wrappings for an item bought 
elsewhere the dealer or one of his 
employees reminds the visitor that 
wrapping is ae service for all 
friends of the store. Some custom- 
ers will then look around for some- 
thing they may want to buy. 

Even low-priced items brought 
in by youngsters such as a quar- 
ter’s worth of pencils will be care- 
fully gift wrapped at no cost. 
Paper used by the dealer for gift 
wrapping does not have the store 
name on it, but is of a design not 
used by other merchants in the 
area. Thus every item gift wrapped 
at the store helps advertise it. 


Wrapping table shelves 
increase impulse sales 

The area directly below counter 
top level at the wrapping tables in 
most hardware stores can be used 
te promote impulse sales. 

An lowa dealer put three shelves 
on the front of his wrapping table 
to promote cleaning aids, insecti- 
cides and related lines. 

Customers note these items on 
the shelves while waiting for other 
merchandise to be wrapped and 
often ask the salesman for one or 
more of the special display items. 


Repair service can pull 
steady sports traffic 

If you are not equipped to re- 
string rackets, replace golf club 
shafts, etc., seek this business as 
an agency. 

Often a player coming for ath- 
letic goods repairs will see some 
other items for his favorite sport 
that he will buy when seeking re- 
pairs on other items. 

You can farm out repairs on 
guns, fishing rods, on the same 
agency basis, to build more traffic 
for your store. 
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100% Taper 


4 " a ae — . : Bs ry Ma ; : | ® 

Be nl Du Pont TyNe K nylon 
oe RES . 5 ma ; " 
‘ =o. “TYNEX” is the registered trademark 


L\F ig mee le for Du Pont nylon 
\POST 
a 


The most a 
widely 

advertised 

brushes in 4 


America! 







Now available... THE WORLD'S FINEST 100% TAPER TYNEX BRUSHES 


\\ After 6 years of development and constant RESULT OF LINZER’S “Golden Touch” 
Y effort to improve the quality of the mil- Most perfectly balanced brush. 


lions of Tynex Nylon brushes we have made Precise control of pick up. 
Smooth-flow paint out. 
and sold, our engineers have come up 100% Taper Tynex tapered to a fine edge. 


with the most exciting brush in the history ® Absolutely drip-free and scratch-free. 


of Linzer... and the whole brush industry. on in with the accuracy of an artist's 


At long we ae pees me cme: me Once your customer SEES, FEELS and USES a “Golden 
brush that is exactly to his liking. Age” he will always demand Golden Age Quality. 


Available in Master Painter Wall Brushes, 1” and 14%” thick. Also Leatherbound Stucco and Flatting Brushes. 


DAVID LINZER & SONS, INC. 
10-20 Astor Place 
New York 3, N. Y. 





Address 


LANZE fF? 
USrusheo 


SUM 





lf you are not on the ‘Con- 
fidential Linzer Mailing List’ 
mail coupon today for the 
sensational Golden Age 
Sales Plan to BIGGER one 
PROFITS. 


Cit 
GUARANTEED QUALITY SINCE 1892 Y 


World’s Largest Direct-To-Dealer Brush Manufacturer 
Want more facts? Circle 218, p. 153 








WHAT’S BEST FOR YOUR CUSTOMERS—IS BEST FOR YOU 


SELL PENN 


From the blades up—the finest of 
precision grass-cutting machines! 





NEW LIGHT-WEIGHT, LOW-COST REEL! NEW LOW ROTARY PRICE! 








RECOMMENDED 
RETAIL PRICE 


99" 





_—— eee 8 





Model 28218—18” Cut Model 66218B—18” Rotary 


EXETER 175 Pennsylvania quality features. AVALON Typical Pennsylvania quality. 


1.75 HP Briggs & Stratton motor 2.00 HP Briggs & Stratton motor 





*Prices slightly higher in the Far West. 





SYLVANIA ! 


Your reputation depends on the quality of the in lawn mowers. Add to this reputation the sup- 
products you sell. The sure way to keep it is with port of a nationwide network of service stations 
trouble-free, top quality merchandise—not with —a Pennsylvania “extra” that price goods can’t 
flimsy, low-quality price goods. Since 1877, offer. You'll see why it will pay you to put Penn- 
Pennsylvania has been the most respected name sylvania to work for you in 1959. 


ONLY PENNSYLVANIA GIVES YOU THESE FIVE GREAT MOWERS, TOO! 


REELRIDER 


Model 42221D 
21” Riding Mower 


DELUXE 


Model 40221C (5 blade) 
Model 407221C (7 blade low cut) 


LAWNDALE 


Model 69221A 
21” Riding Rotary Mower 


SESS SHSSSSSSSHSSSSSTCSSHSHSSSSSESHSSSSHESSSSSSSSSHSS' GS SSESSSSSHSSSSSSSSSSSeESeSSESeSeeeeseoeeeseooesce Sseceeeeceeseseeeseseeeseseeess seeeeeseeeee 


\ 


~\ 


NATIONALLY-ADVERTISED 
PENNSYLVANIA 

—THE MOST RESPECTED 

NAME IN LAWN MOWERS 
—SINCE 1877! 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE CO., INC. 
BRIDGEPORT, CONN. - Plant: EXETER, PA. 
GREAT AMERICAN 


15”, 17” or 19” size 


TRIMMER AND EDGER 
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Pau! Dauwalder (right), owner, handling a fast money order transaction. Counter is surrounded by impulse items. 
Note sign, upper middle, which is the only advertising for the service. 


Want a new souree of traffie? 


Sell money orders 


An Arizona dealer gets extra traffic everyday by 


serving customers who want to buy money orders. 


“Don’t get me wrong,” says dealer 
Paul Dauwalder, Scottsdale (Ariz. ) 
Hardware, “we don’t do a big dol- 
lar business by selling money or- 
ders. 

“But we do pile up added daily 
traffic and impulse sales, and that’s 
the payoff for this service.” 

This dealer has learned that the 
most important part of merchan- 
dising is in getting traffic, no mat- 
ter what the reason. Traffic means 
sales, so Scottsdale Hardware add- 
ed a money order service to build 
traffic. 
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It’s the kind of traffic you get 
steadily, a few customers or many, 
each day, but every day a few ex- 
tra customers. 

Mr. Dauwalder said, “The first 
year we offered our money order 
service, we averaged just 40 or 50 
extra customers a month. Though 
not a lot, it represented plus traffic. 

“The demand is steadly growing 
as more folks learn about this ser- 
vice. We have many regular users, 
and we’re constantly adding new 
ones. They come in to get a money 
order, but most of them buy some- 


thing on impulse before they leave 
the store.” 

Scottsdale Hardware charges cus- 
tomers 15¢ for each money order 
up to $200. Customers who seldom 
have use for a checking account 
find money orders cheaper than 
maintaining a bank checking ac- 
count. Others use the service regu- 
larly because those who are on the 
receiving end find it easier to cash 
money orders than personal checks. 

Of the 15¢ fee, Scottsdale Hard- 
ware keeps half. The other half 

(Continued on page 188) 











“We know these nails 





are quality naiis”™ 


‘There zs a difference in nails, and we’re convinced that it pays 
to use quality nails. That’s why we always try to get Bethlehem 
nails, made right here in this country. 

“Bethlehem nails don’t wince every time they’re smacked by 
a hammer. Their heads are true, their points are sharp and clean.”’ 

It's true that Bethlehem feels a responsibility to maintain 
quality. And that applies not only to nails but also to staples, 
barbed wire, farm fence, fence posts and other Bethlehem prod- 
ucts that you can profitably handle. 

Bethlehem nails are now packaged in new, attractive 50-ib 
cartons as well as the 100-1b units. They are available in a complete 
range of sizes, styles and finishes—bright, blued, cement-coated, 
galvanized. We carry large stocks of these nails and can make 
prompt deliveries on all items. A phone call or note to our nearest 


office will bring you any specific information you want. 
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BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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You're going to sell 


You feature the fans 
most of your customers want! 


When asked to name a specific brand, seven 
out of fen prospective fan customers gave 
General Electric as their first choice when 





buying a fan.f Speed selling, boost turn- 
over, avoid lost sales with the number one 
line in consumer preference. 


tin a national survey of 13,438 adults by Daniel Starch and staff, reported in May 1958, 67°, 
of those who mentioned a specific brand stated a preference for General Electric Fans. 





De Luxe 20" Automatic Fan Portable Twin Fan 

W-10—$69.95* T-4—$59.95* 

« Superpowerful — 5000 CFMfT «+ Elec- ¢ Electrically reversible, at full speed « 
trically reversible, at full speed « New dif- Three speeds each way « Fits casement or 
fuser safety grille « Three speeds each way 


20" Portable Fan 
W-7—$49.95* 


e Electrically reversible, at full speed e 
Three speeds each way « Powerful blades 


sash windows e Circulates or ventilates —4000 CFMtt e Circulates or ventilates 














20" Portable Fan 

W-6—$39.95* 

¢ Reversible. Easy to carry « Ventilates or 
circulates « Powerful blades—4000 CF MTT 
« Three speeds—safety designed 


20" Window Fan W-9—$49.95* All Purpose Fan 
W-8 (3-speed, exhaust) $39.95* A-2—$29.95* 

¢ Electrically reversible, at full speed « 
Three speeds each way « Fits windows 
20" to 38" wide « Sunburst safety guard 


¢ Broad, powerful air stream ¢ Safety- 
grille front and back « Tilts to any angle 
e Use as table, wall or floor fan 





Hassock Fan 
F-3—$59.95* 


Oscillating Fans 

10" S-107—$18.95*—12" S-125—$29.95* 
¢ Draft-free cooling. Quiet « Two sets of 1614" V-164—$54.95* 

fan blades « Three speeds. Safety design 
e Handy toe-touch switch 


20" Portable Roll-Around Fan 
P-3—$59.95* 

¢ Rolls easily anywhere « Three speeds. 
Adjustable tilt and height « Converts to 
20" portable fan 


. Oscillating or not, just turn a knob e 
Easy tilt adjustment ¢ Sealed oil system 


Want more facts? Circle 221, p. 153 
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more fans this year-IF 


You use these hard-selling 
General Electric Fan displays! 


sales-clinchers. Show them FAST that you 
stock General Electric... the fans they'll 


want to buy! 





Now's the time to start organizing your 
General Electric Fan department for sales ! 
It’s easy with the help of these eye-catching 
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kit includes arresting central display, 


‘‘Summertime Sam”’ Display Pack- 


age— Make your General Electric Fan plus 6 strings of pennants, 6 sets of 


display come alive with color, motion streamers, 2 spinners, 2 large pennants : Mh, 


and lively eye-appeal. This complete 


and 2 balloons. 


gee. QSailboat Display Window — Pre- 

) » packaged and ready to set up! This ar- 
resting traffic-builder will stop ‘°em and 
bring ‘em into your store. 

New! Double-Duty Metal Fan Dis-> 
play—A powerful sales-maker! Holds 
up to 6 fans, uses only 5 sg. ft. of floor 
space. Sets up easily for any combina- 
tion of General Electric Fans. Quickly 
converts to G-F Heater Display. 





NOW is the time to stock up for the rush! 
Get your displays! See your General Electric dis- 
tributor for a// the facts! 


Local advertising support!! Power- packed | ,000- 
line factory-paid ads are scheduled to hit your local 
newspapers when your customers are hot for fans. 


General Electric Company, Automatic Blanket & Fan Dept., Bridgeport 2, Conn 


*Manufacturer’s suggested list price. TTNEMA rating. 


Progress /s Our Most Important Product 


GENERAL @@) ELECTRIC 


Want more facts Circle 221, p. 153 
HARDWARE ACE, March 12, 1959 © 187 











Want a new source 















of store traffic? 
~~ ee Pee Se a ee Gee Oe 


PREF'ERRE 
and 


PROFITABLE... 


(Continued from page 184) 


goes to the First National Bank of 
Arizona, on whom the money 
orders are drawn. 

The bank supplies the checks, 
record-keeping blanks, advertising 
materials, and a protective check- 
writer to fill in amounts of each 
money order. 

“There’s really little work in- 
| volved for us,” Mr. Dauwalder said. 
“We merely fill in the amount. The 
purchaser writes the order in the 
name of the payee, signs his signa- 
ture, and dates the check.” 

Each money order is numbered. 
Each comes in triplicate. As an or- 
der is written, duplicates are made 
through carbons. The customer 
gets the money order to mail, and 
a duplicate as a receipt. The other 
copy and the money are turned 
over to the bank every few days. 

The dealer spends just a minute 
on the transaction, and he gets an 
extra customer exposed to impulse 
displays. @ Hnd 





Build customer satisfaction and profits 
with easy-to-sell Cortland Brand Screen- 
ing . . . quality screening with the 
extra value features customers want. 
Cortland screening lies flat when un- 
rolled . . . is easier to handle, cut and 
install. Triple your chances of making a 
sale, stock all 3 Cortland Brand Insect 
Wire Screenings . . . galvanized, bronze 
and aluminum . . . a screening for 

every budget and job requirement. j 
Available from your jobber in 100 
linear ft. rolls, 18 x 14 mesh, 24” to 48” 
widths. Meet U. S. Department of Com-ff 
merce Commercial Standards. 





Gardeners visit store 
to chat with gardeners 





Fishermen like to visit sporting 
goods departments to swap yarns 
with other anglers. 

A southern hardware store also 

tr itt ahuecedccsabacaaanecenuee encourages gardeners to visit its 

garden shop to swap experiences 

Offer Your Customers All 3 with other gardeners. When garden 

supplies are sold in any quantity, 

customers are invited to come in 
and tell about the results. 

Some of this information swap- 
ping is based on a desire to do a 
little bragging. Other customers 
have a genuine desire to pass on 
their knowledge to other amateur 

age er gardeners. 

Qe bay The dealer says, “These custo- 
: ae mers come here to discuss when to 
plant beans, how best to kill bugs. 

“Some want to boast about the 
large tomatoes they grow. We 
listen to their comments just as 
WICK WIRE 7 BROTHERS, INC., Cortland, N. _# we often listen to fishermen and 

INSECT WIRE SCREENING — NAILS AND BRADS | hunters tell their experiences. 
HARDWARE CLOTH — WIRE NETTING — WELDED WIRE FABRIC | “We make friends by listening 
to gardening fans.” 















® CORTLAND BRONZE Special long-lasting 
copper alloy screening that is rust resistant. 
Bright or Antique" finish. 





© CORTLAND GRAY-WICK Durable all-purpose 
zinc-coated screening made from finest electric 
furnace steel. Attractive light gray finish. 





® CORTLAND ALUMINUM Finest rust-stain- 
proof screening, made from clad aluminum 
wire. Strong, durable, light. 





FREE folders, streamers, newspaper 
mats are available upon request. 
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Serving a customer who “just needs a bolt” takes 
valuable selling time. Now you can make it easy 


for customers to serve themselves. Lamson’s 


H OW to attractive, flexible Bolt Trays—spotted at strategic 


locations in your store — do the job. They build im- 


mM | ke bo Its pulse sales, help you sell other merchandise, too. 
p rod uce p rofits Lamson “Serve Yourself” Bolt Tray 


with zinc-chromate plated bolts 





TOOL DEPARTMENT 
When acustomer buys tools,the 
Bolt Tray reminds him to pick 
up bolts for needed repair jobs. 
Helps build trafic in department. 








CHECK-OUT COUNTER 
Remind customers to buy bolts 
by placing a “Serve Yourself” 
Bolt Tray near the cash register 
or on check-out counter. 








HOUSEWARES DEPART- 
MENT — This compact floor 
unit,containing four Bolt Trays, 
gives you a complete bolt de- 
partment in minimum floor 
space. Helps sell related house- 
wares items. 








All bolts plated for eye appeal. Nuts included. Choose the 
type of bolts your customers ask for most often...machine, 
carriage, lag, stove, cap screws. Refills available from 


- - . , ~ - . . ° 
48e asso" stock. Ask your Lamson Distributor for full information. 
APPROVED 


DISPLAY i Serve © You: Of 


pprvreseeveetenoteontags 


Cg BOLTS NU -WUTS - Se “SCREWS OE8EzezIe 


J A Steet St 
Swedes os tk oat ets 
ss nttaatt Be Hel. Barkin "AMR... en, 





4 LAMSON & ‘SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 


J 
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NEWEST 
BROADEST 


and BEST 
LINE 


Twenty-two different models! 
Each superbly styled, each built to 
grip... gently or with mailed 

fist firmness. ¢ Finest castings, 
highly accurate machining and 
finishing. ¢ Baked, hammered 
silver grey enamel overall. 
e Screws and handle are zinc 
plated. Write for catalog 17 
covering all models. 


9 NEW Bench Vises 


















2 NE vi “Quick Shift” 





& 


3 NEW 
Pipe Vises 





850— 
Ve’ to 4” 
851— 
Ye"’ to 22" 
pipe 
Not shown: 
Model 

852 *Jaw width 


MILWAUKEE TOOL & EQUIPMENT CO, 


2773 S. 29th St., Milwaukee, Wis. 





an SSE De DS —- | 
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Jackleg sign 
attracts do-it-your-selfers 


Because some professional mechanics and others call do-it-yourself fans ‘'jack- 
legs’ this sign uses both terms. This attracts week-end mechanics to Airline 
Hardware in New Orleans. The offer of free advice brings many passersby into 
the store. Many of them make impulse purchases. 


Cooler 


see 


» we 


Trading Stamps... 
64. years ago 


Here’s a trading stamp that was used 64 years ago—in 1894. 
Notice that it was worth 10 percent. 

This interest stamp, which was printed on heavy paper, was 
sent us by Reader Erv. Wendt of Milan, Mich., who found it among 
some old papers. 

Mr. Wendt was a salesman for Buhl Sons Co., until his retirement. 








GOOD FOR FIVE CENTS IN TRADE 


R. E. Braokett’s Meat Market, 


305 WasuincTon Ave, S., LANSING, MICH. 


Front of ticket 























LANSING, MICH., APRIL 6, 1894. 

As an inducement to increase trade and show 
our good will to our customers, we will issue 
one of these 5¢ coupons with every purchase 
of 50¢ or over for the next 60 days, assuring our 
patrons of the finest meats at the lowest prices. 


Back of ticket 
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24-CARAT GOLD 
permanent fixture” and 
extra merchandise FREE, 


with this assortment: 
No. 9100 


YOU SELL FOR...$55.56 


WOUPAY >... .. 5). $20.08 





Zolt]- i -)-10) 1h ae Pt he 


Features new LEPAGE’S 
Cellophane Tape in the new 
revolutionary Plasti-Pak! 


26": high x 21” wide x 10':”" deep 











Fer feclion seorucurs rue FORWARD TREND 


WIN | ...IN GAS HEATERS | HEATERS 





Style and comfort leader of 
the Forward Trend is Per- 
fection’s beautiful new 
CORONET. All the deluxe 
J features ever offered in a 
if aaa? ge gas heater. Available in ra- 
meee diant and circulator models 

5,000 Btu input. 





Five new circulators, 22,000 to 
45,000 Btu input, 3 vented, 2 un- 
vented. Baked enamel Dawn Grey 


finish with golden sheen screens. 


Companion models to the cir- 
culators above. Same capac- 
ities but with Perfect-Glo 
ceramic radiants. 








IN WALL FURNACES 


New “Director” Wall Fur- 
nace with smart louvered 
styling. Completely auto- 
matic. Available in gas at 
70,000 Btu input, or oil at 
65,000 Btu output. 





ee 
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.IN OIL HEATERS 


Two oil-fired CORONETS, 
50,000 and 65,000 Btu. 
Each has fuel-saving 
“Midget Pilot’, automatic 
controls. 







The Regulaire, 79,000 Btu 
model features patented Reg- 
ulaire blower control built-in 
thermostat for automatic 
comfort. 


Four additional oil-fired models from 38,000 to 
79,000 Btu output, many advanced features. 











er 
eat 
IN PORTABLE HEATERS 
w Full Details Send Name ind Address 
MANUFACTURED BY Ft Perfect on Industries ' Cleve “owe 10, Ohio 


LR 


” 2. OF 








INDUSTRIES 
uPP WAYNESBORO, GEORGIA 
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Get Faster Turnover with Proto’s SD-4 Rotomat 


Rotomat Owners Report: Tool outlines and numbers for quick, easy 


restocking. 


“Tool sales are 3 times what I did formerly: 


“My turnover is 4% times per year now” Price and size markings permit customer self- 
“Proto’s Rotomat gave me an organized tool service. 
department with less investment in inventory:’ 


One Rotating SD-4 — only 30” in diameter 


Displays 191 fast-moving tools to meet —saves 26 square feet of wall space! 


most user’s needs. 


- 
2 ge Wen*> s“ 


saves > “or 7 f 
Employs proven merchandising tech- ROTOMAT this WALL SPACE Ul // 


omen co ELE Le 


Flashing light—glowing colors to attract Kit of Sales Helps and Catalog shipped 


impulse sales. with each Rotomat. Easily adapted 
for use as r 
Counter or Floor * 

Proto stands for guaranteed quality reasonably priced; backed Merchandiser. 


by one of the biggest advertising programs in the industry. 
No. 5817 


Order from your Proto Distributor 


SL—12-58—25M 


eeeeeeeeeeeeeeeeeeeeeee QQ" eeeeereereeeseeeees 





No. SD4 Rotomat Stock [402 af114 (191 Types & Sizes—239 Total Tools) 


Item Stock item Stock Item Stock item Stock 
No. Description Quan. No. Description Quan. No. Description Quan. No. Description Quan. 


Punches & Chisels Adjustable Wrenches Open End Wrenches 2” Square Drive Sockets 


41% — Center Punch, 4%»” Long — Continued 3016 = 344"x4" Ops., 44%” Long & Attachments — Continued 
, ; 2lhs” , — - a 
a "16 ant — pong i ong 7048 Semi-Finish, 4” Long 3018 M4 x46 Ops., 442" Long $428 Socket, 12-Point, %” Op 
tg oo “em = we ong *704SI S-F Clik-Stop, 4” Long 3020 we" XM” Ops., 4%” Long $420 Socket, 12-Point, 1544” Op. 
41) - ome sce ~ , st 706 Full-Finish, 6” Long 3021 ¥a"x746,”" Ops., 544” Long 543? Socket, 12-Point, 1” Op. 
2 h, ! ng o_o “ aye 0 I452 » te ’ 
rent - ~ A L a fa » 7 7 ol TO06I F-F € lik-Stop, 6" I ong 3025 Ag x4 Ops., 5%” I ong 5434 Socket. 12-Point. 1144; Op. 
47! axt Ri t ae ' p ~ h 0” 106S Semi-Finish, 6” Long 3026 ¥2"x%16" Ops., 6” Long 5436 Socket, 12-Point, 1%” Op. 
pe 726 — or a oe , *706SI S-F Clik-Stop, 6” Long 3030 7 el Ops., 654” Long 5440 Socket, 12-Point, 114” Op. 
wak7s2 Rivet of Fim Punch, 708 Full-Finish, 8” Long 3031 %6°x%4" Ops., 746" Long ve ; " 
47%¢ex% Rivet or Pin Punch —s _ - 5449 Reversible Ratchet, 10” L. 
47: l x! ote ~ Pin Pun ~ TORI F-F ( lik-Stop, 8” l ong 3035 1144,” 4 v4’ “Ops., 8 "NG l ong 5460 Extension Bar 1A" I ong 
"16X32 . cn, e ; " ” en | 
47¥%x%\6 Rivet or Pin Punch Bhs ype : ~* 5461 Extension Bar, 5” Long 
4776x742 Rivet or Pin Punch woe A F Clik-Stop, 8" Long Tappet Wrenches 5463 Extension Bar, 10” Long 
am 132 ' 710 Full-Finish, 10” Long 5467 inge H: » is” 4 
47'2x% Rivet or Pin Punch. 6%” , 546 Hinge Handle, 15” Long 
$0%45 Starting Punch, %” P 10L CF --F Clik-Stop, 10” Long “46"x¥2" Ops., 10” Long $470 Universal Joint 
5 + ~ te — aa 7108S Semi-Finish, 10” Long ¥2"x'45" Ops., 10” Long 
cae eR, Tag” PY. *710SL_S-F Clik-Stop, 10” Long 
12% Cape Chisel, 1%” Cut 712 Full-Finish, 12” Long 
716% Diamond Cotest, Wyo” Cut 7121 F-F ¢ lik-Stop 12” Long 
S6A% Cold Chisel, ° 6 a 712S Semi-Finish, 12” Long 
86A%«5 Cold Chisel, % ¢ ut > c = 9o0 : Ai 
86A%e ‘old ‘ hisel, 7 ‘Cc sat *712SI S-F ( lik-Stop, 12 I ong S014 Deep Skt.. 12-Pt.. 746" Op. 2 1 ea Drill Size, 2 a” Long 
86A%5 Cold Chisel, v2" Cut * Available approx. April ‘59 S016 Deep Skt., 12-Pt., 12” Op. m 16” Drill Size, 3” Long 
86A 12 ‘old Chisel, %” Cut $018 Deep Skt., 12-Pt., %\4" Op ? Ys” Drill Size, 344” Long 
R6A5 ; . S020 Deep Skt., 12-Pt., 54s” Op 
eet pea ; ya Pipe Wrenches SO26HP Deep Skt., 6-Pt., 1%)4," Op sy ialS dri 
9614 Drift Punch ” Point R06 Normal-Duty, 6” I ong §71? Socket. 12-Point v3” Op pecia crewoarivers 
7 es Ba = a y . ® & . 
9646 Drift Punch, 4” Point 505 Normal-Duty, 8 I ong $214 Socket, 12-Point, +)" Op. Offset Type. 44” Bits 
96% Drift Punch, %4.”" Point 810 Normal-Duty, 10” Long 5216 Socket, 12-Point, 42” Op 100 Key Ring Type, °44;" Bit 
96546 Drift Punch. Thy” Point sIOHD Heavy-Duty, lo" I ong $218 Socket, 12-Point, Me” Op ORS] Screw Starter, 2'2” 
961 Drift Punch. 4” Point 814 Normal-Duty, 14” Long 5220 Socket, 12-Point, 5«” Op QRS} Screw Starter. 5” 
SI4HD Heavy-Duty, 14” Long §222 ee a 9RSS Screw Starter, 9” 
Pliers S18 Normal-Duty, 18” Long §224 Socket, 12-Point, 344” "Op 
201 Thin Nose Slip Joint, 512” 5249 Reversible Rate het. ‘Lg. P| ; ; 
. — : . 7. astic-Handle Screwdrivers 
202 Thin Nose Slip Joint, 612” 12-Point Box Wrenches 3253 Adapter, *” F ‘Male 
204 Diagonal ( utting, 4! > 4 . : aor ue $254 Adapte - 2 F : ” Male 9b04 Round Blade, ! ‘- Bit 3 
206 Diagonal Cutting, 6” aes 4 Meing(lcag re y aame 5260 Extension Bar, 3! .” Long 9606 ” Round Blade, 544" Bit 2 
207 Diagonal Cutting, 7” oe i mde oll a nap mene 5261 Extension Bar, 7'2” Long 9608 ” Round Blade, s” Bit l 
209 Heavy Diag. Cutting, ?’ + ee . Pr~sm - Long $265 Hinge Handle, 74s” Long 96)? ’" Round Blade. %«” Bit 1 
226 Needle Nose Cutting, 634 ee 2 RNs Ops., 270" Lang $270 — Universal Joint 9624 " Round Blade, 4%” Bit 1 
234 “Multi-Plier”’ Slip Jt 71%" a a i a — ~ : : = $275 Univ. Skt., 12-Pt.. 42” Op 963? ” Round Blade, *4.;" Bit ? 
235 Midget Slip Joint, 412” oe adeatins — 5276 Univ. Skt., 12-Pt., y4" Op 9633 ” Round Blade, *,;;" Bit l 
241 Utility Slip Joint, 912” 9651 ”" Square Blade, 74” Bit l 
” Square Blade, so” Bit 1 
l 
2 
I 
I 
l 
l 
l 


Screw & Pipe Extractors 
Square Drive Sockets s” Drill Size, 256” Long 


& Attachments 2? ‘4e” Drill Size, 25%” Long 


ON ee ee ee ee ee ee ee ee 


aS & 


” Combination Box & Open , . 965? 
Multiple-Groove Jnt., 10 P 2” Square Drive Sockets | 2°°- | ; 32 
Slip Jnt. Side Cutting, 6 End Wrenches 671 Blade, Phillips #2 Bit 
Lineman’s Side Cutg., 8” : . i" & Attachments 968? Blade, Phillips #1 Bit 
, 1208 14" Openings, 3” Long ' . as 
Utility Slip Joint, § 1210 . ” Onenings 3%" Lon S318 Deep Skt.. 12-Pt.. %, ‘Op YOHR4 Blade, | hillips #) Bit 
. é "16 - 2S, 9°74 f : . : ” - 
Utility Slip Joint, 6! 191? ie dae = 414” Lon S $320 Deep Skt., 12-Pt., 5%” Op 9RO4 Square Blade, '4” Bit 
: été vs, 2 < , ; - - 
Utility Slip Joint, 8” 1214 Th ¢ . ceminan 514” | a §32? Deep Skt., 12-Pt., 44” Op 9R06 Square Blade, °44;" Bit 
: ~ . > Pe 4 4 . . 9° ” 
Utility Slip Joint, 10” VF "OC owen — 6” Lon 5 $324 Deep Skt., 12-Pt., 34” Op YROR Square Blade, *s” Bit 
«16 2 - 1s, 6 ong —~ ; - 
Lever Wrench, 8 , . . $326 Deep Skt., 12-Pt., 1544" Op 9R22 Square Blade, 's” Bit 
5326HP Deep Skt., 6-Pt., 1%)" Op 9832 ” Square Blade, 43.” Bit 
QR33 '>” Square Blade, ‘s».” Bit 


1218 ‘*i5° Openings, 654” Long 
il : 1220 ” Openings, 7/2” Long 
All-Purpose Snips 5328 Deep Skt., 12-Pt.. 7%” Op 
$330 Deep Skt., 12-Pt., 1°44” Op ‘OR42 ‘Square Blade, “s.” Bit 


Duckbill or Circular, 7” 1222 . ~ _ Openings. SK Long 
Duckbill or ¢ 10 ‘eae : pene, © Long $337 e »_p ?’ 
ee CS Nees, “a 1226 is’ Openings, 10144” Long 332 Deep Skt., 12-Pt i Op 
Straight or Regular, 7 1228 %” Openings, 1114” Long 5414 Socket, 12-Point, 414” Op 
Straight or Regular, 10’ 1230 1 “6 Opengs ; 123%” | ong $416 Soc ket, 12-Point., _” ( Ip 
Straight or Regular, 12344” $418 Socket, 12-Point, %)4" Op 
$420 Socket, 12-Point, 4” Op 
Adjustable Wrenches Hammers §422 Socket, 12-Point, Wie" Op 
704 Full Finish, 4” Long l 2 Ball Pein, 12 oz $424 Socket, 12-Point, 44” Op 
7041 F-F Clik-Stop, 4” Long Ball Pein, 16 oz $426 Socket, 12-Point, !%4;" Op 


Shipping Wt. (Mdsr. & Stock)—148 Ibs. 


ahw rere. VAL aN ZX 


o Eo, 


ty 


Wood-Handle Screwdrivers 


9702 >” Square Blade, *»” Bit 1 
9704 114" Square Blade, 44” Bit 2 
9706 Square Blade, °,,;" Bit l 
9782 3” Blade, Phillips #1 Bit | 
O74 ”" Blade, Phillips #2 Bit l 
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PROTO TOOL CO.—Los Angeles, Calif.—Jamestown, N.Y.—London, Ont., Can. + Division of Pendleton Tool industries, Inc. 
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Dealer turns hobby into 
a profitable sales idea 


The manager of the Growers) 


Hardware Store in Palmetto, Fla., | iis 


formerly kept a few birds in cages | 
in his store as a hobby. | 

Now the colorful birds are for | 
sale. 

A 6x7-ft cage on casters is ent | 
on the canopied walk in front of 
the store as a customer-stopper | 
during store hours. The cage has_ 


a sign, birds for sale. The sign, | 
| 


Action, color and sound in this out- | 


door bird display pull customers into 


store 


the song of the birds and their 
movement and color all help pull 
traffic into the store’s§ garden 
center. 


This customer-stopper has help- 


ed sell birds, bird supplies and 
other items displayed in the firm’s 
garden section inside the store. 


Phones in two exchanges 
help to promote volume 
If your store is on the outskirts 
of a city and you want to do phone 
business in that city and in a 
nearby suburban area, you may be 


able to get phones in both ex-' 


changes. 

This idea is used by large de- 
partment stores, other retail units, 
to encourage phone subscribers to 
phone in their orders. These stores 
advertise that orders can be phoned 
through either exchange at no toll 
cost to the customer. 

This plan saves the customer a 
dime and saves the dealer many 
sales he might lose if the customer 
had to pay for the phone calls. 


Want more facts? Circle 228, p. 153 > 


NOW, for the | 


first time | 


anywhere | 


WESSEL 
PIONEERS 


with long-wanted § 


REPLACEMENT 


GYM SWING BEARINGS 


mee: FOR THE 18 MILLION PLAY 
SWINGS THAT NEED THEM NOW 


At least 18 million of the 28 million play 
swings now in use need replacement bear- 
ings—for SAFETY! e Since their intro- 
duction last year, the phenominal sales 
success of WESSEL ball bearing gym 
swing sets proves that families every- 
where want to replace dangerous, rusty 
hangers! 





All around you... where ever swing-age 
children live .. . ready, PROFITABLE 
sales—extra profits—await you. Just 
show WESSEL gym swing ball bearings 
on your counter; display the sales-making 
window banner that comes in every car- 
ton; you'll sell WESSEL Gym Swing 
Bearings fast. 





Wessel ball bearing gym swing sets are 

No. 808 attractively skin packed on handsome, 

colorfull pre-priced cards for self-service 

impulse buying. Two styles available. 

The #809 comes with thru-bolt and fas- 

pause 10 tening cap. Both easily, quickly installed 
° —both zinc plated to resist weather. 


\ Le b W ie Stock both styles NOW for spring and 
| | Jn sare summer sales. Call your jobber, or write to 
- - Pax WESSEL HARDWARE CORP. 


919-931 N. 5th St., Philadelphia 23, Pa. 


in Canada: Geo. S. Hall Co. 25 Grenville. St., 
Toronto |. Export: Hall & Reis, Inc., 165 Broadway, 
New York 6 
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HARDWARE OF PRESTIGE 


Swat Wing Pull 


No. 545 
Unique Design 
Great Acceptance 
Competitive Price 
Excellent Profit 


Design Patent No. 183006 


3” Centers 


Design Leadership 


Recognized as one of Amer- 
ica’s outstanding industrial 
designers, Frank Fremstad, 
Chief Design Engineer of 
Ajax Hardware Corporation, 
carries primary responsibil- 
ity for the outstanding prod- 
uct designs that have made 
Ajax the acknowledged lead- 
er in product styling. 
Design patents granted by 
the U.S. Patent office include 
such items as the Swept 
Wing pull, Nordic Modern 
pull, Concealed Hinges Nos. 
551, 554, 555, 558, 559, 
Spring-Eze Door Stop and 
many, many others. This 
outstanding design leader- 
ship is just one reason why 
AJAX is the Value-Rated 
Line.* 
*Every AJAX product must receive a 
plus 4 rating in design, appearance, 


function and durability before it is 
placed on the market. 


AJAX HARDWARE CORPORATION 
4355 Valley Blvd. 
Los Angeles 32, California 
Dept. J 


_ _ \ JrfAy’? | PASD% 
\ BON my, SMR OS OR OGLD NW 
ri Ol) en O° BBBES POYG AL 
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No loan, no reason 
Dear Editor: 


I was interested in reading S. D. 
Samson's letter in HARDWARE AGE, 
Dee. 18th, p. 41. We are whole- 
salers and we tried to help a dealer 
obtain a loan. Our experience with 
SBA was quite similar to Mr. Sam- 
son’s. 

In our case, the local banker re- 
fused credit. But we felt that the 
dealer had adequate fixture and 
stock equity, plus the ability and 
potential to improve his position, 
if he could obtain a small loan to 
pay outstanding obligations and 
add to his inventory. 

The SBA forms, personal inves- 
tigators and delays and final dis- 
approval were really something to 
watch. They were a lot tougher 
than any local financial organiza- 
tion would have been. 

I presume they want to make a 
showing in collecting on all the 
loans they make, or perhaps they 
had no money to loan at the time 
this application went in. But, if 
this was so, why did they go to the 
expense and man-power at the 
branch office when they would have 
so many applications to refuse and 
so few to grant? I tried to get a 
reason for the refusal of this loan, 
but didn’t get it. 


Had good intentions 

1 feel that the original intent of 
the framers of the SBA Act had 
the best of intentions. However, as 
is usual in the formation of a gov- 
ernment agency of this type, they 
immediately set-up all sorts of 
restrictions and regulations that 
prevent the legislation from doing 
what it is supposed to do. 

I believe most sincerely that if 
the SBA worked properly, it could 





serve a very useful function in aid- 
ing small businessmen. 

When I say “small businessmen,” 
I am thinking typically of some 
hardware stores that need only a 
small loan to help them remodel or 
enlarge their inventory. 

With bankruptcy rates so low 
generally in retail hardware, as 
compared with other types of 
stores, most of these opportunities 
are very sound financial risks. I 
wish something could be done to 
improve the operations of the SBA. 

Yours very truly, 
A wholesaler 
(name withheld ) 


Salesmen: leave your card 
Dear Editor: 

We have been operating a marine 
supply store for many years and 
have a suggestion that we think 
might help other dealers in a small 
way. 

We have many salesmen call on 
us, and 99 out of 100 will present 
their card and state their firm 
name, etc., on the first call. Those 
that call again, and some who eall 
for many times, feel that we should 
know them and their firm. 

But many times we are at a loss 
as to who they are and look over 
their sample cases rather than to 
admit our loss and ask them again 
who they are and what they are 
selling. 

We suggest that salesmen be 
trained to present a card on each 
visit. We will at least know who 
he represents and no doubt will, in 
time, remember his full name and 
company. 

We have had one salesman who 
has called on us regularly for 40 
years and has never failed to pre- 
sent his card the minute he greets 
us. We have never resented this 
gesture. 

You might discuss this in HARD- 
WARE AGE and help some of these 
fellows. 

Very truly yours, 
Ray Marshall 
A. & R. Marshall, Inc. 
Port Washington, N. Y. 


Don’t forget ... to check the 
new selling ideas in the Buying 
Check List on p. 137. 
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PLENTY’ 


A new /ine of Knobs, Pulls and 
Decorative Trim three dimen- 
sional reproductions of fruits and 
vegetables in rich Old Copper and 
Polished Brass finishes. 


Use them 
As Knobs and Pulls @ Mixed or Matched 
As Wall Plaques or Decorative Trim 


¥ 
* * 


“et 
»,* 
+e %e 


Eight beautiful items make up the 
complete Horn of Plenty line. It is 
without question the most original 
line of decorator hardware ever to be 
put on the market. 


Write on letterhead for free 
sample and catalog page. 


All pulls on 3” centers. 








AJAX HARDWARE CORPORATION 
4355 Valley Blvd. 
Los Angeles 32, California 
DEPT. J 
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ENJOY THE GREATEST 
SFILING EDGE 
N SCREENING TODAY 


‘ 


Half-humorous ad tells 
dealer’s delivery story 

How far will you go to deliver 
a very small, low-priced. item to a 
customer? 

An eastern dealer wanted to 
emphasize the fact that the firm’s 
three delivery trucks would deliver 
just about any item in any part 
of its trading area. 

One of the firm’s tri-weekly ads 


' showed a housewife phoning to ask 


the dealer, “Will you please send 
me a box of tacks?” 

Expressed willingness to offer 
such service, which practically no 
customer would ask, impressed 
many people. New customers com- 


mented about the ad when they 
visited the store. 

The ad further said, “When you 
need something right now, but 
don’t want to stop and come down 
town for it—phone us! If it’s hard- 
ware, paints or any other item 

Opal’s flat-wire “Marked and Measured” found in our kind of store, we'll 
send it out to you gladly and 
quickly. 

only Opal can give you this important selling feature. . . . positive “We're out your way every day! 


| oO} 
acd 


edge is registered in the United States Patent Office. This means that 


' ld i : Phone us! We'll deliver!’ 
identification and assurance of highest quality. . 


So join the OPAL parade NOW! Show this edge to your customers. 


7 | Birds, plants lend more 
Tell them how it assures full measure and top quality. Explain how 
| | atmosphere to the store 

the copyrighted flat-wire selvage provides the greatest stability of a 
~ : . A special garden section in an 

any screening. 8x15-ft room in an Ohio hardware 


store includes cages of live para- 


0 y «tT — 
Bird supplies are shown nearby. 


[ In three months the firm sold 


all the Wa y! $1000 worth of birds, cages, sup- 


You can have OPAL Aluminum, or | aaj | garden room, 

Ff ij y | Green plants from the garden 
center are displayed in other sec- 
tions of the store to attract the at- 
tention of women shoppers. These 
plants in other sections of the store 
encourage women to visit the gar- 
den room. 





plies and accessories in its special 


Bright or Antique Bronze, or Gal- 
vanized. Also ask about OPAL 
VINALUME .. . “The screening 
that never grows old.” If your jobber 
cant give you prices and full details, 
write to us TODAY. ' . : 

Caster-equipped units 
Because a western hardware firm 
wants to move its display tables 
frequently, most of them are 

| mounted on casters. 

Trade Mark of the Changes of location are fre- 
YIih be New York Wire Cloth Company quently made to give the store an 
York, uuiiaianels | ever changing appearance. | 
Caster-equipped tables make it 
| easy to move the units for cleaning 


| the store floor. 
Want more facts? Circle 231, p. 153 | 
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“HEY, OLD TIMER...WE STRUCK IT A LOT RICHER SINCE WE STARTED SUGEESTING 
‘SCOTCH’ BRAND 33 ELECTRICAL TAPE WITH EVERY ELECTRICAL SALE !" 





“SCOTCH” and the plaid design ore registered trademarks of 3M Co., St. Paul 6, Minn, 


Smee >>, 


Miiwnesora (ffininc ano (\ffanuracrurine company 7 ‘ 
... WHERE RESEARCH IS THE KEY TO TOMORROW 
S35 —_— 


Want more facts? Circle 232, p. 153 





HARRIS BLISTER PACKAGE 
AND STANDARD CARDS 


LOW COST PLAN 


Now you can put extra impulse sales appeal in your 
product, with full view-pilfer proof blister packaging 
with our semi-stock standard sizes of cards and 
minimum tooling plan. 


Let Harris’ sales staff prove how this new method 
of carding merchandise can reduce your packaging 
cost. Write for our prompt quotations to your 
requirements. 


55 PAWTUCKET AVENUE 
S. P. Barris, INC. EAST PROVIDENCE 16, R. |. 
Over 50 years of Modern Merchandising Aids 
Want more facts? Circle 233, p. 153 






































QUALITY KEY BLANKS 


Deal 


s . « | 
You're in Business 
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CONSISTING OF nal J 
DUPLICATING MACHINE, 

MOTOR, ROTARY KEY- 

BOARD plus 1020 of the most popular KEY 
BLANKS. YOU CAN CUT CYLINDER AND CAR 
KEYS QUICKLY AND ACCURATELY. 


FREE 


THIS SIGN WITH YOUR ORDER 
TO HELP YOU SELL KEYS 
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KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
R 4%2 x PKA-3 “‘Package’”’ Deal plus FREE Key 
sign. 


Name.......... aka 


Address............. 
CV ....<.- hideaioun - — ——— 


PLEASE PRINT | 
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H&,G's Completely Merchandised 


FULL LINE of BRUSHES 


e An ~S An Assortment for Every Budget 
e FREE Racks of All Sizes 

e Famous H&G Quality 

e Sparkling FOIL Protect-a-Wrap 














Silver 


Crest 


PAINT BRUSH 








See your Distributor or write 


HANLON & GOODMAN CO. 
2-12 MAIN STREET + BELLEVILLE 9, N. J. 
Want more facts? Circle 235, p. 153 
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Backdrop stimulates sales 


A black backdrop behind copper and pastel colored 
giftwares is a display idea that spotlighted 
customer attention, increased traffic and sales 


in this Paramus, N. J., hardware store 


Here's an idea that has worked effectively. 

When Brill Hardware, Bergen Mall Shopping Center, Paramus, N. J.. 
opened late last year it wanted to spotlight the gift department for Christ- 
mas shoppers. 

Most of the Bulman Co. fixtures throughout the store were finished 
in light pastel tones. It was decided that the counter trim and perforated 
paneling backdrop of the gift section would be painted black in sharp con- 
trast to attract shoppers. 

The idea worked. Traffic thrived, and the black wal] covering remains 
as an attraction for customers as they enter this bright, new store. 

The black wall is a perfect background to accentuate gleaming brass and 
copper items in any giftwares section. Black is also effective to highlight 
glass, crystalware, and light-colored ceramics. 

Brill’s black wall served another purpose. Brill’s gift section is the first 
department inside the main entranceway. Many customers might have 
breezed right by it, without a special attention-getting device. 

If you want to stop traffic, and if you have the right merchandise for 
it, try finishing one wall section in flat or semi-gloss black paint. © nd 
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N EWS! A Great 


_ Sales-pulling Name 


Newwaat, Sureat’ Wau to... ree 


Wis 


Sell boat hardware... 
profit big from the booming boat market! 


Figure it out for yourself! Boat owners are everywhere! 
Not only shore, river and lake areas but inland city areas, 
too, where boats are trailer-hauled. And here’s your chance 
to sell the growing number of them in your area just what 
idal-)\Mn 7-10) OM al - mee oy 5-1 OM gg l0)-) aml ole) 010 1T-|amaat-lalal-Mmal-1ael)7- 14> 
items by Presto — world’s largest manufacturer of custom 
quality specialty hardware. All are top-quality products... 
dazziing-designed . . . economy-priced. And all are made 
of cast bronze with an eye-catching, sea-resistant, triple- 
coated chrome-plated finish. Individually packaged with 
screws in exclusive, transparent Presto Pac to enhance 
Sales appeal! Order and profit today! 


“BOAT & 


HARDWARE CENTER 


— ad 


- 


M-400 INTRODUCTORY DEAL! 


List Price $138.90 
Your Cost 83.34 


YOUR PROFIT $55.56 


PRESTO 


MARINE HARDWARE 


Tee MARINERS CHOICE 


Write today to Len Harris for full information. . , 7 
Presto Marine Products Division, Presto Lock Company FREE Self Service Display Unit 


Main Office and Plant: 100 Outwater Lane, Garfield, N. J. . 
Direct New York Wire, CHickering 4-0043 Keep track of complete inventory at a glance 


Want more facts? Circle 236, p. 153 A Want more facts? Circle 237, p. 153 > 
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EXTRA FINE 
SINCE 1857 
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GRIFFITH TOOL WORKS INC., presents a 


NEW idea... 


A NEW PROFIT OPPORTUNITY WITH ITS 
EXCLUSIVE :*"* HAMMERS & HATCHETS 


Non-Slip Shock Resistant 
Grip-A-Griff Cushion Grip 
for Comfort and Ease. 


TIRED of selling commonplace 
merchandise at cut-throat prices? 
Welcome then to the GRIFFITH 
“GRIP-A-GRIFF” series of hammers 
and hatchets that feature the exclu- 
sive (patent pending) shock absorb- 
ing neoprene rubber cushion grip, 
bonded to hickory handles. 


GRIFFITH, pioneering and _ spe- 
cializing in producing hammers and 
hatchets for over one hundred years, 
guarantee the tools bearing the 
“GRIP-A-GRIFF” trademark to 
give faster, more accurate and less 
tiring heft, swing and strike, with 
longer rugged service life. 


“GRIP-A-GRIFF” tools are supe- 
rior. Full polished or velvet black 


Neoprene Rubber Grip 
Interlocked for Perma- 
nence on Hickory Handles. 


Exclusive Molding Process 

Assure Resistance to Oil, 

Grease, Dents, and Sharp 
Edges. 


finish heads, all hand forged, pre- 
cision ground, Rockwell controlled 
tempered; mounted and lock wedged 
on selected top grade hickory han- 
dles which are individually fitted to 
each head, belted stained; plus the 
exclusive “GRIP-A-GRIFF” grip 
permanently bonded to handle. 


THE EXCLUSIVE neoprene rub- 
ber cushion grip will not loosen or 
pull back at shoulder, does not 
stretch or pull off. And too, it with- 
stands impact from nails, sharp 
edges, brick or even rock. 
TOOLS processed with the “GRIP- 
A-GRIFF”" grips have been field 
tested; have the unqualified endorse- 
ment of craftsmen everywhere. 


Neoprene 
pound Cured by Exclusive 
Formulae for Long Life. 


ASK YOUR JOBBER. He has or can quickly get for you a stock of 


GRIFFITH TOOL WORKS, inc. 
P.O. BOX 8657 PHILA. 1, PA. 


GRIP-A-GRIFF 


Rubber Com- Grip Reinforced at Base 


to Prevent Break Through 
at Heel of Handle. 


YET, in spite of their greater value, 
the “GRIP-A-GRIFF” series of 
hammers and hatchets are priced 
no higher than the top lines on the 
market. 

MERCHANDISING the all new 
“GRIP-A-GRIFF” series of ham- 
mers and hatchets is the answer to 
the wide-awake dealer in search of 
ways to increase sales and profits. 


GRIFFITH 


GRIP: A-GRIF¢ 


and. | 
MASTER BUILDER 
HAND TOOLS 


tools. 








Germantown ... the choice of Craftsmen for Generations Germantown... 





made for Craftsmen by Craftsmen since 1857 
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How to lick the weight problem 
on pipe joint displays 


Here’s a practical way to display heavy 
pipe fittings and at the same time build an 


attractive unit that saves space for impulse items 


The weight of pipe joint display is no problem for Lloyd 
Moon and Fred Carron of Biloxi Hardware. Inc., 214 Porter 
Ave., Biloxi, Miss. Mounted on the base of a gondola, this 
display has stringers beneath that rest on the floor. ' 





NEW 


huge The 192 pockets measure 8 ft by 5 ft. Along the sides of 
Daisy the gondola they are 3 in. deep, and at the center line the 
Thermometer pockets run 6 in. deep. 


All pipe fittings up to 1 in. are grouped in rows according 
to type. Larger fittings are stacked loose on a bottom shelf 


nate across an aisle. For instance » smallest size pipe fi: 8 
ee ey ee ee icross an aisle. For instance, the smallest size pipe flanges 


traffic—gets the whole family into the are in a pocket nearest the aisle. Increasing sizes go in pockets 
buying act! See for yourself... send of the same row but closer to the center line, with 1-in. flanges in 
today for the new portfolio of these the innermost pocket of the row. 

new Artistic window planter shelves, Only exceptions are special or irregular items. These, 


table planters, candy dishes, boutique 
napkin and hot plate holders—and 85 
other speedy sellers! readily seen. 
pane NEW 3B7-5 Since pipe fittings are least subject to impulse sales, this 
\ p) Candy se gondola base display saves eye-level counter space for attrac- 


regardless of size, go in outer pockets where they can be 








tive merchandise. ® End 
) Dish 
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WIRE PRODUCTS CO., INC. 


Dept. HA East Hampton, Conn. | 
Want more facts? Circle 238, p. 153 
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Germantown ... the choice of Craftsmen for Generations Germantown .. 
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. made for Craftsmen by Craftsmen since 1857 





Used appliances sold on 
a time-payment program 

A western dealer accepts trade- 
ins on appliances and reconditions 
them. 

Then he goes a step farther. 

He finances paper for time pay- 
ment sales and charges a six per- 
cent carrying charge. 

The dealer says, ““‘When we sell 
an appliance we view it not as a 
single sale, but as the start of a 
series of sales. Customers who 
purchase good used appliances will 
sooner or later be in the market 
for new units of one type or an- 
other, and we want their future 
business.” 


Customers help to sell 


other customers an idea 

A Florida dealer makes many 
$1200 sales of materials for over- 
head irrigation use. 

The dealer says, “When we con- 
tact a farmer interested in over- 
head irrigation, we usually ask him 
to go out in the field with us to 
talk to other customers who have 
bought like equipment from. us. 
These customers can tell the story 
better than we can. 

“One of our cabbage farmer cus- 
tomers doubled his tonnage through 
use of overhead irrigation equip- 
ment purchased from us. He likes 
to tell other farmers about this.” 
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"Why are you so particular about 


the balance? I'm the one whol/l 
use itl’ 


ardex 
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more 
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Self-Liquidating Displavs! Colorful, 
attention-getting, compact — take minimum 
floor space. New ‘‘Self-Liquidating” Plan pays 
cost of most of these displays. Ask your 
jobber or write direct for profitmaking details. 


No. 770. 


The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 





No. 760. 


Lightweight Tool 
Floor Display. 
Opens a vast, 
untapped market 
for lighter 
weight tools. 








No. 960. Greatest development in long 
handled tools. A complete department in a 
few square feet. 


ane 
ad No. 955. 
4 | “ Finest rack ever 
\\ ‘ . for a limited 


display. Holds 
twice as many 
tools as the 

ordinary rack 














No. 777. 


Combination 
Lightweight Floral 
and Midget Tool 
Display. Big 
seller in 

little space! 








Write today for new 1959 


Garden Tool Catalog 


GARDEX we. 


501 N. Carroll Ave., 
Michigan City 3, Indiana 
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Repeat customer gets 
picture in a newspaper 


When a customer bought a re- 


the hardwareman told the _ local 
newspaper editor that the purchase 
was worth a news story. 

Mrs. Customer had been sold a 
refrigerator of the same make 21 
years before, and had returned to 
the same dealer for a more up-to- 
date unit of the same make. 


Dealer, customer and new re- 





For homes, offices, schools. Provides 
extra protection for all types of double- 
hung windows. Locks securely in closed 
position—or open position for ventila- 
tion. A natural for the safety-minded 
—and those attracted by a smart- 
looking piece of quality workmanship. 
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frigerator from an Indiana dealer 






YOU CAN ALWAYS 
SELL SAFETY WHEN IT'S PACKAGED 
AS SMARTLY AS 


DOUBLE W DUTY 


The Yale & Towne Manufacturing Company, 
Lock and Wardware Division, White Plains, N.Y. 


frigerator were photographed and 
the picture was published together 
with a short news story on the 
purchase. 

Repeat sales like this make news 
in other small communities. 


30-pattern display makes 

dinnerware sales boom 
When a California dealer re- 

modeled an annex for a giftwares 


section he gave extra attention 








SELL ON SIGHT. Yale Double-Duty Window 
Locks come packaged in colorful self-dis- 
play cartons of 5 packaged locks each. Also 
available—a free, special display card of 5 
packaged locks. Call your jobber or write | 
The Yale & Towne Manufacturing Co., Yale 





Lock and Hardware Div., White Plains, N.Y. 








YALE & TOWNE 


YALE—REG. U. S, PAT. OFF 
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to open-stock dinnerware. Sales 
boomed and have continued to rise. 

Thirty patterns of open-stock 
dinnerware are shown along a 23-ft 
wall unit with adjustable glass 
shelving against pastel blue back- 
grounds. Concealed fluorescent 
lights under the top ledge brighten 
the wall units. 

Wide space between each item 
displayed makes patterns stand 
out. Each pattern in this wall dis- 
play is shown in but one section of 
the long wall. 

Small cards list price per item, 
price per set and prices for intro- 
ductory sets the firm offers. 

Wall displays are supplemented 
by two full-size dining room tables 
for four individual place settings. 
Each setting is of a different pat- 
tern. 


Main floor samples make 
customers go up a floor 


If you have a baleony toy de- 
partment, how do you get 
tomers to go up one flight? 

An Indiana dealer features a 
limited display of toys on his first 
floor. 

A large sign reminds visitors of 
the more extensive display in the 
12-month balcony Toyland. 

Except in peak toy selling sea- 
sons, toy department sales are 
handled by first-floor salespeople, 
who accompany customers upstairs 
upon request. 


CUuS- 
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"Hey, Mac!—Have we got a bolt 
that'll fit this nut?” 











SELL BENTZINGER 


syemevica's Seat 
Gruash Value 


preferred by 
HOMEMAKER ... MASTER PAINTER _/ 


Bentzinger offers a full line of 
Wall, Sash, and Varnish-Enamel 
Brushes. Imported Bristle, Tynex 
Nylon and good selection of 
Pure Chinese Bristle Brushes. 
Master Painter Approved. Type 
and size range make selection 
easy. 


Now in a new brush package,de- 
signed to protect the bristle and 
help in the overall sale of brushes. 








PROFITS! 
Dealers and Jobbers pa 
ore sure of full 
"Shes tey | BENTZINGER BROS 
sell Bentzinger Paint . NC 
Brushes. Write for 








Os 
-Fusnt 


catalog & price list 





317 NORTH THIRD, ST. LOUIS 2, MISSOURI 
Want more facts? Circle 241, p. 153 


TAKE A PEEK... 


A 


AT vA », Xs iN 
MODERN / | | 


-PULSE-FREE / 
SPRAYER 
PROFITS 


made TROJAN 


"'VJET-ACTION"’ 
@ Self-priming 3 G.P.M. 


pump 
@ 2'4 H.P. Briggs & 
Stratton Engine 








BEAN-OAKES design takes-out 

the “spurt” and puts-in the 
performance, power and safe, 
care-free features—at a mighty 
practical price—that spell “sold”! 


SEND FOR FREE 1959 CATALOG 


@ 10 gal. bonded corrosion- 
resistant tank gr 






... get the profitable inside story alia 
on TROJAN... and our complete tne Seed 
line of sprayers and dusters. Q a 
J @ 5 a | 
~~... ) OAKES MANUFACTURING COMPANY 
\ BEAN ( AN OPERATION OF 
OARGES/ FOOD MACHINERY AND CHEMICAL CORPORATION 


BOX 1916, TIPTON, INDIANA 


-_——_— 
, a 
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SOLD ONLY THROUGH DISTRIBUTORS 
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SUPERIOR QUALITY. SUPERIOR SELLING STRENGTH 


Arvin 


IRONING TABLES 
MET-L-TOP © CURVALITE ¢ GLIDE-EASY 








—sideways when 
folded. 







J Infinitely 
\. Adjustable 


Nx: 


MET-L-TOP Roll-Away 
with patented 
“PAD-LOCK” SURFACE 


Model 391. Top surface locks pad and cover 
securely in place — prevents slipping and 
bunching. Height adjusts anywhere between 
26” and 36”. Blue top, chrome legs $15.95*. 


Model 389. Same, without wheels and with 
gold enameled legs instead of chrome, $13.95*. 


Other Arvin Volume Leaders 








Glide Easy—Three 11-height adjustables incl ud- 
ing a sturdy, 4-leg model for full-profit retailing 
under $10.00; and 2 popular T-leg models. Also a 
promotionally priced, T-leg fixed position table. 
All with pink tops, bronze enameled legs. 


Curvalite— Arvin’s revolutionary new design that 
cuts ironing time up to 1/3. Infinitely adjustable. 
Gold enamel finish. Complete with pad and 
cover, $24.95*. 

*Slightly higher west of Rockies 


NATIONALLY ADVERTISED 





Furniture and Housewares Division 
Arvin INDUSTRIES, Inc., Columbus, Indiana 


Arvin also manufactures Leisure Furniture, 


Outdoor Grills, Radios, Phonographs, Portable Electric Heaters, 


Electric Fans and Car Heaters. 
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Chrome-Plated 
GARDEN TOOLS 


Here’s a new line of chrome- 
plated garden tools for the 
“economy-minded” quality buyer. 

Trump Estate tools are excep- 
tionally well balanced. They are 
made in the United States of 
heavy gauge steel, triple chrome 
plated (copper, nickel, chrome) 
for longer life and greater eye- 
appeal. Dark, hardwood handles 
are comfortable to hold and to 
use. Handles are firmly anchored 
to tool head; joint is sealed with 
a bright metal ferrule. 








No. 213 
Transplanter 





No. 235 
Cultivator 


New Trump Estate garden tools are 
“bargain” priced for volume sales at 
full profit. Order the complete line 
from your wholesaler. 
Also: Trump Deluxe 400 Series 
Trump 800 Series © Trump 700 Series 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. © Niagara Falls, Ontario 
Want more facts? Circle 244, p. 153 


208 © HARDWARE AGE, March 12, 1959 





| 
i 


| 





How to protect, yet sell, 
easily pilfered eoods 


Does worry about some of your small but valuable 
items keep you from giving them the display 


prominence they should have? Then try this idea— 


A locked display case containing easily pilferable items will deter 
sticky fingered browsers. 

But a locked case will also scare away customers. 

Perry Urich, Urich Hardware, Milwaukee, has a locked case which 
has cut down pilferage and doesn’t scare off customers. 

Why? 

Because Mr. Urich uses a soft sell sign on the locked case. The sign 
reads, “Please ask desk to open case.” 

The sign is a warning to pilferers, not to tamper with the case. 

Customers who have a reason for inspecting the merchandise know 
they can ask for the key at the check-out counter a few feet away. 

@ nid 


DES TO 
| OPEN 
CSE 
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SPACE-SAVER ROPE STAND 


All steel construction — displays 
rope on neat 100’ and 50’ reel 
packages — makes ideal island or 
wall display — FREE with popular 
hardware assortment of New 
Bedford Rope. 













$ . { ry 
MANILA = SISAL 















ROPE DISPENSER and 
Sturdy, all-metal unit — holds all sizes 
— cartons and reels — standard coil 
and half coil lengths — FREE with 150 
lb. order of rope. 





| i. . 
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MANILA 
ROPE ON REELS . SELF-DISPENSING CARTONS 
Manila, nylon or polyethylene in standard NYLON Pre-measured manila — rope stays clean, 
coil lengths. Strong plywood reel protects * fresh and kink-free from factory to customer. 
rope, facilitates sales. Ideal for pipe rack. DACRON 
POLYETHYLENE 





HANDI-HANKS 


NEW BEDFORD COUNTER DISPLAY REELS 


Pre-measured manila — 35 ft. per sleeve — Manila or nylon — simply lift the display 
connected in continuous lengths — sizes 4”, from the shipping carton and you're in busi- 
5/16", 3%”, Ya". ness. 


NEW BEDFORD CORDAGE CO., New Bedford, Mass. 
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DEPENDABLE SINCE 1842 





HARDWARE AGE, March 12, 1959 © 209 








Chevy © 
power Is | 


tough- 


proves ut with big savings on 
grueling delivery schedule! 





The *59 Chevrolet shown here is on the go day and night delivering 
newspapers throughout west-central Florida. It covers as much as 587 
miles a day...runs so constantly that its engine never cools off 
completely! Yet the truck, with newly improved Thriftmaster 6, is 
delivering 19.3 miles per gallon! 


Here’s on-the-job proof that Chevy’s newly improved 
Thriftmaster 6 is set to chop your fuel costs to a new 
low —to save you dollars every day you go out on the job! 
Delivering the Tampa Tribune & Times throughovt 
west-central Florida, this truck hustles morning, noon 
and night to stay on schedule; keeps up a brisk pace 
over narrow, busy highways. It’s forced to slow down 
and speed up continuously to meet traffic conditions 
and it runs so constantly that the engine never cools off 
entirely —yet it’s averaging 19.3 miles per gallon! 





Here in Florida, Chevy’s 1959 Thriftmaster 6 with 
new Economy-Contoured Camshaft is showing its Fighting the clock every mile, Chevy panel keeps 
ability to keep expenses down! on going—and saving—night and day. 





No job’s too tough for a 


Want more facts? Circle 246, p. 153 
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Chevy’s powered to cut costs 
and keep going on your 
hurry-up hauls! 


That’s for sure, whether you use light-duty pickups, 
panels, stakes or chassis-cab trucks—whether you prefer 
6’s or V8’s. 

Take the 1959 Chevrolet Thriftmaster 6, for example, 
the engine that’s building such a sensational economy 
record in the panel truck pictured above. Standard in 
all Series 30 and 40 models, it offers you proved stamina 
and saving ability that stems from a basic construction 
that’s tops for tough truck power: 
efficient valve-in-head design, dura- 
bility supplied by long-lasting AIl- 
dipped exhaust valves, high-alloy 
steel inlet valves, forged steel crank- 
shaft and rugged precision bearings. 

And this year the 135-h.p. Thrift- 
master 6 provides new refinements 


Chevrolet truck 














that assure unprecedented economy. A new Economy- 
Contoured Camshaft, designed to provide less valve 
lift and overlap, improves gas economy by as much as 


10% in normal operation—and by almost 25°; when 
the engine is idling. And a new Maximum-Economy 
Option* cuts fuel consumption an additional 10% in 


Series 31 and 32 models. 

Or if you’re a V8 man, Chevy’s 
still your best bet. Any light-duty 
conventional model you choose can 
be equipped with the big 160-h.p. 
283-cubic-inch Trademaster V8*. It 
offers the shortest piston stroke of any 
V8 in its field, a sure sign of more 
work on less fuel. And it’s loaded 
with up-to-the-minute features that 
know how to trim overhead: hydraulic valve lifters, 
oil bath air cleaner, full-flow oil filter, and dozens more. 





V8 or 6, you'll go a long way before you see the likes 
of this 59 Chevy light-duty engine lineup. Actually, 
there’s only one best place to go for all your trucking 
needs—and that’s to your Chevrolet dealer’s. — 
Chevrolet Division of General Motors, Detroit 2, Mich. 

*Optional at extra cost. 
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Tape it easy, Mac! | 





Gold Seal Tape 


sticks tight in any weather 


Show your tape customers why it’s 
easy to do a first-class insulating job 
with Gold Seal Friction Tape. Con- 
forming readily to uneven surfaces, 
it sticks tight in any temperature 
and under all weather conditions. 
And, one thickness insulates. Gold 
Seal will save money for them, 
make money for you. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


In 10-roll 
containers 
or single rolls. 









Each roll 
sealed in cellophane, 
stays fresh. 


Gold Seal FRICTION 


RUBBER « PLASTIC Tapes 
Commercial and Specification Grades 
Want more facts? Circle 247, p. 153 
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No one stops time; 
but clocks stop customers 


Your electric clock department can be turned into 
a year-round money maker if you give it a 


high-traffic location as did this dealer 


This 12-ft display sells clocks the year round for Wakefield Branch Co., 
Wakefield, R. I., hardware and building supply dealer. 

Clocks now are located in a corner of housewares where they were 
moved early this year to this high-traffic location leading from the busy 
hardware department to the office and lumber yard. 

Hardware manager Charles J. Stickley, says that although the kitchen 
gadgets sell mainly to the summer cottagers and vacationers the clocks 
sell year round with special emphasis on the Christmas and gift seasons. 

@hnd 


A more prominent location exposes these clocks to heavier traffic to make 
clocks a 12 month line. 

















Customers like to know | 
so tell them your plans | 
You plan a new store to be opened | 
in the near future. You have al-| 
ready decided just where it will 
be located. You buy the property. 

What then? 

Take a leaf from big department 
stores and other businesses which 
plan relocation. 

They select the site, then post 
signs showing how the building 
will look. The public begins to talk 
about the project. 

Signs also tell the public about 
the size and any special features 
it may have. 

Instead of naming a precise date 
for the event the sign should tell 
the month in which the new store 


will open. When the definite open- | 


ing date is known it can be in- 
serted on the sign. 

Newspaper ads should also tell 
the public how work is progressing. 





Lamp conversion work 


amounts to $5000 


A southeastern firm does more 
than $5000 a year in lamp conver- 
sion and lamp repair work. 

Lamp parts and glass shades for 
conversion of antique vases, jugs 





and bottles are advertised in the 


antique portion of the classified ad | & 


section of local daily papers. 

These jobs are accepted on con- 
dition that they are to be done only 
as spare time is found by em- 
plovees. 
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Next time you hire a driver forget 
the aptitude tests, just make sure he 





can drive... 
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Now, Complete Chain Making Facilities 
For The First Time On The West Coast 


Campbell Chain’s new plant at Alvarado, California is the most 
modern chain plant in the nation. The completely integrated plant 
is equipped to supply Campbell warehouses in Portland, Seattle and 
Los Angeles, and makes possible same-day or overnight shipment of 
Campbell Chain’s complete line of welded and weldless chain. 


The Alvarado plant marks a major development in the expansion 
of the company, adding to manufacturing facilities at York, Pa. 
and West Burlington, Iowa, and warehouses across the nation. 


' CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa—Alvarado, Calif. 


CAMPBELL 
E. Cambridge, Mass.— Atlanta, Ga.— Dallas, Texas 
CHAIN Chicago, Ill.—Seattle, Wash.—Portland, Ore. 


San Francisco and Los Angeles, Calif. 








Front of store unit 
promotes wrought iron 


Do-it-yourself fans began to buy more wrought iron legs and braces when 
Frank Marino put them in an up-front location at Airline Hardware in New 
Orleans. The white background and platform make the dark colored iron more 
easily seen by customers. 











Volume and profits are high in this well stocked section featuring a wide 
Bassick’s new white wheel, brass fin- variety of electrica/ sundries for the do-/t-yourselt erage laaneig 
ished casters lend Pieeaieun to peg has plainly marked price information in this display at Redas Hardware é 
board or glass bin display. Electric in Centralia, Wash. 


ye Se 


The new look will stop store traffic. 
Diagrammed instructions and sug- 
gested applications let customers see 
how well suited they are for modern, 
light-colored cribs, bassinettes, toy 
boxes, hampers, dressers, cabinets, play 
pens and other furniture. 

Bassick opaque white Atlasite com- 
position wheels are sturdy, not brittle 
...can’t leave black marks on the floor. 
Modern, attractive brass finish adds 
eye appeal to these inexpensive, single 
ball bearing, light duty casters. 

They come with 14, 15% or 2” diam- 
eter wheels in either gripneck stem or 
plate construction. Stock and display 
the Bassick “‘white line’—and you'll 
sell them. Write for new bulletin 
WWC-58. THE BASSICK COMPANY; 
Bridgeport 5, Conn. Jn Canada: Belle- 
ville, Ont. 9.57 
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YOU'LL HAVE A BALL 


with this marking pencil! 
Writes big and bold on any- 
thing you sell or service. Works 
like a fine mechanical pencil 
— with no messy tape to un- 
wind, no stub to toss away. And 
when it’s time to refill, take 
your pick of lively colors! 


Ask your wholesaler or write 
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LISTO PENCIL CORPORATION, ALAMEDA, CALIF. 





Ni TT FRICTION 


TAPE 
The Tape of Everyday Demand 


Manufactured in Japan by a factory well known 
— , for high quality products. 











PACKED IN 

ATTRACTIVE 
INDIVIDUAL 

BOXES 
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Money-Saving Prices 
Top Quality NO. SIZE 
Guaranteed by DAIDO FT—No.8 3% x60 
High insulation, strong adhesion FT — No. 4 Va" x 30 
for all electrical and other uses FT — No. 2 <7 x 13 
Uniform quality at iow cost FT — No. 1 3/44” x 6’ 
makes repeat sales. 





Distributorships Available in various parts of the U. S. 
WRITE FOR DETAILS. 


DAIDO CORPORATION 


NEW YORK OFFICE: 220 Church Street, New York 13, N. Y. 
W CHICAGO OFFICE: 327 S. LaSalle Street, Chicago 4, Ill. 
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MERCHANDISE! 


PLUMB ® SHOP MERCHANDISER racks all the 
chrome-plated flexible copper tubes, valves, 
fittings, necessary for water supply hook- 
ups to kitchen sink, wash basin and toilet. 





SELL YOUR CUSTOMERS WITH... 


PLUMS SHOP 


ve 





=a a 
... step over to my plumbing "... select the right combina- 
department.” tion for the job.” 





' 
t 





",.. step-by-step directions go “...only Plumb Shop gives profes- 
right along on the job.” sional appearance and quality.” 


*FREE MERCHANDISE! 


Five chrome-plated angle valves ($6.75 retail valve) 
absolutely free with purchase of either the #100 or 
#200 Plumb Shop Merchandiser. 


© 1958 Plumb Shop 
















PLEASE SEND: HA 


() Explanatory Folder 
(] Merchandiser #100 (327 pc. asstm't.)__$96.22 
(] Merchandiser #200 (122 pc. asstm't.)__$42.17 


NAME 
ADDRESS 








CITY STATE 
WHOLESALER 
(De not send payment. Your Wholesaler will invoice you.) 




















a © 
PLUMB @ SHOP 


1341 TEMPLE + DETROIT 1, MICH. 
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/ CUSTOMERS 
’ WILL BUY 'EM °¢ . 


DISPLAY 





Top Quality 


BALL BEARING 
TOOL AND SICKLE 
GRINDERS AND 
ABRASIVE WHEELS 





NEW ELECTRIC TOOL GRINDERS 


@ Heavy Duty '44 H.P. or 1/3 H.P. Motor. 
@ Chisel Grinding Attachment included. 
@ Easy Access to front of wheels. 

® Ball Bearing @ Also New ‘/2 H.P. Grinder. 











POLISHING 
HEADS 


fill exacting needs of 
your most particular 
customers at the right 
price. A full line of 
Belt driven Sickle and 
Tool Grinders . . . also 
Hand operated Tool 
and Sickle Grinders. 















New Improved Design 
SAW MANDRELS 


® Ball Bearing type available with single 
or double threaded ends. 

@ Pillow Block type with end pulley. Also 
center pulley. 

© A Complete Line! 














Fully Vitrified 


ABRASIVE WHEELS 
SICKLE CONES by 
WISSOTA! 


Safeguard good tools 
and sections. Cool, 
fast cutting... Are 
better balanced. Uni- 
formly made. Accu- 
rately dressed. Care- 
fully tested. 


CUSTOMERS WON'T BUY ‘EM IF 
THEY DON'T SEE ‘EM! 
. . STOCK THE FULL WISSOTA LINE! 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesman. 





Are ACTURING COMPANY 


JEAFP 
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Doll booth helps build 


traffic in toy section 


When a mid-west dealer started 
after the 12-month toy business, 
dolls and related items were given 
special attention. 

A plywood booth about 3x12 ft 
and 6 ft high was built along a 
side aisle. 

Semi-concealed lighting at the 
top of the booth shines on dolls of 
all types and prices. Six-inch wide 
plywood shelving gives ample 
space for display of standing or 
sitting dolls. 

The floor of the booth is used to 
show juvenile furniture and doll 
furniture together with large-sized 
dolls seated at tables. 

Since the doll booth was built, 
many young girls and many women 
doll fanciers make frequent visits 
to see what is new in dolls and ac- 
cessories. 


Big fish display pulls 
visitors, makes sales 

When a mid-west hardware 
dealer displayed a 481'-in. muskie 
caught in a nearby Jake many cus- 
tomers visited the store just to ask 
who landed the big fish. 

The name of the successful ang- 
ler Was not shown in the window 
so that people would visit the 
sports department to get that in- 
formation. 

Told who made the catch, where 
he landed it, and what he used to 
land the big game fish, some cus- 
tomers bought equipment like that 
used to land the muskie. 

Others bought entirely different 
items. 


Shadow box moves firm’s 
leftover items quickly 


A southwestern 
several shadow boxes in its gift 


section to emphasize china and | 
i 


other giftware items. 


One of these boxes is used to 
feature an odd piece such as a | 
_ figurine. Sometimes an odd cup and | 


saucer are featured. 


The odd-piece display helps sell | 


many women customers individual 
items for their own china closet 


'or wall shadow box. 


for every 


store uses | 








WERFUL 
BUILDERS ! 






Practical power tool acces- 


sories with a big buy appeal 


handyman 


big 40% dealer’s orofit 


Remove RUST & PAINT wit curl 


POLISH & SATIN FINISH METALS wit 
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#34 Power Tool 
Brush Assortment 


#66 TURB-O-MIX- 
Paint Homogenizer 
(tT™)* 





Write for catalog 


HARDWARE 
PRODUCTS CO. 





Dept. B, 3 Park Place, New York 7, N. Y. 
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WE DO A REAL ALL MY DEALERS 
BIG BUSINESS TELL ME THAT— 
NOW - THANKS AND LOOK AT ALL 
TO YOUR FULLER THE SPACE YOURE 
TOOL-A-MAT SAVING 
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TOOL-A-MAT Takes only 15” Ui 
Get the story from your jobber toc 


FULLER Bel ses 


3522 Webster Avenue, New York 67 





Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 
craftsmen . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. 
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DUNO] HARDWARE WEEK SPECIAL HS-159 


You get 12 tubes of PLASTIC ALUMINUM 
plus 2 FREE “SURPRISE” TUBES in this 


_ 
reasure hest 


YOUR PROFIT MARGIN NEARLY 50°% 
You get 12 big 5% oz. $1.00 tubes of DURO 
PLASTIC ALUMINUM, the original metal in putty 
form . . . the fastest selling fix-it item on the 
market today. DURO PLASTIC ALUMINUM can be 
imitated, but not duplicated. 
PLUS 2 FREE TUBES OF EITHER: 
DURO PLASTIC RUBBER, chemically vulcanizes to repair 
most everything made of rubber or canvas. Big 4 oz. tube 
only $1.00 OR 
DURO PLASTIC PORCELAIN, just the trick for a chip or 
nick. Repairs chipped or worn down porcelain. 134 oz. tube 
only $1.00 OR 
DURO PLASTIC ALUMINUM, The 2 surprise tubes are packed 


in your Treasure Chest carton. You're a winner with any 
combination, 
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FREE UPON REQUEST 


| Self-Selling Wire Display Rack 
| Display Card [| Window Banners 
| |] Ad Mats [| Envelope Stuffers 


il Val 
2 -4*| Retail Value 
ep. Bo a $] 4 00 
3" Oh a 
Ste = 


. 
bearery Dealer Cost Fill in and return the postpaid card 
MECHANICS | $7.20 included in your Treasure Chest carton. 


y 
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[ ] Sample Applications 








ORDER STOCK NO. HS-159 FROM YOUR JOBBER 


The W OO DHILL Chemicat Co. - 1390 East 34th St., Cleveland 14, Ohio 


“Originators and World's Largest Manufacturers of Plastic Aluminum" 


Want more facts? Circle 257, p. 153 
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Book 


Facts You Should Know About 
Revolving Credit, Instalment 
Credit, and Credit Legislation is a 
store management review that will 
help dealers judge the value of 
credit as an effective selling tool. 
The credit handbook is divided into 
four sections covering: history and 
impact of revolving credit; history 
of retail instalment selling laws; 
the legislative point of view; and 
a review of the status of instal- 
ment sales laws as of Jan. 1, this 
year. This book devotes consider- 
able space to recent developments 
in the credit picture, notably the 
rise of revolving credit. Credit’s 
role in modern merchandising is 
thoroughly evaluated for the dealer 
who wants to make a decision about 
starting a credit plan. Available 
from: Credit Management Div., 
National Retail Merchants Assn., 
100 W. 31st St., New York City. 
Pages: 44. Price: $2, with quantity 
prices supplied upon request. 


for a dealer's library 





Paint Colorant Dispensers is a 
product knowledge builder for 
paint salesmen. It covers virtually 
all types of automatic and manual 
colorant mixing devices produced 
by paint manufacturers. Costs and 
rentals of various machines are 
discussed, as well as predictions on 
the trend to automatic color dis- 
pensers. Leading color choices 
among the buying public for vari- 
ous shades of mixed paints are re- 
ported. The technology of blend- 
ing colorants with stock colors is 
covered in detail. Available from 
Paint, Oil and Chemical Review, 
332 Harrison St., Oak Park, Il. 
Price: $3. 


Fabricating With Formica is a 
book of general interest to your 
do-it-yourself trade as a _ resale 
item. It also serves as instruction 
material for salesmen in_ stores 
where Formica is sold. Book covers 
all phases of applying laminated 

(Continued on page 222) 
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U-shaped display N | 
sells toys all-year-round eT PW 


Sales Records 


Fast turnover 


With this U-shaped, 52-week display of toys, Hart Hardware Co. in Nashville, 
Tenn., has increased customer browsing and impulse sales. 

The open end of this display is just opposite the wrapping counter and cash| 
register, a deterrent to pilferage. | 
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Garden gate, trellis and stone wall props helped make this eye-catcher dis- 
play for Cochran Hardware Co. of Renton, Wash., to promote barbecue items. 
Large price cards helped te/! window shoppers the story on the higher-priced 
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NEW HANDY HOME KIT $.98 


. : ‘ also available In $1.89 and 
ye tt. i 9 $3.95 retail packages. 





mind =a =o lt-je)t-b\s-me-tale 


sales aids available 





"PLASTIC STEEL is the reg. trade | 
mork fér Devcon Corporation's 


metallic molding and filling compound 


{ 

; 

ORDER FROM YOUR 
WHOLESALER OR WRITE 
_ 


DEVCON CORPORATION 


rT 0] 0M —taleollotesim—}ig=1-3| 
Danvers, Mass. 


eh he 
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Via 2-IN-1-PACK! 


FLEX-FOLD PADS 


16 pads. You can split package — make more sales. 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 
SCOUR PADS @ SOAP-FILLED PADS 


Not sold direct. Order through your Wholesaler. 


STEEL WOOL MFG. CO., INC. 5 
42-24 Orchard Street, Long Island City 1, N.Y. 


Want more facts? Circle 258, p. 153 











Lie Comndtete Dyteriar 
WOOD FINISH 


OFA? 


Consistent National 


ADVERTISING 


is making DEFT America’s 
best known WOOD FINISH 


¥%& Good Housekeeping 

%& Better Homes & Gardens 
%& Saturday Evening POST 
%& Popular Mechanics 

% Popular Science 

% American Weekly 

% Parade 

% Family Weekly 

% Successful Farming 

% Sunset 

% Spotlight 

%& Am. Painter & Decorator 
¥% School Shop 

% Ind. Arts & Vo. Ed. 


READY-TO-USE, CLEAR, SEMI-GLOSS 


The finish it will pay you to feature 


on counter and eye-level shelf. 


See your Distributor, or write: 
Dept. HA 


DESMOND BROS. 1026 w. sath st., Los Angeles 62, Calif. 


Factories: Alliance, Ohio @ Los Angeles, Calif. 


Want more facts? Circle 259, p. 153 


when customers ask... 


“What can l do about 


|| my power mower...it's 


so hard to start?” 


Advertised in 
Reader’s Digest, 
Saturday Evening 
Post, Popular 
Mechanics, Outdoor 
Life and other 
national magazines. 


. .. makes power mowers easy to start, helps 
them deliver full power. Added to the fuel, 
GUMOUT quickly removes gum from carbu- 
retor and gas lines. Your customers will like 
what GuMmouT does for their mowers. And 
you'll like the extra profits it brings. 


This GumouT Self- 
Service Display Will 
Make Extra Sales in 


Your Garden Section. 


Order GUMOUT from your hardware distributor or write 


GUMOUT DIVISION 

PENNSYLVANIA REFINING COMPANY 

2680 Lisbon Road, Cleveland 4, Ohio 

Want more facts? Circle 260, p. 153 
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Republic Bolts and Nuts... 


BUILD CUSTOMER CONFIDENCE 


There’s real selling magic in a friendly smile. It has the 
power to inspire an attitude of confidence toward you and 
your business— power to increase your sales and profits 
over the long haul. 

Many astute hardware dealers have found that Republic 
Bolts and Nuts provide the same kind of profit-building 
power. The name ‘“‘Republic Steel”, proudly displayed in 
your store, is one your Customers will instantly recognize. 
In fact, the Republic trademark—just as it is seen On each 
fastener package—appears millions of times a year in 
leading trade and consumer advertising media. 

Almost everybody knows and respects the name 
Republic Steel. And some of that respect—some of 
Republic’s fine reputation for integrity and product quality 


—are sure to reflect favorably upon your business. As 
surely as the power of a smile! 

Equally as tangible is the technical excellence of 
Republic products. Republic’s Bolt and Nut Division 
has had more than a century of design and production 
experience—has the know-how and facilities to produce 
fasteners of unexcelled quality. In addition, Republic 
supplies you with a number of valuable selling aids. 


If you’re on the lookout for increased sales and 
profits —the kind that spring from the solid confidence 
of your customers— Republic Bolts and Nuts belong in 
your store. For complete information, just contact 
your nearest Republic Distributor. Or mail the handy 
coupon. 


The Public Respects the Quality of Republic Products! 








FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, 
irrigation uses. In coils from 2” through 3” diameter; straight 
lengths in 4” and 6” diameter. Plus a complete line of fittings. 








Gees moe anys? 
Wg PER A 
a 


ROOF DRAINAGE PRODUCTS—c complete line that's competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO” Stainless Steel. 





STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. 


er , =. 
, = 
' =. 


WIRE NAILS AND STAPLES—o complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 
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SPILL-PROOF PACKAGING, shown in picture above, is a typical selling Republic's convenient Price-Finder, which can be hung in any handy location 
aid you get with Republic Bolts and Nuts. Easily-inverted cartons, with high- to help you quickly price any type of fastener. Republic also supplies in- 
visibility labels, make attractive self-service displays. Another sales help is formative literature. 


REPUBLIC STEEL CORPORATION 
DEPT. HA-6966 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 
C) Fasteners C) Nails and Staples 


Wi: jy, 4 Whitleat, Ke O Flexible Plastic Pipe 0 Steel Pipe 
ange () Roof Drainage Products 
‘ SH / : f Stocks z ib Name Title 


Company 


Stee Pr / J Address 


City Zone—State 
aa de en Sic NES ASAIO LOLA 
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for a dealer's library 





(Continued from page 218) 


plastics to tables, countertops, 
desks, cabinets, and other surfaces. 
It is complete enough for the pro- 
fessional craftsman. Yet, it is 
greatly simplified for the amateur 
through use of some 120 photo- 


graphs and drawings. Book covers 
handling and storing the laminate, 
use of hand and power tools, selec- 
tion of adhesives and core material, 
and bonding and dressing-off tech- 
niques. Clothbound. Bruce Pub- 
lishing Co., 400 N. Broadway, Mil- 
waukee 1. Pages: 64. Price: $3.50. 


Starting and Managing A Small 
Business of Your Own is the first 
of a series of booklets that should 
have strong appeal for dealers. 





MORE COOLER for the money! 


The Horton Portable Water Cooler is in greater and greater 


demand °¢ It’s packed with value. 


Check these features: 


Rugged, galvanized steel double wall ¢ Standard dead air 
space or Heavy Duty Vermiculite insulation ¢ Purolining, 
non-toxic inner coating * Perfect fit lid * Original recessed 
spigot * Riveted, easy-grip handles * Rounded, sanitary 
inside bottom * Solid bottom support * Complete size range: 
1'% gal. thru 25 gal. ¢ All sizes available with stainless steel 


liner. 


HORTON 


See Your Wholesaler 


or Send for Literature. 


WATER COOLERS 


HORTON EQUIPMENT CO. e 


P. O. Box 26/1 . 


Houston |, Texas 


Want more facts? Circle 262, p. 153 
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Further editions will be available 
from time to time. Each will dis- 
cuss many of the most basic prob- 
lems of opening and maintaining 
stores like yours. This first booklet 
highlights major problems in start- 
ing a store from the management 
angle; locations, payroll, taxes, fix- 
tures, etc. There are seven chap- 
ters, featuring a “Checklist For 
Starting A Business.” Book is 
available from the Small Business 
Administration through the Super- 
intendent of Documents, Govern- 
ment Printing Office, Washington 
25, D. C. Price: 40¢. 


Bargain days are lure 
for selected customers 

Frank Raflo has come up with a 
novel sales idea that is bringing 
bonus traffic ad sales to his Lees- 
burg, Va., store. He calls his pro- 
motion his “Lucky List.” Here’s 
how it works: 

The store has a mailing list of 
2500 customers. Each week, the 
store selects 100 names from the 
list, and publishes them as part 
of a quarter-page newspaper ad. 

Each person whose name appears 
in the paper is entitled to a 10 per- 
cent discount on any purchase made 
in the store during the week. Cus- 
tomers visit the store, make selec- 
tions, and prove their identity. 

The idea has many values. It 
gets all of Raflo’s trade watching 
every ad, in hopes of seeing their 
name in print. It stimulates plenty 
of additional traffic, and the dis- 
count is soon compensated for by 
additional purchases after the 10 
percent discount period is over. 

You could adapt this idea with 
a lesser discount, a discount only 
on selected lines with wide mar- 
gins, or by using a giveaway in 
lieu of discounts. 

The big idea is that you appeal to 
the little bit of ham there is in all 
of us, by putting names in print 
where the whole town can see them. 


Gifts for men boost 


sift department sales 

A Mid-West hardware store 
wanted to build greater sales and 
profits in gift items for men. 

Its solution was to set up a 
Men’s Gift Section. Some of the 
































, . WE'RE ON ‘EASY STREET’ NOW THAT WE'RE SUGGESTING 
SCOTCH’ BRAND MASKING TAPE WITH EVERY PAINT SALE!" 





“SCOTCH” and the plaid design core registered trademarks of 3M Co., St. Paul 6, Minn, 
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e+ + WHERE RESEARCH IS THE KEY TO TOMORROW “IS Jd 
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PREMIUM QUALITY CEMENT 


‘It stays stuck! And, | mean for 
good! Unlike ordinary cements, 
AMBROID actually penetrates 
surfaces to form a permanent, 
water-tight bond that often outlasts 
the material itself! It's extra 
strong, flexible, fuel and heat 
resistant. Mends things that 

literally defy other adhesives. 

By George, it's easy to see why 
sportsmen, hobbyists, housewives, 
craftsmen . .. all prefer AMBROID! 
So, do as! do... CASH INI 

Order your AMBROID. . . TODAY!" 


Unexcelled for all wood, leather, metal, 
fabrics, glass, pottery, china, plastic. 
retail 30¢ 
retail 60¢ 


ri KIBLI ey. | 
TRANSPAREN Sg 
AOL 1% oz. tube 

maf (pts. — qs. — gals.) 


AMBROID CO., INC. 
Weymouth Mass. 
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|) The Ridge Tool Company \ \ 


Cut and Thread Pipe by Hand ? 


. «not in my hardware store when | 
can get the new tough fast little 


RibaiIb, 300 


Power Drive 


Pats. 
Applied For 


Time-Saving money-maker for 
your Pipe Service Department 


This new 300 is clear out of its price class! Its 

FReileit-built motor has extra power and 

extra-long brush life . . . heavy-duty bump- 

proof switch .. . ReIGexli> Speed Chuck with 

guaranteed tight grip, forward, reverse, re- 

placeable jaw inserts and all-metal hand wheel 

. and a lot of other fea- 

tures. Easy to operate. 

Turn spare time into 

| profitable Pipe Service— 

™‘ if you don’t already have 

such a department. Order 

No. 1206 ~ your 300 today from your 
Stand for 

elie ti> Wholesaler ! 


300 
*Price $27.00 


aay 
. Vie 
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THREADED PIPE.../t’s Tight...it’s Best... Costs Less! 
Want more facts? Circle 265, p. 153 
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New Authoritative 
HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 


© Practical, down-to-earth information for hardware men, contractors, 
architects, students, teachers. 


¢ All the basic facts about Builders’ Hardware presented in simple, 
easy to understand language. 


¢ Detailed descriptions of functions, applications, specifications and 
estimating. 


This all-inclusive volume covers base metals, finishes, hinge requirements, 
lock functions, exit devices, door closing devices, lock security and 
keying, hardware installation, special type hardware for specific types 
of buildings, and safety precautions. Operating costs, financing, mark- 
ing goods, other information necessary for efficient management. A 
complete glossary of builders’ hardware terms is also included. 


RECOMMENDED BY NATIONAL BUILDERS' HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 

—how to set up a builders’ hardware department—and make it pay 
—how to read blueprints and specify jobs 

—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


234 pages, 385 illustrations, size 8!/.''x11"' clothbound, Price only $8.00 





HARDWARE AGE, DEPT. A2 

56th & Chestnut Sts., Philadelphia 39, Pa. 

Please send me . copies of HARDWARE AGE BUILDERS' HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
the invoice in the amount of $8.00 per copy, plus 45 cents handling and postage. 


[) Check here if sending payment with order, saving you the 45 cents handling 
and postage charge. 
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items featured as gifts for birth- 
days, anniversaries, Father’s Day, 
Valentine Day, also are shown in 
other sections of the gift depart- 
ment. 

In this special section wives, 
daughters and sweethearts buy 
novelty smokers’ items, desk sets, 
lamps, bookends, wallets, poker 
sets and other masculine gift items. 
Men’s toiletries are also featured. 

Most sales from this special sec- 
tion are made to women, but many 
men browse in it while their wives 
shop other parts of the gift depart- 
ment. 

Men’s items are shown in glass 
cases with bright lighting. 

Toiletries are regularly sold to 
traveling men who visit the store 
just to buy these items. 


Summer lines displays 


boost sales volume 

Chairs, tables, chaise lounges and 
other outdoor furniture items will 
sell better if you show them where 
customers can test them out. 

A Mid-West dealer found that 
when these items were shown with 
plenty of aisle space around them 
customers would try them out. 

The dealer says, “A rolled up 
hammock is not appealing to very 
many customers. That same ham- 
mock set up ready for use has 
great sales appeal.” 

At the same time the dealer be- 
gan to show inflated rubber goods, 
wading pools and water toys hung 
from a ceiling beam. These dis- 
plays increased queries and sales. 





HARDWARE HUMOR 
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Convention 


Calendar 





Convention Check Lisi—— 


For complete details about the conven- 
ns ted by dates below use the alpha- 
betical listing following this quick check 
lict+ 
March 


15 Whitlock Corp., Silver Anniver- 

sary show, White Plains, N. Y. 

15-17 Florida & Georgia Retail 

Hardware Assns., Jacksonville 

15-17 South Dakota Retai! Hardware 
Assn., Sioux Fa 


April 
12-16 Southern Hardware Conven 
tion, Palm Beach, Fla 


Moy 
13-15 Triple Industrial Supply Con 


vention, Dalla 


June 
7-9 Ace Wardware Corp. Summer 
Convention and Toy Show, Chi- 
cago 
11-13 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Austin 


July 
13-17 Nationa Housewore Exhibit 
Atlantic City 
19-23 National Retail Hardware A 
Congress ne Angele 
26-28 Our Own Hardware Co. Sum- 


mer Cc nyver +HiOn yn } St ~hr 7 
Me -EeTINAGA MA nneoc 
August 
2-5 N )T no Wh iP DAL. So rtin ’ 
Goods Show, Chicc 
» on S ciotea " hina To xr eo MAtr 
Trade Show. Ch 
September 
13-15 Mid-West Hardware & H 
sre: Sh Ww Chr ele 
28- 30 | nal Hardware S$} 
York 
October 
B. YQ Hic "} S vA 
York 
4.7 Mid-America Lown, Gorden & 
Outde Livin T S} 











National Events 


Associated Fishing Tackle Manufac- 
turers Trade Show, Aug. 2-7 Hotel 
Sherman, Chicago. John M. Holmes, 
430 Bond Bldg., Washington 5B, 
D. ¢ 


Industrial Supply Convention, May 
13-15, Statler Hilton Hotel, Dallas. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter-Thomas Associ- 
ates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 








ATTENTION DEALERS 


\ don’t miss this...the most sensational 








Magic | ter Nerswaro week, 1959. 
PLASTIC ALUMINUM 
and MAGIC RUBBER 


AMERICA’S FASTEST SELLING “DO-IT-YOURSELF” 
REPAIR PRODUCTS. PACKAGED IN SELF-SELLING 
PLASTIC BUBBLE CARDS \ 








HERE IT IS...DEAL #HW 59 / 
Available Jan. 1 — Apr. 30, 1959 


BIG FREE GOODS OFFER! 


Baker's Dozen — 13 for 12 








Retail = 
8 — $1.00 size tubes MAGIC PLASTIC ALUMINUM—amazing metal 
Magic Plastic Aluminum ...... $8.00 mender! It's real metal in paste form. 
, sticks fast to all metals. wood, concrete, 
5 — $1.00 size tubes glass. No heat or tools needed. Hardens 
— 5.00 into real metal. It's waterproof and heat- 
{. 1001 . 
Plus Free Wire Display Rack ee He ae 
: ye I} \. NEW APPLICA AP ASY 
Total Retail Value ................ $13.00 (A . eaaiietne "OR SAS 
Le | ee $7.20 \'@ PLUNGER ELIMINATES CLOGGING 
iii nccciniinccnensiteeens $5.80 MAGIC RUBBER — tough. eiastic rubber in 
paste form. Dries to real rubber. Repairs 
A HUGE 801, % PROFIT FOR YOU! all rubber or fabrics without heat or tools. 
: . Stops leaks. repairs. seals. insulates, wa- 











_ | terproofs. 1001 uses. 
Mec ieevenTisep! ORDER FROM YOUR JOBBER NOW! 


Magic backs you with consistent 


apt pay promotion on = Magic IRON CEMENT CO., INC. 


newspapers, and 
in popular consumer magazines. 5403 Bower Avenue Cleveland, Ohio 
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@ The addition 
of this 30 Ib. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 

Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 

Your jobber can supply you. 























The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
1034," high with 9” 
diameter base. All! 
metal. Revolves. 


hele). sas -2UR-3. a a) Moree 














SINCE 1900...MAKERS OF FAMOUS MOORE PUSH-PINS 
113-25 BERKLEY ST., PHILA. 44, PA. 
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& . E Convention Calendar ' 
— —_ —_— } 
‘] Da Da Ah Glugle | t (Continued ) } 
g ‘éC . £ One of the } 
i If I could talk Id tell Bear Martin | 
ine 

, ) {all AGA approved) | dustrial Distributors’ Assn., 1900 

f you h OW warm OUr : so leading | Arch St., Philadelphia 3, Robert C. 

’ ? ealers | Fernley, executive secretary; 

floors are. It S ¥ | Southern Industrial Distributors’ 

9 Vented Heaters Assn., 712 Volunteer Bldg., Atlanta, 

the é '25 Unvented Heaters. | Ga. E. L. Pugh, secretary-treasurer. 

i 10,000 to 50,000 BTU 

, ° National Hardware Show, Sept. 28- 

Safety Cabinet % . nes Oct. 2, Coliseum, New York City. 

ae 29 Newest Catalog Sponsored by National Hardware 

Gas Heater!” # se tee, Ok Sted 


Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, managing 
director. 






— 


Display 


National Housewares Exhibit, July 
this emblem. 


13-17, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. | 


National Retail Hardware Assn. Con- 
gress, July 19-23, Statler Hilton 
Hotel, Los Angeles. Sponsored by 
National Retail Hardware Assn., 

“Space Heaters from the Space Capital”’ 964 N. Pennsylvania St., Indian- 


Ham k apolis 4, Ind. 
National Wholesale Sporting Goods 


stamping & Stove Co. Show, Aug. 2-5, Sheraton Hotel, 
HUNTSVILLE. ALABAMA Chicago. Sponsored by Trade Asso- 
ciation Shows, Room 923, 600 S. 
Michigan, Chicago 5, Ill. 





Regional Events 


A LUMI N UM Ace Hardware Corp., Summer Con- 
| vention and Toy Show, June 7-9, at 


Ace Warehouse, 2355 W. Blue 
| Island Ave., Chicago 8. Charles B. 

RUST-PROOF McClaskey, show manager. 
Te BRASS, _ Mid-America Lawn, Garden & Out- 
Oct. 8-10. International Amphi- 
theatre, Chicago. Frank Yeager, 

or ALUMINUM Ave., New York 17. 
FINISHES 








door Living Trade Show-Chicago, 
managing director, 331 Madison 


Mid-West Hardware & Housewares 
Show, Sept. 13-15, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewart, operating 
manager. Sponsored by Illinois, 
Indiana, Michigan and Wisconsin 
Retail Hardware Assns. 


Our Own Hardware Co., Summer 
Convention and Stockholders’ Meet- 
ing, July 26-28, at general offices at 
618 N. 3rd St., Minneapolis. 


Southern Hardware Convention of 
: * ea ' 4 i. the Southern Wholesale Hardware 
Assn. & the American Hardware 
PADLOCK and HARDWARE CO. Mfrs. Assn., April 12-16, at Bilt- | 
LANCASTER, PENNA. | more Hotel, Palm Beach, Fla. 
ORDER FROM YOUR JOBBER SWHA managing director, Ralph 
ae E. Kirby, 806 Peachtree St., N. E., 
Bee. ie atlas See | Atlanta 8, Ga.; AHMA secretary, 
Want more facts? Circle 269, p. 153 Want more facts? Circle 270, p. 153 > 
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oxco’s Zak Morckenditer 


make profitable Cleaning Supplies sales centers— 


designed to ( = specifications 


No. 25 
CLEANING — PAERCHANDISER 


SUPPLIES ({) 


HOUSEHOLD BRUSHES aie neaan A wide selection of popular Oxco 
Avie “e = Bn: Pg Mate ER ty so 6 brushes, all labeled and pre-priced, 
“o Fie a rb a ) ranging from 29c to $1.49, attrac- 
) jk | | tively displayed on a _ permanent, 

first quality fixture. That’s Oxco’s 

No. 25 Merchandiser—designed to 

NRHA specifications as the sales 

center for a complete cleaning sup- 

plies department; proven through 3 

successful years as a steady producer 

of brush sales and profits for hard- 

ware and general merchandise stores. 


for large volume stores 





No. 25 includes one dozen each of 25 different 
Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign printed both sides. 
Fixture sign and hangers in 1 ship. cont., 25 
doz. brushes in 3 ship. cont. ne wet. 
per Merchandiser | 


NO. 15 DISPLAY FIXTURE— 60”"x 26"x 17's". Strong <UL 


A > 
J. »] re :; - Guaranteed by “ 
peg-board panel, lacquered hardwood molding and Goo Housekeepin 
removable ‘‘A’”’ frames. ~ 


CLEANING "= No. 12 MERCHANDISER 


for small and medium stores 
HOUSEHOLD BRUSHES 


cn Twelve fast-selling Oxco brushes, full of modern colors, attrac- 

at. See: : a: 18 4 , eT tae tively displayed on a permanent, high quality fixture, make 

tae uf Vito. PRA Baga Ss sis cei up Oxco’s popular No. 12 Merchandiser. Designed to NRHA 

*f ait 1 | BRUSH whiny | ii. = | specifications, brushes are labeled and pre-priced, ranging from 

tbs 29c to $1.49. Thousands of these Merchandisers are on dis- 

play in stores throughout the country, ringing up profitable 
brush volume never believed possible by store-owners. 

No. 12 includes one dozen each of 12 different Oxco brush styles, with 

No. 9 display fixture, 12 hangers and top sign printed both sides. Fixture, 


sign and hangers in 1 ship. cont.; 12 doz. brushes in 2 —= cont. pine 
wgt. per Merchandiser 


| 
2 } 
| 


BOTH MERCHANDISERS MATCH MODERN STORE EQUIP- 
MENT. Back of fixtures suitable for displaying other products. 
Other brushes can be binned in front or back. Displays adapt- 
able for island, gondola, wall or column use. Send for 
illustrated folder—''How to Merchandise Cleaning Supplies 
for Profit’’. Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Md. 


NO. 9 DISPLAY FIXTURE— 30"x26"x 177%". Similar . 
. ~~ | : NOTE: Display ‘ixture included in total retail value of Merchandisers. 
to No. 15 in construction. ; ; ; 
Fixtures available separately, or with your choice of brushes. Contact your 
Jobber for details. 





























For high dollar sales volume and big profits... __- 


iy 














SPEEDY-cLEAN MOP 


made with DUPONT cellulose sponge yarn 





Speedy-Clean keeps your mop line up to date 
because it cleans modern floors fast. It’s a quality 
mop that’s attractively packaged for quick, easy 
sales. 





/ SANITARY—rinses clean easily, keeps clean shape and 
appearance. 


Floor Sweep 
v4 FASTER CLEANING—soaks up water and leaves floors 
ane. DISPLAY NO. 1 
ca 


Y EASY TO USE—no tangling; no loose lint. 
wv LONG LASTING—outwears ordinary mops 3 to 5 times. Stocks > Displays ¢ Sells 


Mark off 2!% sq. ft. of floor space in your store 
—mmaamamme Hang up on peg-board and see how little space this display 
———_~__ , walls or columns for : . 
atiiasinn, takes to increase your volume on high profit 
Oxco floor sweeps. 


Top sign tells customer type of sweep 
needed for his floor surface. 

















Complete selection displayed . . . includ- 
€)> ing sweeps for garage floors, smooth or 

rough floors of wood, tile, terrazzo, etc.; 
medium or heavy dirt. 











Stocks extra sweeps in rear. 


Easy to set up and stock in minutes. Includes 
18 sweeps and handles, plus metal rack at 
no extra cost. 


x= O 


OX FIBRE BRUSH COMPANY, INC. 
srrenericx <elebiished /§8¢ MARYLAND 


PACING THE BRUSH /NDUSTRY FOR 75 YEARS / 





Convention Calendar | 





=== | 


(Continued ) 


Arthur L. Faubel, 342 Madison | 
Ave., New York 17. | 


Whitlock Corp., 70 McLean Ave., | 
Yonkers, N. Y., Silver Anniversary | [| 
Show, March 15, at Westchester 
County Center, White Plains, N. Y. 


State Events 


Florida & Georgia Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William 
W. Howell, P. O. Drawer’ 1000, 
1640 Plant Ave., Waycross, Ga. 


South Dakota Retail Hardware Assn. 
Convention, March 15-17. Hotel | 
headquarters, Hotel Cataract Sher- | 
aton; sessions, Convention Hall; | 
exhibit, Coliseum, Sioux Falls. H. | 
T. Benson, 2108 S. Western Ave., | 
Sioux Falls. | 

| 


Texas Wholesale Hardware Assn. and 
Texas Hardware Boosters Club 





Convention, June 11-13, at Stephen 





| = us 
F. Austin Hotel, Austin. Howard | Solid Braided Cord 
Weddington, Secretary - Treasurer, 
1327 National City Bldg., Dallas 1. "The Floating Cord with Muscles tg 
Le Terra Look at these features 
f ae ¢ 
SBA ready to license g The ‘right’ cord --- you'll 7 mabyee 
| for many need Shuford 4 100 % 
banks for small loans | 


special-purpose uses: 


) ac | oth Polyethylene Cord! 

The Small Business Administra- | | @ Boating & Fishing 
tion is about ready to license lo- | | @ Lacing cord @ Floats @ High tensile strength 
cally organized banks to provide | @ Barrier cord @ Lightweight 
long term capital for smaller busi- | @ Rescue line @ Excellent resistance to stains 
ROSSSS. | @ Safety marker @ Inert to chemicals, fungus, mold, mildew 

Some 50 such banks are in the a @ Many other uses in @ Excellent low temperature properties 
organizing state now. SBA is likely | f home and industry @ Sheds water quickly, dries rapidly 
to license a dozen or so banks at | ¥. © Wea't tenale or kink, resists ebsasion 
one time, to avoid any one bank | * <8 © Men-conduster when Gn 
claiming to be “first.” A small 4 
loan bank needs 10 or more per- \ | Very fast, bright colors: red and white spiral, 
sons putting up $150,000 in capi- yellow and black spiral, solid natural, solid yel- 
tal with added capital supplied by | low. Other colors and combinations on request. 
SBA. (See HA Aug. 28, p. 10; | | ' be: In 50° and 100’ hanks, yd hanks commetien. 
Sept. 25, p. 59; Oct. 23, p. 184; | a /% a in ng . reel and 500’ spools. 
Dec. 4, p. 103.) | f ord sizes No. 3, 4, 5, 6, 8, 10, 12. 


Several weeks ago the Thorp 


Write for complete information. 
Small Business Corp. was incor- | 


porated in Wisconsin. Ceremonies 














were held in the governor’s office | CLOTHES LINES « TWINES Shuford fim. 
at Madison. This is one of the | PRESSURE-SENSITIVE PAPER TAPES enced 

anv hs ' — - | SASH CORDS e WEATHER STRIPPING Mills in 
many Sane RG <eyRNNeR, ane | COTTON & RAYON YARNS e« EXTRUDED PLASTICS HICK OoRy i, 
awaiting licensing before getting | | — / i ¢ 
into business. | 3149 World’s Largest Manufacturer of Cotton Cordage 


Want more facts? Circle 271, p. 153 A 
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How's the Hardware Business? 





Are you paying for overtime? Now there are some 
new salary tests for minimum-hour exemptions 


If you have not been paying time 
and a half for overtime to your 
employees it will pay you to look 
into the new salary test for exemp- 
tion of the U. S. Labor Department 
made Feb. 2. 

Even if your store is exempt, as 
are most hardware stores that do 
not do business over a state line, it 
will pay you to look into the new 
tests because all dealers will come 
under the federal minimum wage- 
hour law if proposals get through 
(congress. 

On Feb. 2, the U. S. 
partment 


Labor De- 
raised the salary tests 
for exemption from the minimum 
hour provision. 

Now an employee listed as an 
executive must receive at least $80 
a week (up from $55); an admin- 
istrative employee at least $95 (up 
from $75), and a professional em- 
plovee $95 (up from $75). 


The so-called shortened salary 
test, under which any worker be- 
comes exempt from mandatory 


overtime regardless of his duties, 
was raised from $100 to $125 a 
week. 


The other tests which determine 


whether an employee can be classed 
as an executive, administrative, or 
professional concerning nature of 
work and responsibility, remain 
unchanged. 

At present an independent deal- 
er is exempt from the minimum 
wage-hour law. Some chains, and 
some employees of large stores, in- 
cluding buyers and assistant buy- 
ers and those performing multiple 
store duties, are covered, even 
though all workers in the store are 
not. Employees of a_ wholesaler 
who handle goods in_ interstate 
commerce are although 
other wholesaler workers may not 


covered, 


be. (These categories are listed in 
the Labor Department’s Explana- 
tory Bulletin, Regulations part 541 
and its Interpretative Bulletin, part 
779. ) 

If the federal minimum wage- 
hour law is ever extended to all 
stores—as proposed by the unions 
—all merchants will have to meet 
the new, higher exemption tests. 





Under present Department regu- 
lations, there can be only one exec- 
utive in a department who is ex- 
empt. 





H/H Alliance offers 
dealers co-op money 

Manufacturers cooperating in the 
Hardware/Housewares Merchan- 
dising Alliance will now pay a cer- 
tain percentage of retail adver- 
tising costs as part of their dealer 
promotional program. 

The Alliance, 32 E. Third St., 
Lee’s Summit, Mo., is made up of 
these manufacturers: O. Ames Co.; 
Borg-Erickson Corp.; Rubbermaid, 
Inc.; O’Cedar Corp.; and Wear- 
Ever Aluminum. 

To share in co-op advertising, 
dealers obtain Alliance ad mats 
free, put the mats into the hands 
of their newspaper’s representa- 
tive, and their co-op payment is 
automatic. Dealers receive up to 40 
percent of the ad cost from the 


230 © HARDWARE AGE, March 12, 1959 





Alliance by check. It is not neces- 
sary to send in tear sheets or in- 
voices. 


Manufacturers sales, 
new orders rose in Dec. 
Manufacturers’ sales and new 
orders rose in December, the Com- 
merce Dept. reports. 
Sales in December totaled $27.8 
billion, about 5 percent 
year earlier. 


above a 


New orders placed with manu- 
facturers in December were 1 per- 
cent above November. The flow of 
new business to durable-goods pro- 
ducers has shown little 
since October. 

Unfilled orders totaled $46.8 bil- 
lion at the end of December, up a 
little from November. 


change 


te i a An 


Wisconsin joins fight 
on phony retail prices 

Wisconsin has joined forces fight- 
ing phony comparative prices. 

A statement to advertisers, trade 
associations, advertising media and 
law enforcement officers has been 
issued by C. L. Jackson, chief, di- 
vision of economic practices, Wis- 
consin Dept. of Agriculture, stating 
the state’s official policy on intra- 
state advertisements. 

The policy statement points out: 

(1) That Wisconsin’s advertis- 
ing law, Section 100.18, does not 
prohibit price comparatives “if 
such comparatives are factual and 
realistic.” 

(2) That the Federal Trade 
Commission's “Guides Against De- 
ceptive Pricing’ will be used as 
“a standard in this state in mea- 
suring compliance with Section 
100.18.” 

The policy statement closes with 
this request: 

“Your helping 
curb this abuse of modern adver- 
tising is solicited.” 

(For a full report on the phony 
comparative pricing situation see 
HA, Jan. 29, p. 33. 


cooperation in 


Retail sales in Jan. 
totaled $16.3 billion 

Retail January 
were $16.3 billion. states the Com- 


store sales in 
merce Department in an advance 
report. That’s $1,054 million or 
6.9 percent more than in Janu- 
ary, 1958. 

Sales by the hardware, lum- 
ber, building and farm equipment 
group totaled $899 million in Jan- 
uary. That’s $48 million or 5.64 
percent more than retail sales for 
the same group in January, 19)8. 


Sears’ Jan. sales up; 
Ward's trail last year 

January sales of Sears, Roebuck 
& Co. were $271 million, up 14.6 
percent from 1958. This was a rec- 
ord January sales volume for the 
company. 

Sears’ sales for the fiscal year 
ended Jan. 31 also set a record. 
The yearly total was $3.937 bil- 


lion, up 3.7 percent from 1957. 


Sales for Montgomery Ward & 
Co. in January were $59.3 million, 
down 1.5 percent from January a 


...a new line of top quality power mowers 
at prices that make it easy for you 
Ce COMPETITION! 


_A big, complete line —12 models — side, front and twin discharge —18”, 
19” and 22” cutting widths. 

. First quality materials and construction. 

. Briggs & Stratton and Clinton engines. 

. . Safety features that help you sell. 
. _ Designed and manufactured by Modern Tool & Die Co., producer of the 

fast-selling MODERN LINE of Wheelbarrows, Lawn Carts and Spreaders. 

. Best of all, the LawnFlite line is priced for sales! 





“ 


S{) AGAIN NEXT SEASON IT WILL BE 
¥ EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 








ay 








a a ~<a, | 
a aE 


MODERN TOQL & DIE COMPANY 


5389 West 130th Street ’ Cleveland 11, Ohio ° Telephone: Winton 1-6600 
Want more facts? Circle 272, p. 153 











New Flower Fence PIONEER L!NE 


PTLD “Vinylite” KUSMION- KOATED 
aiTCHem 0005 WIRE Gages. AIDS 


THRIFTY SHOPPERS 


Want their money's worth! (' )) 


Feature These Extreme Values! “ ~< 
| £4 ) nes 
< : _ Y cS | L Pr: ‘ 4 ’ 


PLATE STORING RACKS 
No. 750 — 10'2" x 6" Small 
No. 7000 — 21” x 6” Large 


for Your Spring Trade 


DINNERWARE STORAGE RACK 
No. 208 — 17%4" long, 9” Deep, 
9” High 


Modern flower fencing . . . wide openings for clear | \ . 
= > 
view ... can be adjusted for irregular heights or sg DY) PLASTIC DRAIN A TRAY 


os : Hi-impact Styron 
garden shapes . . . easily installed and removed. DRI-ALL DISHORAINERS psec 
. tage No. 400 — 21” « 14” x 1% 
No. 2800 — 17” x 1342" x 5%” 


Welded construction, || gauge stay wires, 14 gauge No. 3750 — 18" x 15" x 6” 


line wires ... 15” high, plus 4” built-in stakes, 8” x 
3” mesh. . . Galvanized . . . 50 ft. rolls... "See 


through" fence with eye appeal self seller labels. a DISHORAINERS 
No. 109 — 17% « 13" x 3%" 


Wholesalers: Order in mixed truck loads with oth 
pe palenacanthtai i ements No. 149 — 16 x 12” Regular No, 119 — 17” x 13” x 4” 


Wright products 
Send for complete Catalogue today or contact our local representative. 


G. F. WRIGHT STEEL & WIRE CO ARTWIRE CREATIONS INC. Surttan.u. 


Want more facts? Circle 273, p. 153 Want more facts? Circle 274, p. 153 
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EASY-TO-SELL | 


PROFITS 
©z CUP HOOKS 


One-Piece Durable 






6 sizes ('/2"' to ‘%4"") in Nickel and 
h 


Brass, eac 
packed ‘100 to &-Z7=> . HOOKS 
a box, _"" size 


plus Nickel and 
Brass. 


‘ez UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 
in boxes of 50. 


“ carded in 7 
. popular colors 


ead. 








y GOAT HOOKS 


ae Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
iper hook. 


“WING NUTS 


Bright rustproof finish... 
4 popular sizes... boxed 
in an attractive counter 
display. Also available in 


ny 100 to-a-box in a 
“g,, LAP NUTS 












complete range of 

thread sizes 
Attractively finished and packed 
in a self-selling counter cisplay 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
p sizes. 


JOBBERS: Write now for prices and cata- 
log sheets on GRC's full line of money-making hard- 
‘ ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 

) DEALERS: See your jobber salesman for immediate 
f delivery on these and other 
GRC hardware items. 


GRIES REPRODUCER CORP. 


World's foremost producer of small die castings 
_. 161 Beechwood Avenue, New Rochelle, N. Y. 
- 3 NEw Rochelle 3-8600 

Want more facts? Circle 275, p. 153 
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2-to-a-card or | 





























year ago. For the 12 month period 
ended Jan. 31 Ward’s sales were 
$1.099 billion, an increase of 2 
percent over the same period a 
year before. 

The January sales decline con- 
trasted with a 10.3 percent in- 
crease last December over Decem- 
ber, 1957. 


Researchers’ findings 
favor trading stamps 


The U. S. Dept. of Agriculture 
has made a study of the net value 
of trading stamps to consumers. 
It concludes: “On the average, in 
the 21 studied, consumers 
who save and redeem stamps can 
more than recoup the relative price 
difference between stamp and non- 
stamp stores.” 

In reporting on this study, the 
Sperry and Hutchinson Co. (S&H 
Green Stamps) maintains that 
other studies made at [ndiana Uni- 
versity and College bear 
out the conclusion of the Agricul- 
ture Dept. 


cities 


3oston 


SBA loans in January 
amount to $20 million 

Business loans approved by the 
Small Business Administration 
during January were 399 for $20,- 
278,000. Loans approved in Janu- 
ary, 1958, were 438 for $19,938,000. 

Among January, 1959, loans ap- 
proved for hardware, announced in 
the SBA press release No. 456, 
were stores in Maine, $12,000; 
Puerto Rico, $5,000; Ohio, $40,000; 
Minnesota, $35,000; Kansas, $8,- 
000; Hawaii, $35,000; Alaska, $30,- 
000; and others. 


Hardware wholesalers’ 
sales gain 14% in Dec. 

Hardware wholesalers’ sales for 
December were estimated by the 
Department of Commerce at $187 
million. That’s an increase of $23 
million, or 14 percent, over De- 
cember, 1957. 

Sales in December were $4 mil- 
lion or 2.2 percent greater than in 
December. 

Wholesalers’ for 


sales totals 


1958 were $2.192 billion. That’s 
$99 million or 4.3 percent below 
sales 1957. 











every home and 
factory is a prospect for... 


TRI-CON 
heh) Leora 4 iu 3. 





Over 30,000,000 residential and 
industrial woter users will find 


this easy-to-operate trigger nozzle 
the best for any job! 


MAKE MORE PROFITS WITH THE FAMOUS 
TRI-CON HOSE NOZZLE IN THE 


_new bubble bubble package 


‘soup BY LEADING WHOLESALERS 
Write now for catalog sheet and price list! 


MOLDED SPECIALTIES, INC. 
1333 E. 170 St. * Cleveland 10, Ohio 


Want more facts? Circle 276, p. 153 























America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 


zine, Farm Journal, Local News- 
paper Advertising! 

GET TOP TURNOVER— 
BIG PROFITS with d-CON 


THE d-CON COMPANY, INC. 


New York 18, N. Y. 
Want more facts? Circle 277, p. 153 


1450 Broadway, 














ROLL BUMPERS 
FOR DOORS THAT SWING BACK TO BACK AND BUM? 


@ PREVENTS DOOR KNOBS FROM INTERLOCKING 
) @ STOPS MARRING OF DOORS 

© SCREWDRIVER INSTALLATION 

© WORKS WITH DOORS IN ANY POSITION 

© MADE OF STURDY ALUMINUM 

© SATIN ALUMINUM OR SATIN BRASS FINISH 


























<<“ 

















OPERATES IN MANY POSITIONS 


— | 
Doors hinged at 


equal distances Doors hinged unequal Doors hinged from 
from the corner distances from corner opposite sides 








Ss; 
_* 


Easel type display board can 

be set on counter or mounted on 

wall. Accommodates ten (10) pair of 
Rollmates. Can be replenished quickly. 


Cae he eg Self Selling Packag ked i 
ENT & GREEN LEAF, Nc. fae 


n ster 21, N ow Yo - ee package for clear visibility. 
Want more facts? Circle 278, p. 153 


exis NEW PAINT BRUSH «© ROLLER 
i DISPLAY MERCHANDISER 


Again Jacobus is the first with a new and brushes and three different price ranges of 
modern method for displaying a complete line — paint rollers. It also holds extra covers and 
of paint brushes and painter rollers. This rollers, by themselves. This display may be 
new modern method of displaying merchan- used as an island display or flush against 
dise is 4 feet wide and 5 feet high. It holds wall and can be yours at absolutely no cost. 
up to forty-eight different sizes of paint See the New Carbona Rug Shampoozer. 


A. G. JACOBUS' SONS 
VERONA, NEW JERSEY 


Jacobus Fine Brushes made of 100% pure black hog bristle, 100% flagged Tynex nylon. Also manu- 
facturers of a complete line of painter rollers. 


Want more facts? Circle 279, p. 153 
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Want more facts? Circle 280, p. 153 
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Stock the one 
all purpose 
water seal 




















Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile « Stucco «+ Masonry 
Concrete « Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 


furniture, pads, planter boxes, boots, 


shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 
Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearest you. 4096 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., 


Merchandise Mart, 
San Francisco 3, California 


Inc., 





San Francisco ¢© Los Angeles * San Diego °¢ 
Portland * Chicago * Seattle © Denver © Dallas 
Houston © St. Louis ¢ St. Paul © Detroit °¢ 
Philadelphia © New York City © Memphis * 
Cleveland * Factory: King City, California 


Want more facts? Circle 281, p. 153 
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Consumer Mailers —— 


New Wholesalers’ Aids 
for Dealers’ Use 











Bostwick-Braun Spring 
mailer has 3 coupons 
Three coupon specials highlight a 
Spring Bill mailer from 
Bostwick-Braun Co., Toledo 


new Sale 
the 
wholesaler. 

The Spring Sale Bill mailer is a 
1-page broadside printed in 4-col- 
Almost every item shown 
offered at a special Spring price. 

The coupon specials are a mag- 
netic pot holder 25¢, three golf 
balls for $1, and a hunter’s lantern 
with free battery for $4.95. 

Along with other trafhe getters, 


is 


ors. 


for 


the front page of the mailer pic- 
tures a 22 in. rotary mower for 
$58.95, including leaf mulcher. 
Worthington Co. offers 
Spring Sale Handbill 

The Geo. Worthington Co., Cleve- 


land wholesaler, is offering an &- 
page Spring Sale Handbill for deal- 
er use. 


The 2 


2-color mailer is tied in with 










Complete line of sprayers and dusters. 
First choice for Quality since 1888. 
Many styles and sizes. 
Inexpensive. All are 
fast sellers. 

ie SEND FOR 
CATALOG! 


We are the 
originators of 

sprayers. Every 
SMITH product is 
superior in workmanship, 
design and performance. 

There is a model for every 
spraying need, 


D. B. SMITH & CO. 


426 Main St., Utica 2, N. Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 
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is 


Hardware 
offering specials and has also in- 


Week. Worthington 


cluded items that manufacturers 
are promoting as specials during 
Hardware Week. This enables deal- 
to offer consumers attractive 
prices and also gives dealers a bet- 
ter than average profit margin for 
a promotion of this type. 

A 290 piece display kit has been 


ers 


two-drawer 
is the convenient and 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and type of 
extension and compression springs 
218 springs in 79 sizes in coded 
compartments. Each spring 1s top 
quality, precision made and plated 


This Gardner 
abinet really 


spring 


Coded box refills always availabk 
from stock. One- and four-drawe1 
cabinet assortments also available. 


Order from your jobber, or write us. 


Also Weatherstrips 
Clean-out Augers 
Pole Sockets 








4909 


ARDNER WIRE CO. 
1329 So. Cicero Ave., Chicago 50, Ill 
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< ror vour “IN oh S Deckers 


MAKES THE ASIG 2 IFFERENCE 








WEEK SPECIAL 


HS 
SE 
tee 
RO ' oc teapea 
moses 





This year for Hardware Week, Black & Decker 
gives yy the world’s largest selling drill. This 
B&D %” Utility Drill gives your customers the 
Big Difference! The motor is different because 
Black & Decker makes all its own motors. The 
construction is different. As the world’s largest 
maker of electric tools, B&D knows how to build 
quality drills. The design is different . . . and 
because of this kind of engineering, inside and 
out, Black & Decker has sold more drills than 
any other maker. 

Now there’s a Big Difference in price, too. For 
Hardware Week, the U-100 \4” Utility Drill is 
specially priced to sell! See your B&D supplier 
now! The quantity is limited! 


Block Decker 











BaD %” UTILITY DRILL 
With Geared Chuck— 
Cat. No. U-100 — 5 $18.95 


$] 62> Special for 





Look Under | World’s Largest Maker of Electric Tools endiware Week 
in ‘aeti Towson 4, Md. 
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The Maque a STORE i 


®gau * 424 S22 32°23 





ISLAND DISPLAYS 
WALL SECTIONS 


OVER-COUNTER DISPLAYS 
AT LOWEST COSTS 


\ 











ttn ine © Fe) HARDWARE 


More Sales For Your Paint Department 


Prepare for this spring’s BIG do-it-yourself BRANCHES: 
business with the MAGIC of KASON’S MOD- cmcaeo 

ERN DISPLAYS. Whether you require an 28 NO. HALSTED ST. 
Island Display for seasonal expansion or a innit 
complete modernization of your paint de- 

partment you can achieve these at LOWEST 5607 GRAND RIVER 
COSTS with KASON STRUCTURAL UNITS. BOSTON 


Write for descriptive literature and catalog. 265 CAMBRIDGE ST., 
ALLSTON, MASS. 


KASON HARDWARE CORPORATION = Los anceves 


71 WALLABOUT ST., BROOKLYN, N. Y. 3410 W. WASHINGTON BLVD. 
Want more facts? Circle 285, p. 153 
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e No Floats 


to adjust 


e No Rods 
Tom icltlmtls 


e No Water 


Level Worries 
with 


KENCO 


_ The ORIGINAL and Best Yet 


Submersible Pump 


EASIEST 


To Install 


Use the hide-away pump— 
KENCO—easily concealed below 
the floor, out of sight, out of the 
way. Just plug it in any 115-v. out- 
let, connect discharge pipe and it's 
ready to go—no tricky float ad- 
justing, no water level worries! 


Built-In Check Valve 


Exclusive with Kenco—eliminates 
extra installation expense often 
necessary with old-fashioned 
pumps. 


Won't Flood Out! 


Completely submersible —all 
controls inside the pump—motor 
can't flood or burn out—has ther- 
mal overload protector with auto- 
matic re-set. 





AA-9333 





Complete Line 


600 to 6000 GPH 
up to 100 ft. heads! 


See Your Wholesaler! 











KENCO PUMP 


Division of The American Crucible Products Co 


1305 Oberlin Ave. ¢ Lorain, Ohio 
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| New Wholesalers’ Aids 





(Continued ) 


made up for use with the mailer. It 
includes window banners, double 
faced product banners and price 
cards marked to tie in with the sale. 


101 items featured in 
Van Camp Spring-O-Rama 
Spring-O-Rama, an 8-page direct 
mail circular, is part of a Spring 
sales program from Van Camp 
Hardware and Iron Co., Indianap- 
olis wholesaler. 
Included in 


the 


program is a 






, ” as 


TL pate) 
he &} 


9 cil. bs ans 





SS 
( ’ yy 
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‘ . 
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OF SAVINGS F on THRIFTY 1S oikomns 
Preseated by} pour Heipful Hardware Man. . . 








complete merchandising and sales 
promotion kit. 
banners, 


It contains window 
pennants, price cards and 
special sale price stickers. 
The circular features 101 
including home repair 


items 
supplies, 


sporting goods, outdoor items, hard- 


ware, housewares, and tools. Among 
these items are seven coupon traffic 
builders. 


Booklet on wholesaling 
stresses its importance 


A new booklet has been released 
by the National Association of 
Wholesalers to give the public a 
better understanding of the impor- 
tance of wholesaling. 
of the booklet may be 
obtained by writing the National 
Asso. of Wholesalers, 1001 Con- 
necticut Ave., N. W., Washington 
a ho 


Copies 








RANSON 
_ SCALES 


65 years 


f|-==< 
BATH SCALE , 
f = “ia 
Sr act | - ee 
| : 


» 
’ 


UTILITY 


HANGING Say SCALES 
BALANCES POSTAL 
SCALES RECIPE | 


SCALE 


“a | NURSERY 
BR) SCALE sp 
eS { See Your 
| Jobber o 
HANSON SCALE CO. (Est 1888) 
NORTHBROOK, ILLINOIS 
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Appliance Repair Parts Catalog 
No. 7 now available 


$1.00 per copy (credited on any purchase of 
$20.00 or more thereafter) 


Jandorf Electric & Mfg. Co. 
3600 Woodland Avenue 
Baltimore !5, Maryland 
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Don't Miss the 


BUYING CHECK LIST 


Page 153 

















( WRITE FOR YOUR FREE: ) 


v¥ Complete Newest Set 
of Key Board Tags 

yColorful Streamers 
That Will Brighten Up ' \\ 
Your Store 

Vv New Edition of Key \\ 
Blank Comparative List 


STAR Key & Lock 

Manufacturing Co. 

51 South First Street 
Brooklyn, N. Y. 
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Sell 


CARPENTERS 
PLUMBERS 
ELECTRICIANS 


Conn. Valley Expansive 
Bits for 


POWER TOOLS 





Promotions 











Manufacturers’ New 
Merchandising Plans 











FOR 4,” DRILLS 


Wright's Expansive Ma- 
chine Bit. No. 110 bores 
size holes from 
No. 120 from 


FOR 4,” DRILLS 


“Hobbyist” expansive 
sit. No. 220 designed 
with special, easy-feed 
point for the high speed 
of average home crafts- 
man’s drill press. Bores 
ALL holes from %” to 
1%”, 








VALLEY mFG. co. 


Centerbrook 7, Conn. 


THE CONNECTICUT | 





TITAN 
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Provide big new profit opportunities 
for alert merchandisers 

There’s new selling-power for you in the 

new GIANT-power Titan Chain Saws. Titan 

gives you sales-winning mew features, in a 

line of saws to fit all your markets, from 

occasional user to commercial cutter. 


DISTRIBUTORS: 
A few choice territories available for qualified 
distributors. Write, wire or phone for information 


Propulsion 
ENGINE CORPORATION 
401 Marion Ave., S. Milwaukee, Wis. 


a subsidiary of Food Machinery & Chemical Corp. 


Want more facts? Circle 291, p. 153 


Orangeburg plastic pipe 
guaranteed for 20 years 


A 20 year bond guaranteeing the 
performance of Orangeburg SP 
plastic pipe in cold water service 
lines has been announced by the 
Orangeburg Mfg. Co., Orangeburg, 
N. Y., a division of the Flintcote 
Co. 

Any repairs or replacements due 
to failure of the pipe will be made 
at the expense of the company, 
the bond states, provided that a 
few simple installation instructions 
have been followed. 

Within 10 days after installation, 
the installer applies to Orangeburg 
for a bond covering the job. After 
noting that all basic instructions 
have been followed, Orangeburg is- 
sues the bond to the owner. 


Co-op advertising plan 
set up by Myers Bros. 

A co-operative advertising pro- 
gram for both dealers and distribu- 
tors has been announced by F. E. 
Mvers & Bros. Co., Ashland, Ohio. 

Under the program, the company 
will pay for a portion of the adver- 
tising cost of Myers products in 
newspapers and radio. 

Dealers and distributors must 
meet certain requirements to qual- 
ify for the co-operative allowance. 

This program is part of the over- 
all promotion package of store dis- 
plays, direct mail pieces, and store 
identification material. 


Owens-Corning has free 
“get acquainted” kit 

A kit including 150 sq ft of F1- 
berglas-reinforced polyethylene film 
is being offered to dealers free of 
charge by distributors of Owens- 
Corning Fiberglas Corp., New 
York. 

The kit consists of one 25-ft roll 
of 72 in. polyethylene film which 
the dealer can sell at a $6 profit; 
a display card with space for retail 
prices; a large swatchbook; five 
consumer swatches and envelope 








Patent Pending 


New! ‘The 
EXTENSION LADDER 
with the STEPLADDER 
STEPI" Easier to 
work on, less tiring. 
These Wide-Tread 
Straight and Exten- 
sion ladders have 
reeded 2'/,"" step- 
rungs welded to 
'-Beam channel 
side-rails . . . inter- 
locking sections for 
safety and sliding 
ease. Equipped with 


rope, pulley and 
specially-desiqned locks 


LUO WU 


- World’s most complete 
| metal ladder line 


MAGNESIUM 
LADDERS 


Outlast . . . outperform other ladders 


* So light a 40-ft. ladder can be easily 
handled by one man 

¢ Stronger than any other metal ladder, 
pound for pound 

* Precision engineered ; 

° Fireproof, rustproof, corrosion and shock 
resistant 

* Non-magnetic, non-smudging, non- 
sparking 








Write for full information, catalog and 
prices on complete metal ladder line, and 
other household products. 


HITE METAL ROLLING 
« STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
Plants: Warsow, Ind., & Brooklyn, N. Y. 
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NOW! 


The One and Only 





Aluminum 
SAFETY PLATFORM 


Now, get set for quick sales with 
this new WERNER lightweight, 
lifetime aluminum platform lad- 
der. Your customers will imme- 
diately see its superior safety, 
convenience and styling features 
...and the strong eye-and-buy 
appeal of these outstanding ad- 
vantages is sure to keep cash 
registers ringing. 


: t 
pynneremriters Eave 0M. Ine 
i~sPrectio 
Ae SSut 43 














---ls available in 
three most practical sizes. 


Clear the way for real profits—write 
today for full catalog details or con- 
tact your WERNER Aluminum Ladder 
Distributor immediately. 


LW E RINE Rese: 





DEPT. HA-3, 295 FIFTH AVE., NEW YORK 16, N. Y. 
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Manufacturers Promotions 


(Continued) 





stuffers, and information and price 
sheets. 

The offer is to acquaint dealers 
with this new product and its uses. 
Kits may be obtained from author- 
ized Fiberglas distributors. 


Denison-Johnson program 
includes low cost reel 


The Denison-John Corp., Man- 
kato, Minn., has a 1959 Dealer 
Demonstrator program on its new 
Centennial Spin-Bait-Cast reel. 

Dealers may obtain the demon- 
strator reel at an attractive price. 
It comes in a display kit that con- 
tains a metal sign, window stream- 
er and folders die cut in the size of 
the new reel. The folders give com- 
plete information on the reel. 

The Demonstrator program 
closes March 31. 


Whitney seed formulas 
are named to fit use 
New names for lawn seed brands 
from Whitney Seed Co., Buffalo, 
N. Y., describe the use for which 
the brands have been formulated. 
The names are “Luxury Lawn,” 


“Outdoor Living,” and “Fun and 
Frolic.” 

The entire program has been 
merchandised to the dealer with 


the theme of “Sell lawn purpose... 
and increase profit per sale.” 

Ads will appear during the early 
spring in American Home, Better 
Homes and Gardens, and newspa- 
pers throughout the Midwest and 
Kast. 


Armstrong Cork campaign 
on vinyl floor covering 
Armstrong Cork Co., Lancaster, 
Pa., has a new Vinyl! Accolon roto- 
gravure vinyl floor covering cam- 


paign that includes television ad- 
vertising on “The Jimmy Dean 
Show’; newspaper ads in This 


Week, Parade, four other Sunday 
newspaper supplements, and a 35- 
piece merchandising package and 
tie-in for dealers. 

The merchandising package 
offered at no extra charge to deal- 


is 


j 















“SORRY” 


Whenever a customer requests a 
and you 





name brand product, 


say ‘Sorry, it means money 


thrown away. 


Water Masters are readily avail- 
able. Why say "Sorry’’ when a 
small stock will give you your 
share of the millions of Water 


Masters that are sold every year. 


GET THE 
GENUINE 


WATER 
MASTER 


The Hardware Man’‘s 


TOILET TANK BALL 


America’s Largest Seller 
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DYKEM 


STEEL BLUE'S 
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Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. « St. Louis 6, Mo. 





—- 


5 


Ww 
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Manufacturers’ Promotions 
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ers who order five or more rolls of 
Vinyl Accolon. It includes a 4 x 5 ft 
8 in. full-color banner that shows 
entire Vinyl Accolon pattern line, 
an 8 ft stringer, a 12 ft glitter ban- 
ner, decals, easel cards, and other 
display aids. 


Butcher's Wax enters 
national distribution 


Butcher Polish Co., Malden, 
Mass., has announced that Butch- 


LOOK AT IT... 


. . « there's nothing just like X-l-M FLASH 
BOND to make paint adhere fimly and longer 
to almost any type of surface. Yes... 


USING 


FIRST 
MAKES PAINT LAST 


eNO SANDING REQUIRED. It saves 
sanding and tacking off time between the 
primer coat and finish coat. 


e@ ACTS AS A RUST INHIBITOR. When 
applied over slightly rusted surfaces or 
where loose rust has been removed it 
stops progressive action of rust. 


@ IMPARTS FLEXIBILITY TO FINISH 
COATS. Resists damage to finish due to 
weather changes. Helps to resist dulling, 
chipping, peeling, flaking. 


er’s Wax has moved from regional 
sales to national distribution in its 
76th year of manufacture. 

An expanded sales program will 
be coupled with the firm’s first na- 
tional advertising campaign. Color 
ads for spring and fall will run in: 
Saturday Evening Post, House 
Beautiful, McCall's, and Living for 
Young Homemakers. 

The advertising message in 
these ads will direct consumers to 
hardware stores to make their pur- 
chases. 





YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


it is not “just another primer'’ . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘'stick,"’ will stop peeling, popping, blistering . . . confi- 
dently recommend X-l-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


5107 LAKESIDE i 
CLEVELAND 14 OHIO 


H. FORSBERG COMPANY 
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CHAIR-LOC 


Amating New Liquid 

S-W-E-L-L-S Wood 

@® Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 

@ Quickest and easiest way 
to fix leese chair rungs, 
legs, handles, dowels, 
dove-tails, ete. 

4 Fast-Selling impulse item 

Write fer Free Samples and 





Daisy promotion offers 
dealers free $5 pistol 

A dealer promotional package of 
an assortment of 10 Daisy air 
rifles and pistols with a $5 bonus 
pistol coupon is offered by Daisy 


you cant beat 


SELF-SERVICE 
* for 
Mfg. Co., Rogers, Ark. | onamann 4m PROFITS 
The retail value of the package Lakehurst 3, N. J. 





is $81.76. Dealers mail the $5 pistol | Want more facts? Circle 297, p. 153 
coupon to Daisy to receive the free > : 
item. 

Each deal window 
streamers and ad mat covering the 
three models of air rifles and the 


these handy 
BASKETS 
make it 





His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in February. With 
best wishes for your continued success. ESr ever siicting to 
Sincerely yours, : gether) occupies - x. 
. 7. ° : ft @ Save erks’ 
A Satisfied Advertiser ~ - om eniiie: sina 
' ing out and wrapping 
12 baskets (17 « 10 x 7) 
complete with rack. $38.00 
Extra large 
(20 x 12 x 8%) $50.25 
Durable, vat-dyed canvas 
duck. Sides can be im 
printed with store name 
Send now for samples, in- 
formation on imprinting, 
special colors. 


contains 
easy 


pistol. Daisy backs the promotion 
with spring and summer ads in 
national comic books. Featured 
item in the promotion is Daisy’s 
Model 88 Hunter air rifle with No. 
2X scope and sling, a $12 retail 
value at $9.99. = tae a re 
THERE IS A DIFFERENCE IN CHAMOIS 
pone SUNSHINE 
REG PAT. OFF 


Fromch Chovess 
faa dt | 3 
CHAMOIS SKIN 


© Colorful, lightweight and 
easy to carry, they en 
courage shopping @ Rack 
holding 12 nested baskets 
(patented handle prevents 














New Simoniz promotion 


Instant Simoniz will be an- 
nounced in 26 full page magazine 
ade eanie fe ones When Ae “ FULL COD Oil TANNAGE 
ads early this year. The t-colo | . Ds MADE IN USA 
‘ . _ . > , —— , ray at! Ask Your Jobber for Our Double 
ads will promote the paste War \ roe et cert atte gy Double Volve! 
and cleaner for auto finishes \ — Btn 

; : a — "LASTS LONGER 
which now comes in a push button “CLEANS BETTER 
ean HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 


Designed and Manufactured by 


HANDY FOLDING PAIL CO., INC. 


17 Thompson Street, New York 13 
© Worth 6-5315 


"EASIER TO USE 
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b+ A R D WA R FE A G F traveled the surrounding states at the same time. 


During World War II he represented Stanley in 
Washington for three days a week, obtaining ex- 


port licenses for European sales. In 1944 he was 
named assistant export manager. Five years later 
Car Eh he became export manager. He traveled more than 
a quarter-of-a-million miles in this country for 


Stanley. He has used rickshaws and burros to 
make parts of his trips in foreign countries. 


GERALD M. COHOLAN, EARL POWELL SIN- 
export manager for Stan- GLETON has been with 
ley Works, New Britain, Nash Hardware Co., Fort 
Conn., joined that com- e Worth wholesaler, since 
pany in 1908 in its cost “ Jan. 1, 1909. For six 
department. Five years « months of that time he 
later he was transferred a ae was in government service 
to the New York City sales sais during World War I. He 
offices. In 1915 he was sent ii 7 has been secretary-trea- 
to Chicago to cover a mid- surer since Jan. 25, 1939, 
west territory. He joined ’ and a member of the 
the Army Ordnance De- board of directors since 
partment in 1917 and was Jan. 25, 1940. He was 
discharged in 1919 with elected treasurer of the 
the rank of first lieutenant. For a year he trav- company on Jan. 14, 1919. Mr. Singleton is a mem- 
eled the Pacific Coast and then returned to New ber of the University Christian Church, South 
Britain. In 1929 he moved to Philadelphia as Side Masonic Lodge and Colonial Country Club. 
Stanley’s warehouse manager in that city. He Fishing is his hobby. 


HARDWARE WEEK SPECIAL 


ae ne” No. 2-T Chopper 


\ 


® —™ eee only *A95 


MEDIUM ) (Reg. Retail $5.50) 





The original Food Chopper—and still the finest! 
—with these famous features. Extra-long handle. 
Clean, shear-like action. Self-sharpening cutters. 
Strong one-piece frame. Special price for a 
limited time only! 





Cyiieteeeete 


Your cost: Single—$3.30 Case lots (6)—$3.13 each 

















LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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NEW "'TOP READING" LEVEL 
GIVES GREATER VIAL EXPOSURE 


with an extruded-magnesium “l-beam" frame 


NEW” DU-RITE 'DOES- IT" AGAIN! 


ALSO EASY 
TO READ FROM 
SIDES AND BELOW 


J. H. SCHARF MFG. CO. 


. that offers dozens of new uses. The new 
“deep-set" design of the “Top-reading” vial 
assembly gives greater “look-through" vial 
exposure . . . makes “Top-reading” vial so 
easy to see from top, sides, or even below! 
Ideal for sewer and water line installers, 
plumbers . . . or for checking overhead struc- 
tural members like door jambs, joists, etc.! 
Top-reading™ vial assembly is both adjustable 
and replaceable. 





6120 Binney St. 
Omaha, Nebraska 
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HUNTER TOOLS * 9851 ALBURTIS * SANTA FE SPRINGS, CAL 
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ALWAYS SELL GENUINE ‘ as 


: -_aMOLLY %, Zz 


Write for Free 


——— 
“ 


MOLLY CORP. 


ey 
Literature SCREW ANCHORS and JACK > Reading, Pa. 
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1 for the free-spending 
(do-it-yourself crowd 


ALWAYS 
ON THE 
LEVEL 


FOR TAPERED WOOD FURNITURE LEGS 


New accessory of high style and utility appeal. 
Advertised in Popular Mechanics and other national 
magazines. Swivel-based GLIDE always stands flat. 
High impact Styrene base glides smoothly, will not 
mar floor. Brass plated, lacquered, steel. Two popu- 
lar sizes; 4 to display box with plastic sleeve. Smaller 
size retails for $1.00; Order from your wholesaler! 


Subsidiary of Un led-Carr Fa 
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§ Want to cash in on the fast 
expanding ‘outdoor living’ 

! market? Then just stock and 
REPELLENTS -! feature Emkay Bug-Go-Lites® 

l and other summer candles 
designed for real living 
comfort on the porch, patio 
or indoors. Burns a special 
bug-chasing ingredient that 
aids in repelling mosquitoes 


é 

Sure-fire way } 

} 

i 

! 

j within 4 feet. And deep well 
! 

I 
J 


to attract 


keeps flame burning sure and 
steady even when breezes blow. 


business 


SYRACUSE 1. NY 
gC L A Division of 
UDCam mE MUENCH-KREUZER 

CANDLE CO., INC. 


New York Chioago 
Boston New Orleans LosAngeles 


SEND COUPON FOR DETAILS 


Emkay Candle Co., Dept. HA-359 
Syracuse 1, New York 


Without obligation, send folder of summer candle items. 


Address . 
City and State 
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Coast-To-Coast Dealers Hear of “‘Banner”’ 
Year In 1958; Bigger 


ee cba ‘ial 
i etal “t we = . 


— & 


= 


Coast-To-Coast Stores 
states found standing 


Gains Seen For 1959 


coast 9° 5 en 


= 
= 


owners from 19 Mid-West and Northwest 
room only at the opening general session 


of their annual meeting at Minneapolis. 


A record turnout of 
Coast-to-Coast Stores own- 
ers attended a four-day an- 
nual meeting and merchan- 
dise show at Minneapolis. 

Some 300 new Coast deal- 
ers and their wives were at- 
tending for the first time, 
boosting attendance to a high 
of 1800. Among these were 
many former owners of Mar- 
shall-Wells stores who joined 
Coast in recent months. 

Coast officers reported “A 
banner sales year for 1958, 
and continuing progress for 
1959.” 

Some 35 prospective Coast 
store owners who are in the 
process of starting a hard- 
ware business under the 
Stores Central Organization 
plan visited the show. 

Besides general merchan- 
dise displays highlighting a 
wide variety of new items 
and lines, an important fea- 
ture of the show was dealer 
classes in merchandising, 
product knowledge and sales 
promotion. 

These classes were limited 
to about 50 dealers each to 


B25 


establish a more intimate re- 
lationship for educating 
dealers. 

The opening general 
sion program speaker was 
Dr. G. Herbert True, for- 
merly of Notre Dame Uni- 
versity, in an audio-video 
presentation: “Creative sell- 
ing, or how to be an all-star.” 


SseCs- 


Singleton Completes 
50 Years With Nash 


EK. P. Singleton, secretary 
and treasurer of Nash Hard- 
ware Co., Fort Worth whole 
saler, was honored recently 
by company officials and em- 
ployes. He is celebrating his 
50th year with Nash. 

Mr. Singleton joined the 
bookkeeping department 
when he was 17 years old. 
He has been secretary-trea- 
surer and financial executive 
for the past 25 years. 

Highlight of the festivities 
at Nash headquarters was 
the presentation of an en- 
graved watch commemorat- 
ing Mr. Singleton’s 50 years 
of service. 


242 «© HARDWARE AGE, March 12, 1959 





DONALD L. CAMPBELL 


Belknap Hardware Co. 
Names Sales Managers 


Belknap Hardware & Mfg. 
Co., Louisville, Ky., has ap- 
pointed two sales manayvers. 

Donald L. Campbell, for- 
merly in a central Tennessee 
territory, will manage Ala- 
bama, Mississippi and Ten- 
nessee succeeding John Dob- 





News About Dealers: Campbell Farm Supply 





John R. 


JAMES W. HILL 


indefinite 
account 


who is on 
leave-of-absence 
of illness. 
James W. 
Baker, 


rector, as 


bins an 


on 


Hill succeeds 
now sales di- 
manager of the 
division states of 
Arkansas, Louisiana and 
Texas. Mr. Hill was on as- 
signment in a central Indi- 
ana territory. 


western 





Moves From Downtown Marion, O., To Bypass 


Campbell Farm Supply, Marion, O., has moved to this modern build- 
ing on Route 30S, a bypass two miles out of town. 


Marion, O. 
FARM SUPPLY has moved 
from its downtown location 
to a brand new modern 8400 
sq ft building along U. S. 
route 30S, a bypass. The new 
location is about two miles 
east of town. Grand opening 
was held Jan. 17. The 2% 
acre plot affords more park- 


-CAMPBELL 


ing and the larger building 
houses a repair service de- 
partment and other enlarged 
facilities. 


Dover N. J. — RICKEL 
Bros. HARDWARE Co. opened 
a giant 20,000 sq ft store at 
suburban Succasunna Feb. 

(Continued on page 250) 
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F. BLISS WINN 


Winn To Head Ames Co., 
Two Others Promoted 


KF. Bliss Winn, formerly 
vice-president, sales, has been 
elected president of O. Ames 
Co., Parkersburg, W. Va. 

James G. Campbell, sales 
manager, Tool Div., was 
elected vice-president, sales. 
J. Brunson Williams, for- 
merly assistant sales man- 
ager, Tool Div., will manage 


sales. 





Janney Buys Minneapolis-Moline Building; 
Plans Move To Minneapolis Sabuarb In Fall 


Purchase of a modern one- 
story warehouse in Hopkins, 
Minn., has been announced by 
Janney, Semple, Hill & Co., 
Minneapolis wholesaler. 


The building, erected in 
1951 as a parts depot for 
Minneapolis- Moline, contains 
adequate space for Janney’s 
general offices, service de- 
partments and warehousing 
activities. Grounds and build- 
ing cover 14% acres in Hop- 
kins, a suburb of Minne- 
apolis. 

Present plans call for mov- 
ing into the new building 
sometime this fall, according 
to B. J. Case, Janney’s board 
chairman. 

Some of the warehouse 
buildings now being used by 
Janney in downtown Minne- 
apolis are involved in a mu- 
nicipal redevelopment pro- 
gram. Some of the buildings 


JAMES G. CAMPBELL 


J. BRUNSON WILLIAMS 





are to be demolished. 

Another factor influencing 
Janney’s latest move was 
probably the decision made 
Jan. 1 to drop its general 
hardware business and con- 
centrate on servicing its vol- 
untary chain of S & Q Stores. 
The industrial business and 
the Janco Div. are being ex- 
panded. 

The new building is de- 
signed for low cost operation. 
Receiving and shipping de- 
partments can handle 12 
semi-trailers and four bex 
cars at one time inside the 
heated area. 

“The acquisition of the 
building,” according to L. M. 
Hatfield, president, an- 
other step forward in the ex- 
pansion of plans to provide 
better and more economical 
service to S & Q Stores.” 

(Continued on page 246) 
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Duffy, Wall, Settergren, and Robards 
Re-elected At Our Own Annual Meeting 


Here's the opening day throng, part of a crowd that gave Our Own 
a record attendance for the winter merchandise show and annual 


stockholder's meeting. 


Four directors were re- 
elected at the annual stock- 
holders’ meeting and winter 
merchandise show of the Our 


Own Hardware Co., dealer- 
owned wholesaler at Minne- 
apolis. 

(Continued on page 250) 





JAMES R. BROWN 


Brown Elected President 
At West Bend Aluminum 


James R. Brown was 
elected president of West 
Bend Aluminum Co., West 
Bend, Wis. He succeeds Al- 
bert C. Kieckhafer, president 
1946, who was elected 
to the newly-created position 
of chairman of the board. 
Mr. Brov 


since 


. Was vice-presi- 


ROBERT O. LOCKMAN 


dent for administration since 
1952. He started with the 
company in 1935 and was 
elected secretary in 1949 and 
in 1950. 

Robert O. Lockman will 
succeed Elmore A. Kraeme 
as general manayer. 
Mr. Lockman was divisional 
sales manager for retail out- 
lets. Mr. Kraemer will con- 
tinue as a senior vice-presi- 
dent. 


sales 
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MAILS YOU CAN SELLS 


STERLING 


Chem-Clean 


NAILS 


> 4aa- me s- Tht me hae) hee —> 44a: Oe Ozed-3| 





CLEANER — CHem-CLEAN is the exclusive de- 
greasing process in which Sterling Nails receive a 
chemical vapor bath. This leaves al/ surfaces sag. 


ly clean . . . ends messy smudges and finger mar 





SHARPER — CHEM-CLEAN replaces tumbling 
... the conventional method that often leaves nails 
not completely clean and with dulled points. CHEM- 
CLEAN Nails remain as sharp as when they leave 


the accurate nail making machines. 





DRIVE EASIER...HOLD BETTER 


——- CHEM-CLEAN Nails start easier and drive easier 
without splitting the wood. Their sharper point and 
cleaner surface assures a good “‘bite’’ in the wood 


so that they hold better. 


These extra values, provided at no extra 
cost, help you boost sales among contractors, 
carpenters and “do-it-yourselfers.” CHEM- 
CLEAN WNoils cre available in 1, 5, and 10 
pound boxes or 25 and 50 pound bulk. 
See your supplier or write us. 


NORTHWESTERN 


STEEL AND WIRE COMPANY 


STERLING, ILLINOIS 
Tileelaele ot, 
Northwestern Barb Wire Company 


Want more facts? Circle 306, p. 153 
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News of the Trade 








news in brief of 


MANUFACTURERS AGENTS 


@ E. R. Wagner Mfg. Co., Milwaukee, Wis.—Georgia, Ala- 
bama, Florida, Tennessee, North and South Carolina to 
Reed Cox Associates, Atlanta, Ga.; Texas and Oklahoma, 
to Gamble-Jackson-Kirks Co., Dallas, Tex.; Missouri, Kan- 
sas, Nebraska and Iowa to James W. Thomeczek and Co., 
St. Louis, Mo.; Maryland, Delaware, eastern Pennsylvania, 
Virginia, Washington, D. C. and part of New Jersey to 
Sam Andrews Jr. & Associates, Washington, D. C.; Idaho, 
Oregon and Washington to Yeager-Sleight Co., with offices 
in Portland and Seattle. 


@ Quickie Mfg. Corp., Philadelphia, Pa.—Western Pennsy]- 
vania, West Virginia, Ohio and Indiana to John E. Nau- 
mann Co., Cleveland, Ohio; Florida, North and South Caro- 
lina and Georgia to Henry E. Wuerth Assn., Atlanta, Ga.; 
Montana, Wyoming, Utah, Colorado, New Mexico, Arizona 
and north Texas to Roy J. O’Donnell, Denver, Colo. 


@ Dover Stamping Co., Fall River, Mass.—Southern New 
Jersey, Delaware and eastern Pennsylvania to Winfield J. 
Wenger, Haddon Heights, N. J.; West Virginia and Ken- 
tucky to Thomas J. Ross & Associates, Wellsburg, W. Va., 
for paint pots. 





@ Cusack and Harman, Kansas City, Mo.—This sales 
agency firm has changed the company’s name to Cusack, 
Harman and Phillips. 


e@ W. P. Clayton Co., Salt Lake City, Utah, and W. I. 
Gelder & Co., Denver, have become associated in their cov- 
erage of the mountain states. Accounts of each firm will 
now be handled by both firms in their respective territories. 


@ N. F. C. Engineering Co., Anoka, Minn.—Florida to 
Kurland, Zager & Associates; Arizona and New Mexico to 
H. Lowry & Associates; Kansas and Missouri to Deck 
Johnston Co.; and Tennessee and Alabama to Joseph Parker 
& Associates. All will represent the Thermo-Serv line. 


@ Arthur M. Peters Co., Simsbury, Conn.—Richard J. 
Peters has joined this agency which covers New England 
and the upper section of New York state. 





Jess McClellan Heads Intermountain Dealers 





New officers of the Intermountain Assn. Hardware and Implement 
Dealers, elected recently in an Elko, Nev., convention are: (left to 
right) W. C. Fronk, Ogden, Utah, immediate past president; Donald 
Chisholm, Heber, Utah, national director, National Retail Farm 
Equipment Assn.; Jess McClellan, Montpelier, Idaho, president, 
Ingle Weeks, Caldwell, Idaho, Ist vice-president; and A. L. Elmer, 
Panguitch, Utah, 2nd vice-president. 





Retailers’ Federation 
Opposes Senate Bill 


Opposition to Senate Bill) 
5. 505 has been made known 
by the American Retail Fed- 
eration. The bill has _ been 
labeled a labor management 
reform bill. 

The National Retail Hard- 
ware Assn. and the National 
Retail Farm Equipment 
Assn. are members of the 
Federation which includes 
31 national associations with 
total membership of &00,- 
000 dealers. 


Locksmith Assn. Plans 
4 Regional Meetings 


Dealers who have lock- 
smiths on their staffs will be 
interested in this series of 
four regional meetings. 

These two-day meetings 
will feature displays, educa- 
tional seminars and _ social 
events, planned and execu- 
ted by the Associated Lock- 
smiths of America, Inc., with 
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local locksmith organiza- 
tions acting as hosts. 

The first regional meeting 
will be in Louisville, Ky., 
June 20-21. Midwestern, 
western and _ northeastern 
meetings will be held later 
in the year. 


How to stretch your 
promotion dollars 


One way to stretch your 
advertising budget is to make 
full use of manufacturers’ 
co-op advertising programs. 

A lengthy Directory of 
Housewares Co-Op Ad Pro- 
grams (second edition) was 
published in the Jan. 1 issue 
of HARDWARE AGE. This Di- 
rectory tells you which man- 
ufacturers have co-op pro- 
grams, demonstrators, ete. 

You can get a reprint of 
this Directory while supply 
lasts by sending 15¢ in coin 
or stamps to: HA Reader 
Service Dept., HARDWARE 
AGE, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 





Store No. 1 In Wickliffe Pro Program 








A view of Wickliffe Plumbing & Heating, Youngstown, Ohio, the 
first store to receive a Pro franchise under the dealer program 
sponsored by the Wickliffe Wholesale Div. of Stambaugh-Thompson 


Co., Youngstown. 

Wickliffe Plumbing & 
Heating, Youngstown, Ohio. 
is the first store franchised 
by Wickliffe Wholesale Co., 
under its Pro franchise pro- 
gram. 

Wickliffe Plumbing & 
Heating is owned by Luke P. 
Kane. 

The store occupies a new 
building several blocks from 
its previous location. A 
grand opening was held on 
February 12. The fixturing 
and merchandising of the 


store was handled by Wick- 
liffe Wholesale under 
the supervision of J. T. 
Samuel, Wickliffe wholesale 
sales manager. 

Wickliffe Wholesale is a 
division of the Stambaugh- 
Thompson Co., and is a mem- 
ber of the Pro Distributors 
group. According to Mr. 
Samuel, other Pro franchises 
have been issued and addi- 
tional stores are expected to 
open shortly under this vol- 
untary chain program. 


Co., 





3 


found on all the 
best counters... 







SOLD ONLY 
THRU 
RECOGMIZED 
WHOLESALERS 


because it’s 
found in all 
the best splices 





PLYMOUTH RUBBER CO., INC. 
Makers of 
SLIPKNOT FRICTION TAPE 


DIVISION 2% CANTON, MASSACHUSETTS 


Want more facts? Circle 307, p. 153 
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Janney Plans Move To 
Minneapolis Suburb 


(Continued from page 243) 

Mr. Hatfield reported that 
132 stores have taken out 5 
& Q franchises since Jan. 1. 
The company’s goal is 1000 
program stores. 


Freight Savings 

A substantial freight sav- 
ings on in-coming LCL 
freight shipments is expected 
to result from a freight con- 
solidation plan developed by 
Janney, Semple, Hill & Co., 
Minneapolis wholesaler. 

Under this new program, 
all LCL shipments from sup- 
pliers in Illinois, Indiana, 
Ohio, Michigan, Kentucky 
and New York are shipped 
consolidation center in 
Chicago. 

These miscellaneous ship- 
ments are then consolidated 
on a daily basis into a full 
all-commodity 30,000 lb. 
trailer or carload and ship- 
ped to the firm’s Minneapolis 
warehouse over the CB&Q 
Railroad. 

This consolidating of smal- 
ler shipments into carloads 


to a 


GRIFFIN H 


\\\ 
\\ 


News of the Trade 


gives the company a rate of 
$1.15 per cwt. between Chi- 
cago and Minneapolis, as 
compared with a normal LCL 
rate of $2.65 per cwt. A 
saving of $1.49 per cwt. re- 
sults. 

The trailers are loaded on 
flat cars each evening in Chi- 
cago and are delivered to the 
Minneapolis warehouse the 
next morning. 

Each trailer averages 
about 30 to 40° individual! 
shipments from manufactur- 
ers. 

LL. M. Hatfield, president of 
the wholesale firm, pointed 
out that in addition to a 
savings in freight costs, this 
program also moves’ mer- 
chandise into the warehouse 
more quickly. 


Pa. Lawn Mower Names 
Robert Wilson Manager 


M. Robert Wilson, former 
executive vice-president 
Steltenkamp-Wilson & Asso- 
ciates, Chicago management 
engineering firm, has been 
appointed general manager 
of the Pennsylvania Lawn 


—EE ea 


\ 


; 





M. ROBERT WILSON 


Mower Div., American 
Chain & Cable Co., Inc., Ex- 
eter, Pa. 


Mr. Wilson is a former 
general manager of sales 
and distribution for Thor 
Appliances Corp. and was 


once sales manager of specia! 
accounts and premium divi- 
sions for Ekco Products, 
Chicago. 


Swinford and Meyer 
Join Western Hardware 


Ross Swinford, formerly of 
Brown Camp _ Wholesale 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 


VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 


Want more facts? Circle 308, p. 153 
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Hardware Co., Des Moines, 
lowa, and Ben Meyer, for- 
merly of Ace Hardware Co., 
Chicago wholesaler, have 
joined Western Hardware 
Co., wholesaler of Phoenix, 
Ariz. 

Mr. Swinford is dealer ser- 
vice representative and takes 
over a responsibility formerly 
handled by Western’s presi- 
dent, Arnold E. Poole. 

Mr. will 


Meyer serve as 
stock control man in the 
Western warehouse. He had 


been with Ace for 14 years. 


Scovill Advances Four 


S. M. Main, division sales 
manager since 1938, has been 
appointed to the new office 
of product manager, Mer- 
chandise Div., Scovill Mfg. 
Co., Waterbury, Conn. 

J. N. Hathaway, forme: 
assistant sales manager, has 
heen named sales manager 
of the garden hose accesso- 
ries section of the Merchan 
Div. Paul W. Rhodes 
has been appointed sales pro- 
motion coordinator and 
James A. Bayard will be in 
charge of advertising. 


dise 











Champow SPRINKLERS 


LIST PRICE 
ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 34"" pipe 




















és UNION VALVE (Non Union $2.60) 5950 
Swivel seat for long life, 4°’ pipe 
POP-UP SPRINKLER HEAD 40 
Pops up 1'2” above grass | 
ce REGULAR SPRINKLER HEAD 
Fully adjustable, solid brass 50 
4 HOSE TO PIPE FITTINGS 
Various sizes available 30 
HOSE Y 
Ideal for Siamese connections 68 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 
1460 NAUD ST. © LOS ANGELES 12, CALI © CApitol 1-2108 
_ Want more facts? Circle 309, p. 153 














You can sell a set 
i to every household 


6-in-1 Set 4-in-1 Set 
Steel screw viva 
A 


Includes hammer, 
nail-puller and 4 with knurled brass 


sizes of screw 
drivers 


Packed in Display Boxes or Carded 


Liberal freight allowance. Write for 
prices, including name of your jobber. 
Send 50¢ for prepaid sample. 


GAM Manufacturing Co., Lancaster 1, Pa. 


handles in 4 sizes 
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REFLECTING q E T T < Q BS 


ALUMINUM 
OUTSELL OTHERS, BECAUSE EASIEST TO READ, DAY OR NIGHT 


WON'T RUST, fade, wreak or 
fall apart. Top quality aluminum, 
and enamel and light reflecting 
beads. Best for name plates and 
signs in offices, stores, factories, 
restaurants, etc. Good for boat 
marking, too. 


MIDGET 
and 











"The Hallmark of 
Better Letters, 
Signs, Numbers’ 


p. 153 





JUMBO 
WITH EACH ASSORTMENT, one 
FREE! salesmaking all-metal Counter 
e 
ters from your jobber. 
HY-KO PRODUCTS CO.., Cleveland 3, Ohio 


—_—— SIZES 
Display Rack. Order Hy-Ko Let- 
Want more facts? Circle 311, 











Do floor nails 
rip into your 












Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 
rental trade. 
~ Only Holt Streamliner 8 

Floor Sander 
exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to “o 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one — and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 





Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 


For full details, mail coupon NOW. 
26 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


bl 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. P-3 





669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME POSITION 








FIRM 





ADDRESS. 
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~ News of the Trade | 7 


brief reports of 


MANUFACTURERS SALESMEN 


@ De Walt Div., American Machine and Foundry Co., Lan- 
caster, Pa.—Ralph O. Chamberlin from salesman-demon- 
strator to district sales manager of Kansas and western 
Missouri with headquarters in Kansas City, Mo.; Frank T. 
Gerhart from salesman-demonstrator to district sales man- 
ager of North Carolina and southern Virginia, with head- 
quarters in Raleigh, N. C., and Frederick B. Smith, from 
Kansas City district sales manager to district sales man- 
ager headquartering in Pittsburgh in charge of western 
Pennsylvania and eastern Ohio. 


@ Minnesota Mining & Mfg. Co., St. Paul, Minn.—Howard 
D. Punch, from central region sales supervisor for 3M’s 
coated abrasives and related products division, to Cleveland 
branch abrasives sales manager, automotive and hardware- 
paint-building trades. 


@ Nichols Wire & Aluminum Co., Davenport, lowa.— 
Howard L. Jorgensen, from sales representative, to sales 
manager of the central division. He replaces Joseph H. 
Luebbe who has retired. The central division sales office 
has moved from Cincinnati to the Hanna Bldg., Cleveland, 
Ohio. 


@ American Metal Specialties Corp., Hatboro, Pa.—Robert 


Stiller, formerly factory representative, to cover the New 
England states and northern New York state. 
@ Club Aluminum Products Co., La Grange Park, Ill.— 


William Blunt, eastern sales manager, will now be respon- 
sible for Club’s Inland Glass Div. sales in the entire eastern 








region including New York, New Jersey, the Central At- 
lantic states, the Carolinas, Georgia, Alabama and Florida. 


@ Athol Machine & Foundry Co., Athol, 
King will cover the New England states. 


Mass.—Roger W. 


@ Wickwire Spencer Steel Div., Colorado Fuel & Iron Corp., 
Atlanta, Ga.—H. E. Puder to handle the sale of steel and 
wire products in Florida, south Georgia and southern Ala- 
bama. His headquarters will be Orlando, Fla. 


@ Grabler Mfg. Co., Cleveland, Ohio—J. Patrick Dunlavy 
has been appointed manager of the St. Louis branch. 


@ General Electric Co., Bridgeport, Conn.—J. O. De Vries, 
from manager of manufacturing for the automatic blanket 
and fan department, to general manager of the clock and 


timer department, Ashland, Mass. 
@ John W. Masury & Son, Inc., Baltimore, Md.—John 


Martin Boyd will cover southern New Jersey and certain 
areas in Pennsylvania. 
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@ Wheatland Tube Co., Philadelphia, Pa. 
III, to western Pennsylvania, Ohio and 
Richard M. Scott to the Michigan area; 
Brooklyn, Richmond, Queens, Nassau and Suffolk, 
ert Cerwin to Manhattan, The Bronx 


Alexander Hays, 
West Virginia; 
Mike Sommer, to 
and Rob- 
and West Chester. 


Conn.—Donald R. Ta- 
J. B. Wil- 
Louisiana and Arkan- 
Kansas City, Mo., to Kansas, 
Iowa and southern Illinois. 


Lux Clock Mfg. Co., Waterbury, 
bon, Dallas, Tex., formerly sales supervisor for 
liams Co., to cover Texas, Oklahoma, 
sas, and John W. Townsend, 
Missouri, Nebraska, 





One order, one source...for more fastener business 
Only Pittsburgh Screw and Bolt 
OFFERS YOU ALL FOUR! 





Award Winning 
Packaging 


Sturdily built for product 
protection and ease of hand- 
ling, they rated national 
recognition—attractive, col- 


or-keyed, full-sized labels. 


Widest Range 
Available 


This most complete line of 
engineered fasteners lets 
you satisfy every customer 
need. Prompt delivery on 
all hardware fasteners. 


Merchandisers Quality Brand 


Name 


Well-known fasteners with 
build-in ready customer ac- 
ceptance—that do the job— 
assure continuous turnover. 


Brilliant red salesman stops 
traffic anywhere on high 
profit zinc plated bolts. 
Handy charts simplify pric- 
ing. We imprint for you. 


Take advantage of all four—see wn a Screw and Bolt distributor 


> CD ‘ <> +7 —7-~ ow Ff 
=. y 4 [ | ' : 7 
< ATS : i i 


* GARY 
- 
-_ 


DIVISIONS: Gary Screw and Bolt, Chicago, tl! 
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PITTSBURGH SCREW AND BOLT CORPORATION 


’ -___ ES F 
Pip Tyyyrild 
a Pia 





VMA 6476 


P.O. BOX 1708 
Pittsburgh 3O, Pa 


* Southington Hardware, Southington, Conn * American Equipment, Norristown, Pa 
America’s Most Complete Line of Industrial Fasteners 
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News of the Trade 


New Management Team Of American Hardware Supply, Pittsburgh Wholesaler 





W. HILL 








CHARLES 


F. WIGGINS, JR. 


These five men make up the management team of American Hardware Supply Co., Pittsburgh wholesaler. 


5° 


Sse > 


JAMES 0. 


MARONE 


The recently elected staff 


has an average age of 39 years, yet boasts an average of I7 years of hardware experience. They are: F. L. Herron, Jr., general manager; 


C. C. Raisig, operations manager; B. W. Hill, treasurer; C. F. Wiggins, Jr., sales manager; J. 


O. Marone, manager of purchasing. 





Northcutt, Bosworth Get 
H. K. Porter Promotions 


Walter E. Northcutt has 
been promoted to manager 
of Special Tools Div., H. K. 


Porter Ine., Somerville, 
Mass. Mr. Northceutt, for- 
merly president of the 


Northeutt Co. of Illinois, has 
been with Porter since 1956. 

W. S. Bosworth, with 
Porter’s production and sales 


departments for 13 years, 
has been named to assistant 
manager of trade sales, un- 
der Harry Webster, vice- 
president and sales manager. 


Earl L. Wilson Named 
Columbian Manager 

Earl L. Wilson has been 
appointed sales manager of 
Jet-Pak bags by Columbian 


Rope Co., Auburn, N. Y. He 
has been sales promotion 
manager of Columbian since 
1957. Before that, Mr. Wil- 
was manager of R. A. 
Kelly Co. a former Colum- 
bian subsidiary. 

The manufacture and sale 
of Jet-Pak bags was taken 
over by the firm and all ma- 
chinery will be moved from 
the Jet-Pak plant in Newark, 
N. J. to Auburn. 


son 


Reynolds Metals Names 
Manager for 2 Markets 


Reynolds Metals Co., Rich- 
mond, Va., has promoted 
Lloyd T. Sanders to market 
manager for do-it-yourself 
aluminum and _ institutional 
foil markets. Mr. Sanders 
was divisional consumer sales 
manager for Louisville, In- 
dianapolis, Evansville and 
Lexington. 














Seedbed for profits... 





Modern displays make it 
much easier to raise sales, 
reap prohts. R-Line Store 
Fixtures are free-standing... 
engineered to raise volume 
through more efhcient use of 
display areas... 
your yield per square foot 

of floor space. Large-scale 
production keeps costs 
surprisingly low. Buy R-Line 
fixtures finished or unfinished. 


improve 
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R-Line Store Fixture Co., Inc. 
340 N. State St., Phila. 4, Pa. 


Dept. H-41 
WRITE TODAY FOR FULLY ILLUS- 
TRATED CATALOG. NO OBLIGATION, 


Gentlemen: 


Please send me your fully illustrated catalog, 


at no cost or obligation to me. 





THERE'S AN FIXTURE 








Name: = 

[LIN | 

; RRR amma Position: - 
FOR EVERY SALES JOB! Address :___. TS 
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Our Own's Duffy and 
Others Re-elected 


(Continued from page 243) 


The directors are: S. P. 
Duffy, president of Our 
Qwn; H. B. Robards, Alex- 
andria, Minn.; C. M. Wall, 


Helena, Mont., and Car! Set- 
tergren, Minneapolis. 

A record attendance of 
1214 persons from 528 stores 
heard Mr. Duffy report on 
the “healthy sales increase” 
in the recession year just 
passed. 

Mr. Duffy also announced 
the name of 64 new dealer 
accounts which were added 
Dec. 1, 1958. He was 
confident of “still another 
sales increase in 1959.” 

The president reported 
that Our Own’s dealer mem- 
had topped the 600 
He called for an in- 
crease on the limit of com- 
mon shares of stock of the 
company to boost operating 
capital and to provide 
enough shares for new mem- 
bers. 

The former four-day 
dealer show was cut to three 


since 


bers 
mark. 


a ee ee 
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PORT ORIN EEE SS 


) DENNIX 
® Attachable Items for the 
© “Do-It-Yourself” Trade 


days of busy activity. Deal- 


ers were confident of im- 
proved sales in 1959 if the 
weather is favorable in the 


upper Midwest states. 

Visiting dealers got a pre- 
view of many promotional 
programs for the year, in- 
cluding a “name-the-paint’”’ 
contest for Supermix paints, 
five consumer mailers and 
new lower-cost plastic and 
metal store signs. 

Mr. Duffy stressed the con- 
tinuing importance of Our 
Own’s basic stock control 
list, in announcing increased 
dealer use of the lists. 

Perry Moore, operating 

manager, said a night ware- 
house shift was being started 
this month to speed up han- 
dling of orders. 
Husbands, vice-presi- 
dent and sales manager, ad- 
dressed a night session 
crowded with some 500 deal- 
ers on Our Own’s basic stock 
requisition system. He called 
for more attention to staple 
lines. 


Joe 


Hugh Byrne, sales promo- 
tion supervisor, outlined 
strong promotional plans for 


each season through 1959. 


° ee wr CE OC GOT OI LO LITT I AE 
“ 


DENNIX 
PLATFORM TY 


| : create sales for dealers 

F with their variety, quality, 

4 and consumer 
acceptability. 


rite 
Wir 
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News of the Trade 





News About Dealers: 





(Continued from page 242) 


27 with a three-day sales 
event that drew more than 
25,000 customers. Most of 
them bought something. 
Rickel has several stores in 
northern New Jersey. The 
opening featured balloons 
and candy for children, and 
door prizes worth $1,000. The 
management team for this 
store is Paul Syby, manager; 
George Lehman, buyer for 
housewares, hardware, lawn 
and garden, and Wm. Ryan, 
buyer for plumbing and heat 
ing departments. Heavy 
traffic was attributed to hun- 
dreds of leader-priced items, 
and a barrage of local adver 
tising. 





W. F. Stephenson Is 93 


W. F. Stephenson, retired 
vice - president of Stratton- 
Warren Hardware Co., Mem- 
phis, Tenn. wholesaler, cele- 
brated his 93rd birthday Jan. 


23. Mr. Stephenson retired 
from the wholesale firm 
when he was 8&6. 


Ui 


I 
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DEPT. HA-3 


Co-Op Directory Change 


The Feb. 12 Lawn and Gar- 
den Merchandising Guide is- 
sue of HARDWARE AGE carried 
a statement of policy for 
dealer co-op ad money for 
the Sunbeam Corp., Chicago, 
as part of its Directory of 
Co-Op Advertising. The Sun- 
beam policy should be 
changed to read: 75% of lo- 
cal ad rate for dealers who 
order $600 worth of Sunbeam 
mowers, sprinklers, hedge 
trimmers for shipment at one 
time. 


Second Sport-Arama 
Attracts Large Crowds 


An 


sons 


estimated 
attended 
Sport-Arama, 


6,013 per- 
the five-day 
conducted re- 
cently for the second yea 
under the sponsorship of 
Stan Textile & Hardware Co. 
More than 30,000 sq ft of 
exhibits were housed at the 
Broad and Diamond St. 
Armory, Philadelphia, Pa. 

Professional athletic stars 
attended to demonstrate va- 
rious sporting equipment. 












33-04 DOWNING STREET 
FLUSHING 54, N.Y. 


4 
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News of the Trade 


Raine Of Miller Bros. in attendance at the two-day 
. event. Show featured many 
Retires After 34 Yrs. new items of lawn and gar 
William C. Raine, 4504 S. den equipment, and educa 
Meridian St., Indianapolis, tional films by American Ag- 
has retired from Miller Bros. ricultural Chemical Co. and 
Hardware Co., Richmond, California Spray Chemical 
Ind. wholesaler, after travel- Co. 
ing as a salesman for the 
past 34 years. He has served 
the hardware industry for 49 Sheet Metal Group 
years. Sets Dates For Meet 
Mr. Raine started work in 


7 ; , The 49th Spring meeting 
1909 for Geo. Worthington 


of the National Assn. of 


(o. wholesaler of Cleveland Sheet Metal Distributors has 
and remained there until }oon set for April 30 and 


1924. He started work inside Mav 1. It will be held at the 
and later began traveling a et na Hotel in Pitts- 
territory in northeastern jurgh. The board will meet 
Ohio. He joined Miller Bros. April 29. 
in 1924, Reservations should be 
In his 34 years at Miller made immediately for hotel 
Bros., Mr. Raine made sales space with Dean A. Phillips, 
totaling more than $4% mil- sales manager, Pick-Roose- 
lion and more than $6 million ..)¢ Hotel. 6th Street at Penn 
in his lifetime as an outside aye Pittsburgh 22, Pa. 
salesman. 


Lawn and Garden Show WESCO Elects President 


Big Success At Dues B. H. Boatner, former vice- 
president and general man- 


“Dealers were most en- ager, has been elected presi- 
thusiastic, and sales were at dent of the Westinghouse 
an all-time high,” is the re- Electric Supply Co. 
port on the recent annual He succeeds John F. Myers 
lawn and garden show held who is retiring after 37 years 
by Dues, Inc., wholesaler at with Westinghouse. Mr. 
Dayton, Ohio. Boatner has been with the 

There were more than 250 company 30 years. 





Indiana Dealers Elect William O. Scott 








New officers and directors of the Indiana Retail Hardware Associa- 
tion elected at the annual convention at the Sheraton-Lincoln Hotel, 
Indianapolis, Jan. 27-28 are seated, left to right, William O. Scott, 
J. G. De Prez Co., Shelbyville, president; W. Roscoe Stevens, North- 
side Lumber & Hardware, Inc., Indianapolis, vice-president, and Don 
O'Rear, Pentecost & Craft Hardware, Terre Haute, new director. 
Standing, left to right, W. J. Sheely, Indianapolis, managing director; 
Richard Collins, Lowell Home Supply Co., Lowell, Robert Quick, 
Shanklin Hardware Co., Frankfort, and Lloyd G. Caley, Geedy-Corey 
Hardware, Inc., Huntington, directors; Joseph Adams, Jr.. Adams & 
Morrow, Princeton, retiring president and member of advisory board, 
and William K. Fenger, Karl L. Fenger & Son, New Albany, director. 
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Clearance under bars is !»”. 
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3." x 38” bars 


! Fit doors up to 42” wide—1!,”" x 


can be cut to length on the job! 
Telescoping stainless steel push bars and matching pulls available 


for lighter doors from 24” to.36” wide. 
LATCHES « CLOSERS + OILITE BEARING HINGES + CHAINS + PUSH BARS « SASH ADJUSTERS + QUIKI WINDOW CONTROLS 


clear top coat. List prices start at $9.90 for pair of push bars and $2.86 
for a pull. Deluxe set as pictured $22.26. Write for complete details. 


as pictured. Finished in two coats of baked enamel—super hard 


Matching pull can be used with one pair of bars or with two, 


push bars and pulls at a new low 


Now! Solid aluminum 


price 
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Graef, Albright Elected 
Duro Vice-Presidents 


Two 
of the 


new 
Duro 


vice - presidents 
Co., 


Dayton, 





JACK W. GRAEF 


Ohio, pump and water sys- 
tems manufacturer, were 


elected at the annual 
of directors’ meeting. 
Jack W. Graef vice- 
president and general man- 
ager. Charles L. Albright is 
vice- president, treasurer and 
assistant general manager. 
Mr. Graef, a board member, 
was assistant to the presi- 
dent. Mr. Albright was 
sistant treasurer. 


John T. Conard 


board 


is 


as- 


was ap- 


News of the Trade 


Gene H. Roth Heads Western Dealer Group 
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pointed director of pur- 
chases, William F. Slusher 
service manager, and Elmer 
A. Davis merchandising 
manager of the water con- 
ditioning division. 


‘Show Package Trip’ 


Offered to Dealers 

A “Show Package Trip” for 
dealers has been arranged 
by the Midwest Hardware 
& Housewares Show, set for 
Sept. 13-16 in Chicago. 

For $19.95 a dealer at- 
tending the show will receive 
two nights’ lodgings in a top 
convention hotel, plus two 
nights’ entertainment which 
includes a deluxe tour of 
landmarks and a complete 
dinner. 


Rubbermaid Ups Force 


Rubbermaid Inc., Wooster, 
Ohio, will increase its na- 
tional housewares sales force 
by 25 percent. The program 
been launched and 
continuing as rapidly as se- 
lection and training can be 


handled. 
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Gene H. Roth, Larned Kan. implement dealer, was elected president 
of the Western Retail Implement & Hardware Assn. at its 70th annual 
convention in Kansas City, Mo., Jan. 12-14. H. W. George, Osceola, 
Mo., was named vice-president. New Hardware Council members 
are: Richard Pratt, Colby, Kan.; John Twitty, Springfield, Mo.; and 
Frank Reusch, Ottawa, Kan. Holdover council members: Gene 
Manny, Wichita, Kan., retiring president; Victor Ciark, Wichita, Kan.., 
Mr. George, Mr. Roth and these farm equipment dealers: Ed Shouse, 


Abilene, Kan.:; Bill Adriance, Wellsville, Kan.; Marion Kline, Rock 
Port, Mo.; Cliff Harper, Hutchinson, Kan., and John Whitlock, 
Marshall, Mo. Shown here (left to right) seated, 


cre directors: 
Mr. Manny, Mr. Roth and Mr. George, second row, Mr. Clark, Cliff 
Harper, and Mr. Shouse. Not pictured is J. Keith Melvin 


, Fairway, 
Kan., secretary-treasurer. 


MAKE NO MISTAKE... 
Quality \S NOT AN ACCIDENT 





PICTURE CORD WIRE 
MFD. WITH PRECISION 
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Wr. Retatler: 


If you want the finest quality small-packaged 
wire line, with the most in eye and sales ap- 
peal ever offered to the actual consumer for 
complete satisfaction... 

Then by all means insist that your jobber 


supply you with... ANCHOR PRODUCTS 






a) ravouire asso 
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WIRE AT ITS BEST 


BY TEST 
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STRANDED AND SOLID 


iy NON KINKING 
: CLOTHES LINE AND GUY WIRE 





SOLD THROUGH 
JOBBERS ONLY 








Q 


WIRE CORPORATION 


Beet ee CaF 
LAND, NEW YORK 


[es os 


JAMAICA 23, ‘one I$ 
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Slimline Radios tf i 
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@ exclusive slimline radio design. | <3 : 
@ eye-catching color combinations. £4 3 
@ uniform top quality through automation | n : S 
= 
SLIMLINE CLOCK RADIO MODEL 2207 Se 
Stunning clock radio featuring exclusive SYLVANIA Bi 3 
Panelescent dial. Full-feature clock, appliance ~ = 
outlet. Sapphire and White, Caravan Brown and S 2 2 
White. Only $39.95*. : “3 O 
<< & 
Priced for impulse purchase ~ z 
SYLVANIA pricing is perfect for quick turn- = c 
over and plus profit. ee 5 - 
“2 a 6 
TABLE MODELS © CLOCK RADIOS © & ¢ 
TRANSISTOR PORTABLES : a : 
Parts and service guaranteed for 90 days = r 
through the authorized Sytvania Service 5 ne 
Agency (see service warranty ). 2 d 
* Suggested list price a5) r 
3 
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NEW LOOK... 
New, convenient, b Melt Get The 
easier-selling ADDED 
“bubble pack” 
: PROFITS | 
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“TILETTE” PORCELAIN 
STOVE REPAIR i | 
Repairs chipped por- : k Pit 
celain, good as new, in a: = Cig on ell % 
w a single application. : — Ss 
Perfect for gas and elec- Geet: * 
Withstands 400° Fahrenheit tric ranges, refrigerators, | “al 
Waterproof! High gloss! Will not emgage Be rar lm 
discolor or flake off! Guaranteed! ate. . ee 9 
Ask Your Jobber or Write ww A RAP 
TILETTE CEMENT COMPANY, INC. PACKED: T if! 
401 Lafayette St., New York 3, N. Y. in individwal Se Ss Itseit! 
‘Eye-St e 
Want more facts? Circle 319, p. 153 | ee 


Display Carton 
Oli -meleh4-timeelaielal 


Here is the Quality Answer 
to Pipe Sweating and 
Pipe Insulating Problems 


Rhopac “‘Easy-Wrap” stops pipe sweat- 
ing, insulates hot water pipes, helps pre- 
vent pipe freezing and greatly improves 
appearance of exposed pipes. It is a 
quality glass fibre insulation and an 


PICTURE 
HANGERS 


te TATE 


in Master shipper 










Order outer-wrap of vapor sealing tape de- 
f signed for the do-it-yourself home owner. 
rom your All you do is put it on your counter and 
ae jobber replace it as fast as it sells. 


MARDWARE SINCE 1872 
PICTURE 
BULL DOG HANGERS 


E. H. TATE CO. © 251 CAUSEWAY ST © BOSTON, MASS 
Want more facts? Circle 320, p. 153 





3443 Cleveland Street, Skokie, Illinois 
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WILLIAM H. HEATH 


W. H. Heath Appointed 
Buch Sales Manager 


William H. Heath has been 
named sales manager of 
Buch Mfg. Co., Elizabeth- 
town, Pa. 

Before joining Buch, Mr. 
Heath was assistant general 
sales manager of the Disston 
Div., H. K. Porter Co., Phila- 
delphia. He has had a num- 
ber of years of experience in 
the hardware and industria! 
fields. 


W. E. James Retires 

W. E. “Bill” James is re- 
tiring after 30 years as a 
representative for the Louis- 
ville Tin and Stove Co., Lou- 
isville, Ky. 





_ News of the 


Expansion Bolt Names 
New Marketing Manager 


The U. S. Expansion Bolt 
Co., York, Pa., has appointed 
Charles H. Schminke mar- 
keting manager. 

Mr. Schminke is former 
field sales manager of Ram- 
set Fasteners Inc., Cleveland, 
Ohio. 


Pritzlaff Property 
The old John Pritzlaff 


Hardware Co. property in 
Milwaukee has been sold for 
about $200,000. The whole- 
sale firm was liquidated last 
vear. 





Russell A. Burton, newly named 


director of marketing for Hyde 


Mfg. Co. 
p. 126). 


(See HA, Feb. 26 
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Buying Action Highlights Schelly Show 


§ fee 
— 


~ 


Executives of C. Y. Schelly & Bro., Inc., pause at a booth during the 
show. Left to right: Mrs. A. J. Schelly, president's wife; T. C. Bailey, 
sales manager; A. J. Schelly, president; J. A. Krause, general man- 
ager; Stuart Lathrop, promotion manager. 


C. Y. Schelly & Bro., Inc., 
Allentown, Pa. wholesaler, 
wrote a lot of business at its 
6th Annual Spring Preview 
and Merchandise Show Feb. 
10-12 in the Agricultural 
building of Allentown’s Fair- 
yrounds. 

819 dealers and key per- 
sonnel visited the 102 exhibi- 
tors’ booths during the three 
day event, according to 
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12, 


Stuart Lathrop, Schelly pro- 
motion manager. 

Highlights of the show in- 
cluded 78 door prizes, show 
specials from each manufac- 
turer, free dinner and _ re- 
freshments, and music by an 
organist. 

Direct mail, publicity and 
enthusiastic salesmen were 
credited with the success of 
this year’s show. 


1959 


Trade 























OBITUARIES 

















HAROLD A. 


PARKS 


Harold A. Parks 


Harold A. Parks, 73, sec- 
retary-treasurer of the Hard- 
ware Mfgs. Statistical Assn., 
New Haven, Conn., died of a 
heart attack Feb. 12. His 
hardware career began as 
a young boy with Seattle 
Hardware Co., Seattle. In 
1924 he went to New Haven 
with Sargent & Co. and he 
became general sales man- 
ager and director of the com- 
pany. Fourteen years ago he 
jolned the association. 


Moses Padawer 


Moses Padawer, 82, retired 
hardware dealer, died re- 
cently in Baptist Hospital, 
Memphis, Tenn. He had op- 
erated a hardware store for 
40 years before his retire- 
ment four years ago. 


Timothy E. Levene 


Timothy E. Levene, direc- 
tor of purchasing and pro- 
duction control, Curtis Mfg. 
Co., St. Louis, Mo., died sud- 
denly Jan. 30 of a heart at- 
tack. He had been emploved 
by the company for 30 years. 


Roy S. Tovell 


Roy S. Tovell, 54, sales 
manager of the Robinson- 
Ransbottom Pottery Co., 
Roseville, Ohio, died recent- 
ly. He had been associated 
with the company since 1938. 


LeRoy N. Watson 


LeRoy N. Watson, vice- 
president, sales, Shelby Met- 


al Products Co., Shelby, 
Ohio, died suddenly in Grand 
Rapids, Mich., Feb. 3. Mr. 
Watson has been in_ the 
hardware field for many 
years. 


Louis Melamed 


Louis Melamed, 60, vice- 
president of Coast-to-Coast 
Stores, died Feb. 20 in Uni- 
versity Hospital, Minneapo- 
lis, Minn. Mr. Melamed was 
a founder of the voluntary 
Coast-to-Coast Stores assoc1- 
ation of automotive and 
hardware stores in 1929. Mr. 
Melamed was owner of Mel- 





LOUIS MELAMED 
amed-Hobbs advertising firm. 
He sold this agency in 1952 
and rejoined the Coast-to- 
Coast Stores. 


Matthias N. Ammann 


Matthias N. Ammann, 
hardware dealer, died re- 
cently in the Central Suffolk 
Hospital, Riverhead, N. Y.., 
after an illness of about five 
weeks. The M. N. Ammann 
hardware store had been in 
the same family for 146 
vears. 


- 
it, 


William M. Opre 


William M. Opre, 91, re- 
tired hardware dealer died 
recently in Daytona Beach, 
Fla., of a heart attack 
brought on by an auto ac- 
cident. He had owned a 
store in the old Newburgh 
district, Cleveland, Ohio, for 
i9 years before he retired. 


Walter E. Williamson 


Walter Ellison Williamson, 
81, retired hardware dealer, 
died recently in Norfolk Hos- 
pital, Norfolk, Va. He was 
with the Virginia-Carolina 
Hardware Co., Richmond, for 


92 years. 


George D. Lyon 

George D. Lyon, 87, re- 
tired hardware dealer, died 
recently in Chetopa, Kan. 





A report in pictures of events in the trade 





HA Photo Angles 





District managers of the Disston Div., H. K. 
Porter Co., Inc., met recently for three 
days in Philadelphia. Plans for increased 
sales effectiveness in 1959 were discussed. 
James Katzfey, Disston new products engi- 
neer, discusses power tool line here. District 
managers left to right: R. C. Williams, 
C. V. Newton, K. L. Crow, Mr. Katzfey, 
E. M. Uhls, A. F. Kennedy, R. E. Williams, 
R. W. Brady. 


The Heart of America Hardware Club has elected officers 
for 1959. They are from left to right: Donald E. Overstrom, 
Stanley Tool Div., Stanley Works, president; Kenneth M. 
Williams, Kenneth M. Williams Co., vice-president; George 
F. Clarke, Diamond Tool & Horseshoe Co., secretary; George 
E. McMahon, Fayette R. Plumb Co., treasurer. 


New developments in store planning and fixturing were subjects discussed at the recent four-day seminar held in Chicago 
by M & D Store Fixture Co. Store plans for various sections of the country were analyzed by Dick Thiel, in charge of 
M & D's chain store planning. The meeting was conducted by R. B. King, eastern sales manager, and E. O. Stevenson, 
general sales manager. Shown, top row: John Travis, Pat Conaghan, Jim McCutcheon, Bob Craig, Tom Martin, Bill Rhodes. 
Middle row: Ray Phillips, Charles Bogle, John McNutt, Bill Crennell, Jim McGrath, Jr.. Jerry Kustermann. Bottom row: 
Jim McGrath, Sr., Ed Stevenson, Dick King, Dick Thiel. 





Classified Opportunities Section 





Representatives Wanted | Representatives Wanted 








Representatives Wanted 














FINE IMPORTED 


Pocket Knives and other cutlery. Joseph 
Rodgers & Eye Brand. Write for catalog 
and porticulars. Knife Importers, Sole 
Agents for the U. S. A., P. O. Box 364, 
Austin, Texas. 














Wanted—Manufacturer Representative 


To sell complete line of ornamental 
aluminum railing and columns. 
Yourself item—a volume product 
turnover. Liberal Commission. 
which you sell when writing for 


iron and 
A Do-it- 
with fast 
State area in 
details. 


ELITE FABRICATORS, Bel Air, Maryland 














EXPERIENCED SALESMEN 
With following among 
and housefurnishings 
most popular branded 
nishings. Can be 
Liberal 
pen. 

Address: Box 307, care of 

Chestnut & 56th Sts., 


retail hardware 
stores, to sel] the 
line of dog fur- 
handled as a side line 
commission. Choice territories 
HARDWARE AGE 
Philadelphia 39, Pa. 





| ( ommiussions 








EXCLUSIVE 
open tor nationally distributed 
placement plumbing specialty 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration 
8 out of 10 on first call. Address: Box 
otf Harpware Ace, Chestnut & 56th Sts., 
delphia 39, Pa 


PROTECTED TERRITORIES 


unique water re 
item packaged tor 


sells 


MANUFACTURERS’ 
WANTED—by established 
applicators and _ refills, 
genuine imported chamois, lambswool 
mitts We produce quality 
competitive prices, attractively, 
with full freight allowances 
tories are open on 
commissions to 
hardware, paint, 
trades. Send full 
Manufacturing, 10 


REPRESENTATIVES 
manutacturer of 
natural sea 


wax 
sponges, 
bonnets and 
products at 
merchandised and 
Many choice terri 
an exclusive basis with liberal 
men who thoroughly cover the 
cleaning and sanitary supply 
details in first letter. Beverly 
Roland St., foston 29, Mass 


wash 


ESTABLISHED MANUFACTURER OF 
PLASTIC GARDEN HOSE ee Sprinklers, 
Lawn Edging, Dropceloths, Tarpaulins, Floor 
Matting, Shelving Polyethylene Garment and 
Household Bags, wants experienced representa 
tives. Fast moving lines and dependable service 
Advise territories covered; lines carried. Reliance 
Plastic & Chemical Corp., P ; N. J 


aterson 6, 


WANTED EXPERIENCED CU 
SALESMAN to sell our line in 
ritory Attractive 
Write giving ful] 
(Company, 10 
Jersey 


rLERY 
Exclusive ter 
proposition tor the mght man 
background to Queen Cutler 

Commerce Court, Newark New 


WANTED: SALESMEN OR 
ing on retail hardware stores in states of 
ticut, New York, New Jersey, Michigan, Missouri, 
Indiana and Illinois, to sell key blanks with 
unusual feature Address x 224, care oft 
HARDWARE AGE, Chestnut & 56th Sts... Phila 
delphia 39, Pa 


JOBBERS call 


Conne 


7 
4 ACTURERS REPRESENTATIVES 
Manufacturers’ Representatives now 
Hardware distributors and _ jobbers 
handle line of polyethylene flexible 
giving territory covered, number of 
held men working, number of wholesale ac 
counts being sold. Most territories open. Reply: 
CONSOLIDATED PIPE COMPANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 


W AN i EI 

calling on 
wanted to 
pipe Reply 
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| & Soth Sts., 





NORTH CENTRAL STATES 


Due to death our East and West North Central Terri- 
tory is open. In past man working exclusively for 
us has covered entire territory. We will consider 
division for those with other lines. Our line is 
light builders’ hardware featuring an exceptionally 
broad line of carded items. Send complete resume, 
lines now handled, exact territory and trade cov- 
ered. Strictly confidential. 


SHELBY METAL PRODUCTS CO. 
Shelby, Ohio 














HARDWARE 
WANTED J tor Western 
England, New York State including 
metropolitan area, lowa, Nebraska, North 
South Dakota to handle complete line quality 
builders’ hardware. Protected territory Good 

Address: Box 141, care of wes 
Chestnut & 56th Sts., Philadelp! 


REPRESENTATI\ ES 


Pennsylvania, 


WARE AGE, 
Pa 


.4 


MANU FAS 


nationally 


POR’S REPRESENTATIVE 
advertised item for 
ware and department Item 
six to 10 times a season per consumer. A _ bona 
hide good deal for everyone alii the cor 
sumet Protected territories to Reps ] 
Most areas available at present 
counter display, window banner, 
and national advertising. Write: 
Co., Box 1 Bala-Cynwyd, Pa 


tor 


chains, hard 


stores repeats itselt 


selected 
Attractive 
catalog sheets 


Richlen Mfg 


WANTED—Salesmen calling on retail trade, 
sell new “Private-Label’” Warfarin rat killer in 
attractive, practical FEEDING STATION box 
We imprint dealer’s name, et ship direct 
Steady repeat sales. Pay top commission pro 
territory Advise lines now representing 
vered Write EATON Company, 
Lakeview, Cleveland, Ohio 


REPRESENTATIVES 


rated Plumbing and 


WANTED lt ou 
Heating (Contract rs, 
arge Hardware Stores—Farm and Home Stores 

fuilding and Lumber Stores—a manufacturer 
ot complete line ot Plumbing Cast and Tabu lar 
Brass Goods and Plumbing Brass Valves desires 
commission representative in Minnesota, Wiscon 
sin, Illinois, Virgimia, Kentucky and Louisiana 
Replies confidential Address: tox 312, care of 
HiARDWARE AGE, Chestnut & 56th Sts., Philadel 

, 


phia Y, Pa. 


al OT) 


W 'FACTURERS REPRE 
SI N ‘ KE TO SELL HARDWARE, 
suppl building material jobbers. Exclusive 
ol " Top commission Complete line of 
wrought iron address markers for lawns. Guar 
anteed sale basis Also Ornamental Wrought 
Iron Columns awning and _ building 
trac Address: Metal Products, 2053 S 
56th St., Philadelphia, Penna. 


ANTED MANI 
io 


garden 


I 
I 
in 


used by 


(,Toss 


REPRESENTATIVES WANTED Manufac 
turer of luminum L Edging wants 
it Tennessee, Alabama, 
North Dakota, North and South C 
York, Northern New Jersey, Virginia, Montana 
Representatives actively calling on key retail 
hardware and garden supply accounts and selling 
them direct List territories covered and lines 
carried, number of salesmen at present time. Ad 
dress: Box 310, care of HarpWarRE AGE, Chestnut 
Philadelphia 39, Pa. °* 


awn 


Mississippi, 


avents 
Ceorgia, 
arolina, New 


BOSTON 
strong line, 
wedges, picks, 
s10n. Address: 
Chestnut & 


AREA SALES 
imported 
cTOW bars, 
Box 300, 
56th Sts., 


REP. wanted for 
sledges with handles, 
and etc. 10% commis 
care of HARDWARE AGE, 
Philadelphia 39, Pa. 


WE WANT BUSINESS 


Top-grade toilet tank ball—different in size, shape, 
color and operation from anything on the market— 
needs greater distribution. Be first. High discount 
structure. Wholesalers or reps please write (do not 


call). 
KINNARD SALES 


19 Glenwood Raad Upper Montclair, N. J. 








SALESMAN—SIDELINE 


New, amazing safety lock needed by every 
home. Proven, patented Loxem Safety lock 
now being sold throughout the VU. S. Liberal 
commission. State territories covered and 
references. 


LOXEM MANUFACTURING CO. 
48! Main St.. New Rochelle, New York 











HARDWARE SALESMEN 


Calling on retail 
vard dealers, als 
supply 
fits all 


hardware and 
plumb nz and electrical 
ne size Screw Anchor 
designed for all types 
Protected 


lumber 


concerns 
screws and 
if walls High 
terriory to qualified 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


(“ommission 


salesmen 











EXCELLENT 


LINE for sales representatives 
calling on the trade in hardware, depart 
ment, variety and chain stores (,00d commission 
W rite Midwest Plastics Mtg Co., 208 Bates 
Avenue, St. Paul 6, Min 


| 
retall 


SALESMAN PLU 
sell for established 
sive territory, 10% 
tails with references. 
Supply Co., Inc 


New York 


MBING SPECIALTIES t 
national distributors, exclu 
commission Write full de- 
Replies confidential. Akron 
216-218 Grand Street, Brooklyn 





Accounts Wanted 








REPRESENTATIVES 


Can render reliable 
national distributors with 
operating br ane offices in New 
Detroit, Cleveland and Louis 
account or you can bill direct 
WRITE ANCO Corporation, 7 
Pittsburgh 22. Pa. 


Covering all phases of jobbers 
aggressive service. We are 
established actively 
York, Philadelphia 
ville We carry the 
Inquiries invited 

Wood Street, 














CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardwore lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rio, P.O. Box 4095, Havana, Cuba 











WANT 
he cause we 
antha Will 


highest 


SALES RESULTS? We get them 
concentrate in Michigan, Ohio, Indi 
handle two additional lines—only 

grade considered. W rite Address: Box 

219. care of Harpware Ace, Chestnut & 56th 

St., Philadelphia 39, Pa. 


LINES WANTED. 


manufacturers agent 
Kentucky, Tennessee, 


experienced 
phases business 
Alabama and Georgia seeks 
additional lines in Hardware, Housewares, Tools, 
Plumbing, Builders Hardware, or Garden Sup- 
plies. Guy L. Odom & Co., 1104 Clifton Lane, 
Nashville 4, Tenn 


Aggressive, 
covering all 








Accounts Wanted 





Help Wanted 





Business Opportunities 








PRODUCTIVE REPRESENTATION 


Two men covering E. Penna., South 
Jersey and Delaware. Calling on Hard- 
ware, Mill Supply and Garden Supply 
wholesalers. Our interest is adding 
one good line. 
Address Box 313, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











BUYER 


Shelf Hardware Buyer, with 
the trade, but wholesale experience 
the right man, this Top-rated 
National Organization offers an 
tunity in either New York 
will be treated 
plete particulars. 
Address: Box 3i!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


knowledge of 
preferred. To 
well established 
exceptional oppor- 
or Chicago. Your reply 
confidentially, but must give com- 


general 





CASH BUYER OF 
MORTISE CYLINDERS, ETC. 


LARRAY TRADING CO. 


77 Market Stree? New York City, N. Y. 

















ACCOUNTS WANTED 


Executive Salesman, 
Builder's and General Hardware to 
Wholesalers, Lumber Yards. 
Hardware Stores, wants 
sent. Experienced in 

with Jobber's Salesmen, 
and aggressive coverage. 
2072 Chestnut St., 


experienced in selling 
jobbers, 
Building Suppliers, 
major line to repre- 
Sales Promotion work 
etc., offer complete 
Write—"'Advertiser,"' 
San Francisco 23, Calif. 














Consistent, Conscientious, Concentrated cover- 


age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 














GEORGIA AND FLORIDA 10 
ing Ash and Hickory Handles to 
Hardware Stores. Need one othet 
No gadgets nor high pressure 
correspondence by 
first letter No 
Savannah, Ga 


YEARS sell 
better rated 
volume line 
Save time and 
sending complete information 
jobbers. L. G. Smith, Box 461, 


CALIFORNIA, 
AENG DIRECT 
SAI 


LS 15 years 


NEW AGENCY SPECIAL 
FACTORY TO DEALER 
with major durable 
and top sales 
area, can handle 
Warehousing arrangements possible 
time tor additional substantial 
only, all replies confidential. Address: Box 
care of HarpWarE AGE, Chestnut & 56th 
whan 39, Pa 


goods 
management 
training, 


manutacturer, sales 
position this 
promotion 


ample 


' 
~ AiCs, 


Orie 


AGGRESSIVE 
YEARS’ 


THREE 
N; itional 
Traveling cen 
jobbers Pro 
repeat volume or 


AGENT 
EXPERIENCE 
Firms can use additional 
tral and south Florida 
duction must be up to 
ders Only 
Ak mzo ( lew 1s, 


Miami, Florida 


WITH 
representing 
lines 
calling on 
handle 
new or established 
N 


II1l, 5260 


ines 
Sek 


Bese Court, 


REPRESENTATIVE 
hardware and mill 
astern Pennsylvania, Southern 
Maryland and the metro 
with one leading manu 
tacturer’s line. Can handle one good addi 
tional line to mutual advantage. College gradu 
ate; have good acquaintance throughout the ter 
ritory. Address: Box 309, care of HARDWARE 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa 


MANU 
now 
supply 
New Delaware, 
politan Washington 


“ACTURERS 
wot we most oft 
jobbers in E 

Jersey, 


the 


aTea 
now 


considered. 





Help Wanted 





HARDWARE 
opportunity with 
Arizona, lumber 
in contract 
purchasing. 
should have 
Compensation 
Lumber 
Ave., T 
speaker. 


MAN WANTED. 

established progressive 
yard. Requisites are 
hardware, tracts, 
This is a key position and applicant 
good sales record and personality 
open. Send complete information 
Distributors, Ine., 970 South Cherry 
Tucson, Arizona, or telephone I. Man 
MAin 4-445] 


Excellent 
Tucson, 
experience 
estimating, and 


BUYER 
Growth spot, 
We seek a 
Personnel 
flair tor 


Will be 


HARDWARE 
varied lines) 
strong in controls 
supervision with a 
and merchandising 
involved in product promotion and mat 
keting. Salary open. Our fee paid by client. 
Reply in strict confidence to Ed Broderick, Presi 
dent, Alberta Smyth Employment Agency, Inc., 
150 Fulton St., New York 3, N , 


WHOLESALE 
large distributor 
sales-minded man 
development and 
statistical analysis 


(very 





WHOLESALER'S SALESMAN 


Ideal opportunity for aggressive, experienced 
man to call on retail hardware trade in Phila- 
deiphia and suburbs, for long established New 
York City wholesaler. Drawing account and 
commissions. Replies treated confidentially. 


Address Box 315, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMEN WANTED. 
for the houseware trade. 
department store _ete 
Retail prices $4.' $5.95, 
counts Already "saad Being We 
more help. Contact Les La Pole, Jeb-rod ¢ 
1 N. Wells St., Chicago 6, Illinois NO 


_— 
} 


Brand 
For every 
Women like it, buy it 


$9.95 Favorable dis 


os 
new Sseilel! 


sold eet 


Phones, 


hardware, 


orp . 





Business Opportunities 








PARTNERS WANTED 


To share in the profits and benefits de- 
rived from membership in the only dealer- 
owned, wholesale hardware company east 
of Pittsburgh. 
hardware merchant 
Md., or N. Y., 


available in your trading area. 


If you are an independent 
N. J., Del., 


there may be a franchise 


in Pa., 


For com- 
plete details with no obligation, write or 
phone: 
Sales Manager 
Franklin Hdwe. & Supply Co. 


863 Easton Road, Warrington, Pa. 








WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the 
southwestern and northwestern = states. We 
have a proposition for you to sell a com- 
plete fastener line that will fit in with your 
present operation. Write us for details 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 


midwestern 


good 











HARDWARE APPLIANCE 
a hed for over 40 years 

alifornia in main shopping area. Clean stock of 
See a ire, housewares, gifts and paints with fran 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000 Sacrifice 
well below cost due to age and ill health 
details, Address: Box M-26, care of Harp 

Ace, Chestnut & 56th Sts., Philadelphia 


retail store Es 
Located in central 


sale at 
kor 

WARI 
39, Pa 


HARDWARE 


AND PAINT STORE, LO 
CATED in 


Central Illinois city neighborhood 
shopping area free from downtown 
(lean stock of hardware, toys, gifts, 
and paint Modern building with 
layout using check-out counter and 
tures. Inventory and fixtures around $45,000.00 
For details, Address: Box 304, care of HARDWARE 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa 


congestion 

housew ares 
selt service 
gondola fix 


HARDWARE 


letter 


STORE. 
do-it-yourself 
warehouse, parking lot, 


Suburban Los An- 
area. Modern store, 
approximately $50,000.00 
inventory Good, growing volume Excellent 
lease. Address: Box 301, care of HarpWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


geles. 


| Kemble St., 


| 





SPECLAL 
dozen oft 
blanks 


TRIAL ASSORTMENT! 

each of our 50 most popular 
$15.00. HAZELTON CHAIN 
Roxbury 19, Mass 


One-halt 
brass key 
CQO., 8] 





Positions Wanted 





SALES EXECUTIVE HARDWARE, 
HOUSEWARES, Appliances, Outstanding 
ability, top negotiator and admunistrator. 
stantial experience training and stimulation 
men, Creating programs and presentation 
can build and maintain top jobber and retailer 
relations Preter smaller company. Salary sec 
ondary to corporate climate, challenge and op 
portunity. Age 34, married with children, college, 
presently employed. Will relocate. If you require 
a man of above average ability and imagination, 
please contact Address: Box 302, care of Harp 
ware Ace, Chestnut & 56th Sts., Philadelphia 

, 


; 


sales 


MAINTENANCE AND PRINT 
TION: Thorough experience all 
phases ot catalog production and maintenance 
including installation and operation of _ offset 
equipment tor printing catalog pages, promotional] 
material and forms. Address: Box 223, care of 
Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa 


CATALOG 
ING PRODUC 


P AND HARDWARE 
OWNER selling out Jesire sales positio n 
England states or Florida 37 old, 
retail experience in paint, hardware, 

equipment and garden lines. Will 

Address: Box 303, care of Harp 
Chestnut & 56th Sts., Philadelphia 


AINT STORE 
New 


seven 
house 


years 
years’ 
wares 
ing to 
WARE 


19. Pa 


power! 
travel 


AGE, 


STORE MANAGER OR ASSISTANT MAN 
AGER, 14 ’ experience in Hardware, In 
dustrial Hardware, Paint, Plumbing, Houseware 
and (jitts Aggressive, relia ble, bondable, with 
excellent references Age 46, good health. Will 
relocate in the northwest, Washington, Idaho, 
and Northern Calitornia Address: Box 
care of Harpware Ace, Chestnut & 56th 
Philadelphia 39, Pa 


years 


(Jregon 


: 


SALES REPRESENTATIVE OR PROMO 
TION MAN Age 34, New York University 
graduate, nine years’ diversifed experience in 
retailing of hardware and housewares as man- 
ager. Sound knowledge of buying, all phases of 
merchandising and_ sales Prefer Connecticut, 
Southern New York, or Northern New 
area Address: Box 306, care oft HARDWARF 
Chestnut & 56th Sts., Philadelphia 39, Pa 


Jersey 


AGE, 


STORE OR DEPARTMENT 
former] Division Manager Hardware, 
Heating, Building Materials large re 
Store; experience Merchandising, 
Buying Control, Store Arrangement 
and Supervision. Will relocate Address: Box 
308, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa 


AGGRESSIVE SALES REPRESENTATIVE 
PRESENTLY COVERING Florida for National 
firm, is looking for career with established Manu 
facturer; with opening in the Southeast--Age 28 

Four years experience Resumes and refer 
ences on request. Happy Hardware, 1101 Lincoln 


Road, Miami Beach, Fla 


ee 


MANAGER, 
axe 55, 

Plumbing, 
tail Chain 
Promotion, 


Sales 


EXPERIENCED HARDWARE SALESMAN 
Age 55. Currently employed Married. Preter 
territory out of Chicago with hardware manu 
facturer. Salary, bonus and Address 
Box 314, care of HARDWARE Chestnut & 
S6th Sts., Philadelphia 39, Pa 


expenses 


AGE, 
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Sell PLATED WASHERS 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling... build up the sale automat- 
ically. Washers are pre-counted, ma- 
chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” bolt size. 
ORDER FROM YOUR JOBBER. 


WROUGHT WASHER MFG. COMPANY 


The World's Largest Producer of Washers 
2218 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN 





A8 9629 








@y 
FREDERICK | 


Where Prices are Born, Not Raised. QUALITY BRICK-MASON TOOLS 


JOINTERS, TUCKPOINTERS, SLEDRUNNERS ROUND AND VV, LINE 
TWIGS, PINS AND STRETCHERS Also imprinted Pins and Twigs 
GET THE 240 assorted Tool Pack, all pre-priced and packaged Shp. wt. 172 


Retail—$42. 97 Dealers less 40°,—$!7.19 ist order pre-paid—$25.78 


Ask your Jobber or write—FREDERICK TOOL MFG. CO., ELKHART 


153 


IND 





Want more facts? Circle 323, p. 


PLASTIC 
MIRROR HOLDERS . 


a“ 


: BETTER HOUSEHOLD \\ 
_-  WAROWARE SINCE 1872 
PLASTIC 
BULL DOG MIRROR HOLDERS 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 324, p. 153 


SPRING ASSORTMENT $ 
ALL FOR ONLY SO 





AJAX No. 750 — Consisting of: 
* METAL 5-DRAWER CABINET 
* 1,000 SPRINGS (#1 to #100) 
* METAL DISPLAY with SPRINGS 


Brings You at Retail 
$212.45 Gross Return! 
Order Now! 


(F.O.B. N. Y.C.) 


AJAX 


WIRE SPECIALTY (CO. 


324 CANAL ST. 
NEW YORK 13,N. Y. 





Want more facts? Circle 325, p. 
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A 


Aiax Hardware Corp 

Ajax Wire Specialty Co 

Allen Mfg. Co... W. D 

All-Luminum Products 6 

Alloy Metal Wool Products Corp 

Ambroid Co. Inc 
American Chain Div 
Chain & Cahbie Co 
American Chain & Cable Co 
Pennsylvania Lawn Mower Div 

182-183 


American 


American Cyanamid Co 
Agricultural Div 
American Steel Wool Mfa. Cc 

Oo 

nchor Hocking Glass Corp 
nchor Wire Corp 

Anu ews Co A M 

Animal Tran Co. of America 
Artistic Wire Products Co.. Inc 
Artwire Creations, Inc 
Arvin Industries. Inc 


arnes Mfq. Co 

Bassick Co. The 

Bentzinger Brothers, Inc 

Bethlehem Steel Co 

Better Homes £ Garde 

Black & Decker Mfq. C 

Boonton Molding Co 

Borden Chemica! Co., Div. of The 
Borden Co 

Boston Woven Hose & Rubber C 

Brown Corp... W. R 


Cal-Dak Co.. The 
Calumet Steel Div., Div. of 
Worner 
Campbell Chain Co 
Campbel!l-Hoausfeld C 
Chair-Loc Co 
Champion Brass Mfg. Co 
Champion DeArment Too! Co 
Chemical Products Co in 
(KWIK) 
Chevrolet Motor Div 
Genera! Motors Coro 
Chicopee Millis Inc 
Lumite Div 
Clark Co.. J. R 
Columbia Fastener Co. Div 
United Car Fastener Corp 
Columbus Plastic Products. Inc 
Commercial! Solvents Corn 
Automotive Specialties Dept 
Connecticut Valley Mfa. Co 
Consolidated Chemica! & Paint 
Mfg. Co. Inc 
Subsidiary of David Linzer & 
Sons, Inc 83 
Corning Glass Works 
Consumer Products Div 19-22 
Crescent Tool Co. 7\ 
Cyclone Fence. Dept. Amer. Stee! 
& Wire Div. United States Stee! 
43. 58 


Daido Corp 
D-Con Co.. Inc. 
Dazey Carp 
Landers 
Delta 
Corp. 
Dennix Products Co 
Desmond Brothers 
Devcon Corp. 
Devoe and Raynolds. Inc. 
Diamond Tool & Horseshoe Co 
Dicks-Armstrong-Pontius. Inc 
—" DeNemours & Co Inc 
| 
No. 7 Specialties Div 
Dykem Co. The 


Frary & Clark 
American Screw 


Eagie Mfg. Co 

Emkay Candie Co. 
Empire Brushes, Inc 
Empire Level Mfg. Co. 
Evans Rule Co 


Fiasheat Electric, Inc 
Forsberg Co., H 

Frederick Tool & Mfg. Co 
Frick-Gallagher Mfg. Co., The 
Fuller Too! Co., Inc 


GAM Mfg. Co 
Gardex. inc 
Gardner Wire Co 
General Electric Co 
Appliance Div 
Wiring Device Dept 
Gering Products, Inc 
Gibson Homans Co 
Goodell Co 
Goodrich Industrial Products Co 
BF 
Goulds Pumps, inc 
Graham & Co., John H 
Seymour Smith & Son, I: 
Gries Reproducer Corp 
Griffin Mfg. Co 
Griffith Tool Works, Inc 


H 


Folding Pail Co., In 
Hanion & Goodman Co 
Hanson Scale Co 
Hardware Products Co 
Harris. Inc Somue! P 
Hindley Mfg. Co 

Holt Mfg. Co 

Hooven and Allison Co 
Horton Equipment Co 

Hoyt & Worthen Tanning Corp 
Hunter Tool Co 

Hyde Mfg. Co 

Hy-Ko Products Co 


Handy 


ideal Brass Works, Inc 
lron City Tool Works, Inc 
Irwin Auger Bit Co 


Jacobus Sons, Inc., A. G 
Jandorf Electric & Mfg. Co 
Jefferson Screw Corp 
Jenkins Bros 


K 


Kason Hardware Corp 235 
Kedman Co 260 
Keil Lock Co., Inc 199 
Kellogg & Sons, Inc., Spencer 96 
Kenco Pump Div 

American Crucible Products Co. 236 
Kester Solder Co 145 
Keystone Stee! & Wire Co 50-5! 
Krylon, Inc 90 


Lamson and Sessions Co 

Landers Frary & Clark 
Dazey Corp 
Universa! 

Lawn Boy Div 
Outboard Marine 

LePage's, Inc 
Permacel-Johnson 


Corp 


& Johnson 
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Libbey Glass Div 
Owens Illinois Glass Co 
Linzer & Sons, Inc., David 
Linzer & Sons, Inc., David 
Consolidated Chemical and 
Paint Mfg. Co., Inc 

Listo Pencil Corp 
Lufkin Rule Co., The 
Lumite Div 

Chicopee Mills, Inc. 
Lustre Line Products 


M 


Magic Iron Cement Co., Inc 225 
Mall Tool Co., Div 

Remington Arms Co 72 
Marglo, Inc 37 
Marshalitown Trowel Co 233 
Martin Stamping & Stove Co 226 
Master Lock Co iI 
McGraw-Edison Co 

Toastmaster Div 32-33 
Miller & Co., Inc., Robert E 260 
Millers Falls Co 77 
Milwaukee Tool & Equipment Co. !90 
Minnesota Mining & Mfg. Co. 199, 223 
Miracle Adhesives Corp 84 
Modern Tool & Die Co 23) 
Molded Specialties, Inc 232 
Molly Corp 24 | 
Moore Push Pin Co 225 
Muench-Kreuzer Candie Co. Inc. 24! 
Myers & Bro. Co., F. E 16-17 


N 


New Bedford Cordage Co 209 
New York Wire Cloth Co 198 
Nichols Wire and Aluminum Co. 178 
Nicholson File Co 160-161 
Northwestern Stee! & Wire Co 244 


O 


Oakes Mfg. Co., Inc 
Div. of Food Machinery Chemi- 
cal Corp 207 
Ox Fibre Brush Co. Inc 227. 228 


Parker Mfg. Co 79 
Penens Tool Corp 78 
Pennsylvania Lawn Mower Div 

Americon Chain & Cable Co 

Inc 182-183 

Pennsylvania Refining Co 

Gumout Div 219 
Perfection Industries 192 
Phillips Petroleum Co. (Marlex). 60 
Pioneer Gen-E-Motor Corp 13 
Pittsburgh Plate Glass Co 

Brush Div 

Paint Div 
Pittsburgh Screw & Bolt Corp 
Plas-Tex Corp 
Plastic Products Co 
Plastic Woven Products, 
Piumb Shop 
Plymouth Rubber Co 
Presto Lock Co 
Progress Mfg. Co., Inc 
Propulsion Engine Corp 

Div. Food Machinery 

cal Co 

Proto Tool Co 
Puritan Cordage Mills 


2 


Quick Mfg. Co 
Quickee Products, Inc 


R 


R-Line Store Fixture Co 

Red Devil Tools 

Regina Corp. 

Republic Steel Corp 

Revere Copper and Brass, Inc 
Rome Mfg. Co. 

Rhopac, inc. 

Richards-Wilcox Mfg. Co 


Ridge Too! Co.. The 
Rival Mfg. Co 
Rubberset Co 

Ruby Chemical Co 
Rutland Fire Clay Co 


S 


Safe Padiock & Hardware Co 
Samson Cordage Works 
Sapolin Paints. Inc 
Sargent & Greenleaf, Inc 
Savogran Co 
Schalk Chemical Co 
Scharf Mfg. Co., J. H 
Sharon Bolt & Screw Co. 
Sheffield Bronze Paint Corp 
Sherman Mfg. Co.., 
Shuford Millis, Inc. 
Skil Corp 
Slater Electric & Mfg. Co., Inc 
Slaymaker Lock Co 
Smith & Co... D. B 
Smith & Sons, Inc., Seymour 
John H. Graham & Co 
Stanley Works 
Hand Too! Div 
Electric Tool Div 
Star Key & Lock Mfg. Co 
Sterling Quality Products, Inc 
Supplex Co 
Swing-A-Way Mfg. Co 
Svivania Home Electronics Div. of 
Syivania Electronic Prods... Inc. 253 


Tate Co., E. H 253, 258, 240 
Taylor Instrument Companies 24 
Thompson Co., E. A 
Tilette Cement Co., Inc 
Toastmaster Div 

McGraw-Edison Co. 
True Temper Corp 


U 


Union Fork & Hoe Co 
Upland Industries, Inc 
Utica Drop Forge & Too! Corp 


Vv 


Vacuum Spray Gun Co 


Ww 


Wallace Silversmiths 

Warren Tool Corp 

Washburn Co., The 

Water Master 

Werner Co. Inc., R. D 

Wessel Hardware Corp 

Westclox Div. of General Time 
Corp 

Wheeling Corrugating Co 

White Metal Rolling & Stamping 
Corp 2 

Wickwire Brothers, Inc 


| Williams Co., The 


Wissota Mfg. Co 
Woodhill Chemical Co 
Wood Shove! & Tool Co 


| Wooster Brush Co 


Worthington Co., George 
Wright Steel & Wire Co., G. F 
Wrought Washer Mfg. Co 


Y 


Yale & Towne Mfg. Co 
Lock & Hardware Div 

Yardiey Plastics Co 

Yard-Man_ Inc 








DEALERS: MAKE EXTRA PROFITS WITH 


''‘America's Favorite’ 


Electric Immersion Water Heater 


Ideal for home, laundry or general farm use. Plugs into any wall 
socket (110 volt AC or DC) Over 1 million in use Good profit 
item. Nationally advertised 


Write for literature, naming your favorite jobber 


FLASHEAT ELECTRIC, INC. 


9716 Grinnell 


Detroit 13, Michigan Leading Mfr. and Supplier to Jobbers 


Want more facts? Circle 326, p. 153 


ING 
erect OLDER 


YU RUBYFLUID soldering flux—liquid or 
yy paste—from eye-catching counter mer 
chandisers Get repeat sales because 
customers prefer RUBYFLUID. the solder 
that is fast acting wets out freely 
makes strong, neat unions 
easy to use 


RUBY CHEMICAL CO. 


58 S$. McDowell St., Columbus 8, Ohio 


Want more facts? Circle 327, p. 153 








DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 153 











* 


gs ~ won 
ut {@ " 


World’s -Largest 
Producer of 
Brass Padlocks 


EN UELCU 


Geld Giaek LANCASTER, PA. 
Want more facts? Circle 328, p. 153 
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Put this hard-hitting display to work for you 





——— Seeing 
QUICK WED | z: « ¥) “3339990 





- «A i 


selling Quick Wedge 


SCREW-HOLDING screwdrivers 


Unconditionally Guaranteed -- Millions Satisfied 


ORDER TODAY — We'll Invoice Your Jobber 
Nationally Advertised in 8 National Magazines 


KEDMAN COMPANY *+ 233 South Sth West + Salt Lake City 1, Utah 
___ Want more facts? Circle 329, p. 153 








“AMERICA'S MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


Level Line since 1919 | : 
10926 West Potter Road, Milwaukee 13, Wisconsin 
Renee Want more facts? Circle 330, Pp. 153 AEs 











ORIGINAL 2-TUBE _. _NEW and IMPROVED 
AN DREWS PLASTIC HOSE mom von Now in full color “‘Take Me Home Paks’’ ANDREWS 
7 z 


sprinklers are more convenient to display . . . to sell . 


and for your customers to pick up, examine and buy! 
13 Piece SAMPLE ASSORTMENT $35.50 AE: a 
$59.25 Retail Value — Shipped Prepaid —_— 4621 Beaverton Highway - Portland 1, Oregon 


Want more facts? Circle 331, p. 153 








A TOP 
SELLER! 


$2.98 


(in Attractive 
Individual Box) 


CUP HOOKS i 


: , 2 . THE SLATER KLOZALITE SELLS LIKE HOTCAKES... it's “ 
; @ real money-maker! NO-ADJUSTMENT FLANGE MAKES 
INSTANT INSTALLATION QUICK, EASY, PERFECT. KLOZA- 


BETTER HOUSEHOLD LITE is the original ON-OFF closet lite . . . works = 
HARDWARE SINCE 1872 every time. \ 
Strong aluminum, one-piece solid construction. Built to 


satisfy your customers 100%! 
BULL tele CUP HOOKS PLACE YOUR ORDER WITH US TODAY! Name the wholesaler 


you want to handle the order and we'll take care of the rest. 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. SLATER ELECTRIC & MFG. CO., INC. ¢ SEA CLIFF AVF. + GLEN COVE, L.I., N.Y. 
_ Want more facts? Circle 332, p. 153 — ieeed Want more facts? Circle 333, p. 153 


*Pat. No. 2,671,162 








Genuine 
Original 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 
Colorful . . . Eye-Catching. Sells on Sight 


One Set of 4 Genbeine 1 doz. wr ot etter %"", ¥%"" or a —, we have 
needle point nail. ase hardened steel, burnished nickel plated mirror 
on a 3-Color Card finish. 


6 SIZES: %", %", 1", Both Container and Cards in 3 COLORS 


11/716", 1%", WA". 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Ask your Jobber or write— 











Want more facts? Circle 334, p. 153 
260 ¢ HARDWARE AGE, March 12, 1959 





THE WMARD- 
a D-MAN 


o. 2010, 

21" Self Propelled 
Safety Clutch 

No. 2050 
22°' Self Propelled 
Safety Clutch 


POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manutacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 


learn why you should make the jump, too. 


YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 


YOU'LL SELL THESE SUPERIOR 
YARD-MAN FEATURES 
EXCLUSIVE SAFETY BLADE 
CLUTCH 
SILENT YARD-MAN OPERATION 


RUGGED STEEL DECKS OF 13 
GAUGE BRIDGE-TYPE DESIGN 


INSTA-CONTROL HANDLE 
PRECISION CONSTRUCTION 
HANDLE MOUNTED MULCHER 
PLATE CONTROL 
HAND ADJUSTED HEIGHT Write Today for 
CUTTING CONTROL Your Free Dealer 
Booklet 


THIRTEEN TROUBLE-FREE, FEATURE-PACKED MODELS 


18’ Hand Mower 


No. 1040, 18" Reel 
No. 1050, 21"' Reel 


No. 1060, 18’ 
Deluxe Reel 


No. 2020 


= 


No. 3000. 
2000 24° Riding Rotary 


18°’ Direct Drive ‘ Safety Clutch No. 2030 No. 3010 


No. 2060, 


21’ Self Propelled 
. 2040, Direct Drive , 24°’ Riding Rotary 


21°’ Direct Drive Safety Clutch Electric Starter 

































































GLAZIERS’ 
TOOLS 





OTHER 
PRODUCTS 

















FLOOR 
CONDITIONERS 


+ 








PAINT 
CONDITIONERS 











brings you FULL PROFIT“ on all these lines! 


*Full profit from a full 40% dealer discount on and known to all your customers (profes- 
all hand tools, multiplied by maximum sales _ sionals, handymen, hobbyists, and millions of 
volume—from selling a line that’s made right, home owners) through long use and years of 
priced right, displayed and packaged right... hard-hitting national advertising. 


Chances are you sell some Red Devil product now. Why not ask 
your jobber salesmen about other full-profit Red Devil lines? 


Red Devil Tools. 


Union, N. J., U. S. A. 





